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TO SAVE WEIGHT— By using Republic Double 
Strength Steel, the maker of this dump car 
cut dead-weight 12,000 pounds, reduced 
motive power required and, because of the 
higher resistance of this metal to corrosion 
and abrasion, lengthened the life of the car. 

We recommend this low-cost, low-alloy, 
high tensile steel for mobile units in your 
plant or in your distribution system, because 
every pound of dead-weight eliminated 
means an extra pound of pay load free. 





TO FIGHT CORROSION — For use in your own 
plant — and in equipment you make for 
sale — where longer life of the sheet 
metal or pipe used would be advantageous 
from the viewpoint of longer life, lower 
maintenance or greater sales appeal, don’t 
over-look Toncan* 
Iron—the alloy of 
refined open-hearth 
iron, copper and 
molybdenum with 
the highest rust- 
resistance of all 
ferrous metals in 
its price class. 








When writing Republic Steel Corp. for further information, please Address Department EP 
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TO INCREASE STRENGTH — Some- 
where in your plant or in 
your product there is a place 
where one of the many Re- 
public Alloy Steels will jus- 
tify its use on the basis of 
economics—will strengthen 
a point of weakness —will 
lengthen the life of your product—will 
lower processing costs. Our metallurgical 
service will help you work out the eco- 


nomics of alloy steel for any application. 







TO IMPROVE YOUR PRODUCT — 
Many an old prod- 
uct has been given 
a new lease on life 
with a new dress of 
Republic Enduro* 
Stainless Steel. Many 
a new product has 
been given immedi- 
ate buyer appeal by this beautiful metal 
that looks like silver and lasts so long that 
none will prophesy its life. Let us tell you 
where it will help improve the utility and 
appearance of the products you want to 
sell more of. 
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passed, the patient will live—longer 


A typical example of Goodrich improvement in rubber _ stantly at Goodrich—125 


E’S ‘‘taking the temperature”’ of a 

V-Belt — the rubber-and-fabric 
belt that drives thousands of America’s 
machines. But when a short belt like 
this whirls around its pulleys, terrific 
heat is generated. Internal heat destroys 
belts, and V-belts were breaking down, 
causing stoppage of machinery, costing 
too much.to maintain. 


Goodrich engineers went to work:on 
this “belt fever.’ They made up new 
compound after compound of rubber, 
made each into a belt, ran it until it 
wore out, taking its temperature as care- 


fully as though it were a hospital fever 
patient In a CYiSIs. 

Finally a compound was discovered 
that did carry off the heat as developed, 
and so did run cooler. After scores more 
experiments this was perfected — it 
operates 75% cooler than old rubber 
compounds. At once this new develop- 
ment was used in all Goodrich V-Belts 
—and immediately belt costs went 
down in thousands of plants, produc- 
tion shut-downs were reduced, new 
records for belt life began to be made. 


This sort of research goes on con- 





For additional products see Buyer's Directory, page 93 


engaged exclusively in m 
Goodrich product better, | 
less expensive for you to 
certain you are getting all t 
of this great program of in 
you have only to specify « 
your Distributor. The B 
Company, Mechanical R 
Division, Akron, Ohio. 
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Keep orders and inventories closely 


geared by LONG DISTANCE 











¢ Low inventories are an established policy of a securing immediate commitments for shipment 

nationally known manufacturer of scales and weigh- —_ clear, admitting no doubt as to details. And th: 

ing machines. So, as a regular practice on rush advantages often shorten the delivery time on ord: 

orders, the purchasing department uses Long Dis- from two to five days. 

tance to gear supply to demand. Try it to contact your sources of supply . . 
Long Distance telephone service is fast, getting find how its direct, personal approach lends its 


orders across at once .. . flexible, permitting Gx, 10 quality buying and price buying. The cos' 
. . . . hy Q) . - . ° 
shopping for favorable delivery . - . definite, 06:9, is*little in the light of the benefits derived 
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AQUALIZED 


(An exclusive wet streneth process) 


STRENGTH WHEN WET— - 
NEVER BEFORE 
PN ee 
PAPER TOWEL 


WET STRENGTH 


Won't disintegrate when 
wet. Eliminates towel waste. 
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ABSORBENCY 


Quickly absorbs every bit 
of water. So one wipes dry. 





NO FUZZ OR LINT 


Fibres are welded in place. 


No ‘‘towel dandruff.’’ 





ADVANTAGES 





SOFTNESS 


Soft and cloth-like. Never 
harsh. Pleasant to use. 




































achieves an entire!) 


New Paper LOWEL 
... stronger when wel 


An exclusive, laboratory-born process has at last 
eliminated the common fault of paper towels—their 
tendency to dissolve and fall apart when wet. 

The name of this amazing accomplishment is the 
Aqualized process... and is to be found only in 
Aqualized Towels. 

As a result, Aqualized ‘Towels astonish everyone 
with their strength when wet, their unusual capacity 
for absorbing water from wet hands without tearing, 
fuzzing or breaking down. 

With Aqualized Towels, a wholly new economy is 
possible in the washroom. For every Aqualized lowel 
can be—and ts—fully used. Towel waste is eliminated, 
better towel service assured and lower washroom 
costs achieved. 

See Aqualized Towels for yourself... and see the 
greatest advance ever made in paper towels! The 
name is Agualized. Manufactured solely by Brown 


Company, 420 Lexington Avenue, New York, N. Y. 






MIRO. AYA 


REG. U.S. PAT. OFF 


SPECIFY NIBROC AQUALIZED 
TOWELS The Aqualized feature is now 
available in the well known NIBROC brand of 
paper towels. Sold by leading paper merchants 
throughout the United States and Canada. 


WHY ““AQUALIZED”’ 


1. All paper towels are made from wood cellulose. B 


Company, manufacturer of Aqualized Towels, is 


foremost producer of purified wood celluloses. 


2. Brown Company has complete control over its ra 


terial, so that at no time can outside circumstance 


fere with the maintenance of rigid quality standard 


3. Highly specialized celluloses—exclusive develo} 
of Brown Company—are used to produce finest to 
4. The basic cellulose materials used in these tow 
White Husky Cellate and Sulphate pulps, both 
from selected Northern Spruce. 

5. [his basic, quality material is then given th 

lized process—sole property of Brown Company 


the fibres into a strong, soft, cloth-like towel. 


JS. 


IS A BUY-WORD 
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NIBROC’ 
AQUALIZED 


AN EXCLUSIVE WET STRENGTH PROCESS 


TOWELS 


* REG TRADE MARK 








A CELLULOSE PRODUCT OF | 


3ROWN COMPANY ay 
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TOWELS 
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® New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


ON REQUEST 


848. THIN PAPERS. When you know 

the correct grade of thin paper to 
specify for various office and factory 
uses, you'll save time and money and get 
better results. Valley Paper Company’s 
“Thin Paper Efficiency Chart” which you 
can place under your desk glass or hang 
on the wall, gives you this complete in- 
— in a handy, easily-referred-to 
orm. 


857. SAFETY EQUIPMENT. A com- 

prehensive 106-page 814”x11” loose- 
leaf catalog recently issued by Pulmosan 
Safety Equipment Co. covers virtually all 
industrial safety equipment requirements. 
Some of the numerous products illus- 
trated and described are respirators of 
all types and for all purposes, hoods, hel- 
mets, masks, goggles, gloves, welding 
shields, safety ladder shoes, leggings, 
aprons, inhalators, fire-fighting equip- 
ment, first aid kits and supplies, safety 
shoes, foot guards, safety belts, salt tab- 
lets, etc. 


863. CASTINGS. An attractive 24-page 

booklet which purposes to acquaint 
manufacturers with the company’s facili- 
ties for producing castings of any size, 
shape or quantity, has been prepared by 
The Forest City Foundries Co. The 
booklet pictorially tells the story of the 
foundry, showing by means of actual pho- 
tographs the operations in the making of 
castings. 


876. MATERIALS HANDLING. The 

new “Junior Catalog No. 639” of 
Barrett-Cravens Co., in 172 pages of 
“yest pocket” size, illustrates and de- 
scribes 176 different materials handling 
devices, including lift trucks, portable ele- 
vators, container storage systems, and 
the new Barrett Torpedo electric hoists. 


PURCHASING 


921. GIFT MERCHANDISE. Pur- 

chasing agents who have been 
using the L. & C. Mayers Co. annual 
catalog will welcome the new 1940 (28th 
annual) edition, just published. This 
handsome 396-page book illustrates more 
than 6,000 articles suitable for Christmas 
gifts for customers and employees, as 
well as for year-round needs such as sales 
and sport prizes, company awards and 
presentations, etc. Diamonds, watches, 
jewelry, silverware, electrical appliances, 
clocks, leather goods, radios, smokers’ 
articles, and trophies are among the ar- 
ticles shown. Also available is the new 
edition of the company’s interesting book- 
let, “How to Choose a Diamond.” 


924. TYPEWRITER PAPER. The 

Millers Falls Paper Co. is offering 
a generous size “Prove It” kit of their 
new Ezerase bond and onion skin paper, 
distinguished by surface quality that 
makes it possible to erase a word or a 
complete line of typewritten matter with 
the lightest touch of an ordinary pencil 
eraser, without leaving abrasion marks. 


931. ROTARY AIR GRINDER. Cir- 

cular P20 of the Independent Pneu- 
matic Tool Co. describes the new Ban- 
tam rotary air grinder. Numerous close- 
up action photos and illustrations of 
available grinding wheels and accessories 
demonstrate the versatility and wide ap- 
plications of the tool. 


932. INFRA-RED REFLECTORS. In 

a new 4-page folder, the Fostoria 
Pressed Steel Corp. presents its recently 
developed Para-Sphere reflector, adapt- 
able to all commercially available infra- 
red ray lamps by means of an easily ad- 
justable porcelain socket which brings 
the lamp to proper focus for the heating 
or drying operation to be done. Besides 
the single reflector units, there are strips 
of 4, 5, 6 and 7 reflectors for larger in- 
stallations, these being of two-piece de- 
sign so that wiring and mounting may 
be accomplished with a minimum of labor 
and expense. 


933. PORTABLE ELECTRIC HAM- 
MERS. The Van Dorn Electric 
Tool Co. has just released a 20-page illus- 
trated handbook of portable electric ham- 
mers, giving the details of construction 
and operation, typical uses, and sugges- 
tions for maintenance and operation of 
the tools themselves. A wide variety of 
hammer tools are shown—drills, chisels, 
gouges, diamond points; web-cutters; 
scaling, beading, bushing and seam tools; 
bull points, feed bars, and tool blanks— 
making the equipment applicable to many 
operations in concrete, stone and brick 
work, contracting and maintenance in 
construction and industrial fields. 


934. INTERCOMMUNICATION. A 

“Fact-Folio” prepared by the Dic- 
tograph Products Co. contains separate 
data sheets on ten models of intercom- 
municating systems for office, plant, hos- 
pital, store, and home use, tailored to fit 
various purposes and conditions of use, 
ranging from the simple Duo-Matic set 
with one loud speaking station and one 
or two handset substations, to a com- 
plete executive hook-up capable of han- 
dling a confidential staff conference with- 
out the necessity of any participant leav- 
ing his regular post. Some of the advan- 
tages are selectivity, executive right of 
way on a free line for inside calls at all 
times, privacy, automatic memoranda of 
calls, and finger-tip control. The appara- 
tus is now in successful use in more than 
5,500 firms. 
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SHIPMENT » » » AT ONCE 


® Right out of stock—for we maintain a stock of 30 million cap and set screws at our 






four warehouses and the factory for our customers’ convenience. A full list of sizes, 
packed in cartons and kegs, both American fine and coarse threads, including hexagon, 
fillister and flat head cap screws, square head and headless set screws are always 
available to meet your urgent demands. Ask for Catalog E and current price list. 


THE CLEVELAND CAP SCREW COMPANY, 2923 E. 79th St., Cleveland, Ohio. 
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CLEVELAND CAP SCREWS 


SET SCREWS @e BOLTS AND NUTS 


Address the Factory or our Nearest Warehouse: Chicago, 726 W. Washington Blvd. e Philadelphia, 12th & Olive Streets 
New York, 47 Murray Street e« Los Angeles, 1015 E. 16th Street 


For additional products see Buyer's Directory, page 93 




























































































© New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


ON REQUEST 


935. PORTABLE ELECTRIC 

TOOLS. The Black & Decker 
Mfg. Co. has issued a 12-page pocket size 
booklet, “The Proper Care and Main- 
tenance of Portable Electric Tools.” 
Concise but comprehensive, it summarizes 
helpful suggestions on general main- 
tenance, and on such specific points as 
current, protection against overload, 
methods of grounding to protect the op- 
erator, proper sizes of extension cable, 
and what to look for when a tool fails 
to operate. 


936. PRINTED LETTERHEADS. A 

new portfolio assembled by the 
Whiting-Plover Paper Co. contains help- 
ful text on the preparation and layout 
of business letterheads, and an attractive 
selection of specimens printed on the 
company’s permanized bond papers. Va- 
rious types are shown, featuring the use 
of ornaments and trademarks, illustra- 
tions of plant or product, reverse treat- 
ments, stock ornaments, type and rules, 
executive styles, and matched stationery. 


937. LEATHER BELT DRIVES. 

Forty-six manufacturers of leather 
belting and motor bases cooperated to 
produce a comprehensive data book on 
“Automatic Tension Control Short-Cen- 
ter Pivoted-Motor Leather Belts.” 140 
pages, with spiral wire binding, and pro- 
fusely illustrated with graphs, diagrams 
and installation photographs, the treatise 
contains sections on the advantages of 
such drives, efficiency, belt life, and com- 
parative first costs, fully documented with 
exhaustive tests; also tables of standard 
pulley diameters and motor belt speeds, 
basic horse power tables, and a guide to 
drive selection. Catalog sections of rep- 
resentative manufacturers add to the 
practical value of the book. 






Nn. Y.- 
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938. THIN PAPERS. Samples and 

printed specimens of light weight 
papers are available from Esleeck Mfg. 
Co., demonstrating their adaptability for 
air mail, branch office, and foreign cor- 
respondence; letterheads, copies, records. 
forms, and advertising literature. Re- 
duced costs of typing, mailing and filing 
are made possible by their use. 


939. HACK SAW BLADES. The new 

general catalog of The Henry G. 
Thompson & Son Co., presents a com- 
prehensive line of hack saw and band 
saw blades, and tool bits, with convenient 
thumb-cut index facilitating reference to 
the eight principal classifications. A sup- 
plementary section of eight pages gives 
useful information in the nature of a 
guide to the selection and use of hand 
frame and power machine blades for best 
results, and a tabular summary of the 
most common causes of blade failure and 
their correction. 


940. STEEL. The sixth edition of the 

Inland Products Book is a concise 
76-page tabulation of the principal prod- 
ucts manufactured by Inland Steel Co., 
including semi-finished, strip, hot and 
cold rolled sheets, galvanized sheets, tin- 
plate, bars, structurals, piling, plates, floor 
plates, rails and track accessories. Use- 
ful as a quick reference for basic sizes 
and specifications, it has a thumb - cut 
marginal index to facilitate finding the 
proper section. 


941. FLAME CLEANING. A new 8- 

page illustrated booklet, “Flame 
Cleaning and Dehydrating,” issued by the 
Air Reduction Sales Co., discusses the 
use of this process to halt deterioration 
of old steel structures by means of paint 
burning and _ surface conditioning. By 
eliminating surface moisture and cleaning 
the structure right down to bare metal 
before repainting, surface oxidation and 
paint lift are greatly retarded. Diagram- 
matic sketches show each operation, and 
a series of photographs shows an actual 
typical instance of the work and its re- 
sults. 


942. WIRE SCREENS AND CLOTH. 

Bulletin 76 of the Cambridge Wire 
Cloth Co. is devoted to general informa- 
tion regarding the properties of various 
metals and alloys available in fabricated 
forms as woven wire cloth, screens, wire 
products, metallic filter cloth, and woven 
wire conveyor belts. Twenty of the 32 
pages give very complete data on nickel, 
monel metal and stainless steels. 


943. SAFETY GOGGLES. The Amer- 

ican Optical Co. is distributing an 
attractive two-color news bulletin pre- 
senting recent improvement in Ful-Vue 
safety goggles, featuring exceptiona] 
structural strength and exact fitting, and 
available in a variety of lens types for 
specific industrial applications, or in clear 
Armorplate lenses ground to the worker’s 
own prescription for corrective glasses. 


944. STOCKROOM LIGHTS. “Light 

on the subject of Stock Bin Illumi- 
nation” is the descriptive title of Bulletin 
No. 91 of the Goodrich Electric Co. It 
presents the Goodrich “Stocklite,” a fix- 
ture especially designed for use in nar- 
row aisles, with a scientifically designed 
reflector that gives adequate and even 
illumination without glare. Graphs of 
light distribution and photographs of 
typical installations show the effective- 
ness of this equipment for a variety of 
stockroom conditions. 
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SOCONY-VACUUM 


K & M insulation helps 


to produce these famous lubricants 





For high efficiency insulation of 
the towers of this dewaxing plant, 
the Socony-Vacuum Oil Company, 
Inc., confidently used materials built 
by K & M, a company whose long 
experience has made it an outstand- 


Established in 1873, the Keasbey 
& Mattison Company pioneered in 
the development of Asbestos and 
Magnesia products, originating many 
of the most efficient forms of insula- 
tion in widespread use today. 















ing authority in the field of heat 
insulation. 


F. of America. 


ASBESTOS AND MAGNESIA PRODUCTS 


KEASBEY & MATTISON 


COMPANY, AMBLER, PENNSYLVANIA 


Because of their superior proper- 
ties, K & M products brought new 
economies to countless industries, 
and this Company rapidly grew to a 
national institution with nation-wide 
facilities. Today, Keasbey & Mattison 
is one of the manufacturing leaders 





RBeasbey & Mattison’s long experience in providing industrial plants with 
high efficiency heat insulation has kept us closely in touch with the problems 
of the buyer. Keasbey & Mattison engineers, working with K & M Dis- 
tributors strategically located throughout the country, can point the way 
to real savings in your plant. Emphasis is placed upon a constructive insula- 
tion service to meet your needs, in which the high quality of K & M materials 
plays an essential part. Why not write Dept. 11 for further details? 
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* New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


F—\ ON REQUEST 


945. NON-FERROUS AND STAIN- 

LESS FASTENINGS. The H. M. 
Harper Co. has issued a new catalog of 
non-ferrous and stainless bolts, nuts, 
screws, washers and other fastenings, 
which literally takes the mystery out of 
unusual bolts by the completeness of its 
factual information and _ specifications. 
Some 3,600 stock items are listed, illus- 
trated and priced in its 72 pages. 


946. WATERPROOF PAPERS. With 

the worst shipping weather of the 
year just ahead, there is special timeliness 
in the samples of Armor-X, Armorclad 
and approximately twenty other types of 
other waterproof protective papers of- 
fered by the J. J. White Paper Co. Suit- 
able for the protection of shipments of 
steel and steel products, metals of all 
kinds, machinery, motors, and for all 
types of export shipments. 


947. WIRE ROPE CLAMP. A simple 

assembly consisting of two taper 
threaded sections, squeezed together in a 
vise-like grip by two taper nuts, provides 
a new clamp for wire rope, eliminating 
exposed sharp ends of wire, projecting 
bolts or nuts, or anything which might 
catch on clothing or foul in mechanical 
apparatus. It can be quickly installed by 
inexperienced workmen, and will outpull 
the strongest wire rope. The product is 
described in a new folder of the National 
Production Co. 


948. TELEPHONE BOOTHS. How 

an acoustically lined telephone 
booth, even though doorless, controls 
and dampens out interfering extraneous 
noise is explained in a new booklet pre- 
pared by the Burgess Battery Co. A va- 
riety of models are shown, for factory, 
office and hotel use. 


York. Nn. ¥- 
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949. TANKS. An attractive 12-page 
bulletin of the Graver Tank & Mfg. 
Co. graphically demonstrates the com- 
pany’s specialized facilities and expe- 
rience in the design, construction and 
erection of steel tanks for gases, fluids, 
and granular materials; for use in power 
production and transmission; for the 
mechanical and chemical process indus- 
tries; for water softening, liquid clarifica- 
tion, and the like; and for special require- 
ments to meet individual conditions and 
in relation to other units of equipment. 


950. PRECISION WELDER. Bulletin 

No. B6049 of the Allis-Chalmers 
Co. presents the Weld-O-Tron, a new 
low current electronic welder adapted to 
intricate work and the fabricating of thin 
sheets which have heretofore been out- 
side the range of electric welding. The 
equipment is sturdy, portable, connects 
to any three-phase power source, has 
simple and positive controls, and will 
handle electrodes from 1/8” down to 
aoe 


951. STEEL DATA BOOK. The 

Union Drawn Steel Div., Republic 
Steel Corp., announces the fourth edition 
of the “Steel Handbook for Machine 
Tool Users.” Contained in its 80 pages 
is general and specific information, in- 
cluding tables of recommended cutting 
speeds and feeds for many grades of car- 
bon, alloy and stainless steel, and other 
data on machining. 


952. SWITCH AND BUS INSU- 

LATORS. Announcement of a new 
line of switch and bus insulators is made 
by Porcelain Products, Inc., in a new 
catalog just published. The new insula- 
tors are assembled with an improved as- 
phaltic compound known as “perma- 
lastic,” which is said to add many years 
to insulator life. Complete data is given 
on all standard N.E.M.A. and several 
specially designed insulators. A line of 
conductor clamps, adapters and spacers 
is also shown. 


953. RUBBER CUSHIONING. An at- 

tractive illustrated folder on the 
new Air-Cell cushioning material, made 
of latex, with 250,000 air cells per cubic 
inch, is now available from The B. F. 
Goodrich Co. The material has a wide 
range of use, for car and bus seats, in 
mattresses, and many types of furniture. 
The booklet illustrates some of the spe- 
cial shapes into which it can be molded, 
discusses its application and the special 
properties which make it suitable for use 
in many products. 


954. PACKING MATERIAL. A new 
file folder of the Kimberly-Clark 
Corp. contains samples of twelve differ- 
ent types of Kimpak crepe wadding, a 
material of many industrial uses: for pro- 
tection against shipping damage, absorb- 
ing leakage in shipments of liquids, in- 
sulation against cold and heat, and im- 
proving the eye appeal of packages with 
its clean white color and soft resilience. 
Available in rolls, pads and sheets. 


955. ‘“‘“RECORD STORAGE PROD- 

UCTS for the Service of Industry” 
is the title of an attractive and informa- 
tive 20-page catalog of the Bankers Box 
Co. It shows photographs of typical well 
organized record storage rooms, a use 
chart covering 37 types of records in 38 
types of business, and a range of 23 stock 
sizes of storage boxes, 14 stock sizes of 
skeleton steel shelving, and 15 stock sizes 
of storage binders. 
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“PREVENTIVE MAINTENANCE 
keeps our piping costs down. 


CTUALLY, it’s nothing new— many hundreds of 
plants are doing it every day. It’s just a matter of 
using good foresight when you're buying valves and fittings. 
Preventive Maintenance is simply this: It means for- 
tifying your piping with extra resistance to the stress 
and strain of service conditions. There lies your great- 
est assurance of dependable flow control at minimum 
cost. And it means making sure that your piping 
equipment is right for the job to be done—right for 
the safety required. 

Whether your plant is small or large—with Crane 
valves and fittings you can carry on a successful pro- 
gram of Preventive Maintenance. That’s because in 
Crane-Quality you get the finest development of de- 
sign and materials in flow-control equipment. And in 


CRANE 


NATION-WIDE SERVICE THROUGH BRANCHES AND WHOLESALERS 


the Crane line of over 38,000 items is exactly the one 
you need for efficient and economical piping in every 
application in your system. 

Just as he has helped others, your Crane Repre« 
sentative will gladly work with you. Through him 
Crane’s vast experience in solving industry's piping 
problems is applied to your individual case. Back of 
him, at your service, are Crane’s extensive resources 
of technical knowledge, Crane’s elaborate research 
and plant facilities. 

If you now have a piping problem that’s giving you 
headaches, then get started now ona Preventive Main 
tenance program. You'll save many dollars—you'! 
have peace of mind. Call your Crane Representative 
today. He is ready to serve you. 


CRANE CO., GENERAL OFF! 
836 S. MICHIGAN AVE., CHIC 


VALVES » 


PLUMBING + HEATING « 


For additional products see Buyer's Directory, page 93 
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He’s A 100% User of 
NOW Columbia Ribbons and 
Carbons 


When low-cost test-and-performance 
records are submitted, the “tough” 
buyer frequently becomes a Grade A 
customer. 


Most purchasing executives have to be 
tough, these days. They want CON- 
VINCING facts and figures. They have 
no time to listen to “blue-sky” sales 
talks. 


That’s why Columbia is prepared to 


tell you how you can get the MOST | 


for your money, from typewriter rib- 
bon and carbon paper performance. 
How better looking letters will create 
better business impressions. How your 
cost per better looking letter can be less! 
How you can get more carbon copies 
and longer wear. 


When the Columbia sales representative calls. 


this ad makes you curious, write us specifically 
about your regular or special requirements on 
ribbons and carbons for general use, manifolding, 
adding and billing and bookkeeping machines, 
addresscgraphs and duplicators. We are now 
caring for a wide variety of requirements for 
many of the country’s largest business and pro- 
fessional concerns. 


COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., Inc. 
Main Office and Factory 
Glen Cove, L.I. New York 


— York, Chicago, Philadelphia, 

RAN ittsburgh, Cincinnati, Nashville, 

6 cues) New Orleans, Kansas City, Miéil- 
waukee, Minneapolis 


—also— 
LONDON, MILAN, SYDNEY, 
ENGLAND ITALY AUSTRALIA 
Re a ons l Oia Md ol ai | 
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Governmental Purchasing 
To the Editor: 

Wherever governmental pur- 
chasing is done, whether for 
federal government, municipali- 
ties, or counties, regulations are 
required. I certainly do agree 
with the writer in the article of 
September issue, that the regula- 
tions laid down in various gov- 
ernmental agencies and_ sub- 
divisions are in certain instances 
a detriment to sound purchasing. 
But on the other hand, these 
regulations are required. Steps 
must be taken not only to curb 
the possibility of graft and 
favoritism to protect the interest 
of the taxpayers, but also to pro- 
tect the purchasing agent re- 


_gardless of the sacrifices men- 


tioned above. If every purchas- 
ing agent appointed to a political 
office was required to meet 
proper minimum qualifications, 
such as are required of indus- 
trial purchasing agents, by 
means of civil service examina- 
tions, some of the regulations 
could be relaxed without jeop- 
ardizing the public interest, or 
leaving the purchasing agent un- 
protected. 

You will find all regulations 
are based on the same principle 
—protection of the public from 


| their public servants, but I be- 


be prepared to ask him specific questions as to | 
how you can cut down operating costs. Or if | 


lieve those of the federal gov- 
ernment are much stricter than 
those of most municipalities. 
Industrial purchasing agents 
answer only to their superior, 
the manager, president or vice 
president, whatever the case 
may be. But the governmental 
purchasing agent has to answer 


to practically everyone, and in 


particular to both the adminis- 
tration of which he is a part, 
and to the public which he 
serves. 

Specifically, does the indus- 
trial purchasing agent answer 
to the taxpayers and research 
bureaus? Have the private in- 
dividuals the right to demand 
from the controller of an indus- 
trial plant the privilege of re- 
viewing past accounts, and com- 
plain that the purchasing agent 
is paying too much for certain 
items or is buying too much from 
certain individuals? These are 
some of the problems the gov- 


ernmental agent must contend 
with, whether he is a purchasing 
agent of outstanding ability or a 
vegetable peddler, and the only 
answer | have ever been able to 
find is competitive bidding. 

Recently a municipal pur- 
chasing agent’s department was 
investigated, partly as a political 
issue. On one of the items in 
question the purchasing agent 
was required to produce the bids 
in court, and on the presenta- 
tion of this evidence he was ex- 
onerated. Had this agent pur- 
chased in open market even at a 
lower price than quoted in the 
low bid, what would have been 
the result? And this shows that 
competitive bidding not only 
protects the taxpayer, but the 
purchasing agent. There is no 
doubt in my mind regulations 
are required, but like everything 
else they can be carried too far, 
as is being done. in many 
charters. 

I agree with the writer, that 
newspaper advertising is not an 
effective means of securing bids, 
but consider the possibility of a 
purchasing agent mailing out 4 
or 5 invitations to bid but re- 
ceiving only one. If this par- 
ticular bid is accepted, wouldn’t 
this be another wedge for more 
criticism, providing there had 
been no newspaper advertising? 

There is the possibility that 
much could be accomplished if 
the governmental and industrial 
purchasing agents worked out a 
uniform system of regulations 
and requirements that would 
meet the needs of both. This 
could be best carried out by the 
respective N.A.P.A. groups. 


WARD ALEXANDER 
Assistant City Purchasing Agent 


Schenectady, N. Y. 
November 15, 1939. 


Mr. Alexander’s reference to the 
frequent investigations of govern- 
mental purchasing offices is not over- 
stated. It seems to be definitely a 
part of the job, which every pur- 
chasing agent in the public service 
must be prepared to face. Apropos 
of his remarks, we are interested in 
an item from the Santa Barbara 
(Cal.) News-Press of November 16, 
concerning an incident which occurred 
on the very day that Mr. Alexander’s 
letter was written, on the opposite 
side of the country. 
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“John L. Stewart, county purchas- 
ing agent, who spent two and a half 
hours before the grand jury Wed- 
nesday, thinks the 1939 jury one of 
the best he ever faced. It is a rather 
common occurrence for purchasing 
agents to learn about grand juries; 
purchasing agents are favorite tar- 
gets of inquisitive people. Stewart has 
been ‘shot at’ for eleven years. 

““*This jury is really trying to do 
something,’ Stewart commented after 
Foreman Herbert E. Weyler had an- 
nounced the jury’s adjournment .. . 
‘We talked about a good many sub- 
jects, county managers employed in 
California and a wide range of other 
matters. The jury members are 
earnest, work hard, and are deter- 
mined to do a thorough job on what 
they have started out to do 
Of course they are handicapped by 
not knowing too much about the mat- 
ters they are inquiring into. It would 
be easier for them to ask questions 
if they had a little more knowledge 
of their subject’.” 


Britain’s War Purchases 


To the Editor: 

We have read this article 
(“The Biggest Purchasing Proj- 
ect in America,” November 
issue of PURCHASING) with con- 
siderable interest, inasmuch as 
we have followed the situation 
very closely and have been in 
close contact with the embassies 
here in Washington, with New 
York, and with government of- 
ficials also stationed here. 

As bearing on this article, 
you may be interested in know- 
ing that the British Embassy in 
this city and also the Canadian 
Legation have verified the fact 
that Mr. Arthur B. Purvis will 
handle British purchases in the 
United States while the Canadi- 
an War Supply Board is estab- 
lishing a separate purchasing 
agency for Canada in this coun- 
try. That agency will handle 
Canadian purchases in this coun- 
try. Communications concern- 
ing Canadian purchases, we are 
advised, should be addressed to 
Mr. Merchant Mahoney, Com- 
mercial Counselor of the Canadi- 
an Legation, 1746 Massachusetts 
Avenue, N. W., Washington, 
D. C. 

As you state, however, it is 
evident that there is a close tie- 
up with Canada by Britain and 
the purchases of Britain, France 
and Canada as well as other 
British Dominions will be co- 
ordinated in order to eliminate 
the competition which occurred 
in the last war purchasing and 
which contributed to the rise in 
prices. 

As also suggested by your 
article, it is apparent that manu- 
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Just off the press...new booklet pictures and describes 
this magnificent new typewriter. Write for free copy! 












Address: L C Smith & Corona Typewrité 
Desk 12, 189 Almond St., Syracuse, New 
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HOW E-T-L 


can help the 
P-A 


When is “Quality” equal? 
One way by which a purchasing 
agent can determine this is to 
secure information on whether 
or not the articles which are 
offered as “equal” meet the 
same specifications. That is 
where E. T. L. may be able to 
serve you. For example 








Typewriter Ribbons. Here is a picture of 
a test set-up, by which E. T. L. measured 
the durability of typewriter ribbons. Such a 
check on the quality of other articles you pur- 
chase in quantity might be helpful . . . items 
SUCR BB. « - 





Paper. E. T. L. has a paper-testing lab- 
oratory which will give you impartial facts 
as to quality to guide you in buying. 


E. T. L. also has the facilities 
to check quality, in terms of 
given specifications, on many 
other products such as soap, 
oil, paint ... so that you may 
know “equal” quality by test. 

TESTING 


cI) WN :%0) 7-410) -113- 


t End Avenue and 79th Street 


New York, N. Y. 


ELECTRICAL 








facturers who now have connec- 
tions in Canada are in the most 
favorable position. And further, 
it is the feeling here that the 
procedure of buying in both 
Canada and the United States 
will be orderly and will probably 
consume some time, with air- 
craft and war munitions taking 
priority and then purchases of 
other articles getting under way, 
such as machine tools, food 
stuffs, raw materials, etc. Of 
course, both the French and the 
British have been buying in this 
country for some time, and as 
the article states, they have es- 
tablished quite a few contacts, 
many of them in the regular 
channels of trade. This buying 
has been accomplished with a 
minimum of publicity and every 
effort has been made to eliminate 
the competition which occurred 
in the last war buying. 
FRED CHRISTOPH 
Foreign Commerce Department 
Chamber of Commerce of the 
United States of America 

Washington, D. C. 
November 22, 1939. 


Another Purchasing Mission 


To the Editor: 

teading in your November is- 
sue the article on “The Biggest 
Purchasing Project in America,”’ 
I bring to your attention that the 
writer represents probably the 
smallest purchasing mission in 
the United States—on behalf of 
Hellenic Munition Industries, 
located at Athens, Greece, and 
controlled by the Government. 

Greece, for the present time, 
does not face the probability of 
an invasion from either Germany 
or Russia, but the trend of recent 
events in Europe indicates that 
the Balkan States will eventually 
receive the “benevolent interest”’ 
of Communist Russia. 

To this effect the writer, be- 
fore leaving Greece for the 
United States on his mission, in- 
vestigating the sources of sup- 
plies for materials required by 
the aforementioned industries, 
received instructions to compile 
reports on the possibilities of ob- 
taining same materials with the 
objective of eventual orders es- 
tabiished on same. Eventually, 
this office will probably consist 
of the vanguard for a purchas- 
ing mission on other materials 
such as arms and munitions. 

Nevertheless the opening of 
inquiries from Greece on materi- 
als required should not be con- 
sidered to be caused by the Euro- 
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pean war, inasmuch as these ma- 
terials represent the commodi- 
ties required in that country in 
her daily imports. These supplies 
will not cease when the war 
ceases. On the contrary, the 
problem which will be presented 
to all industrials in this country 
should be considered from now, 
before the war stops. Markets 
open for trade should receive at- 
tention and be kept as such after 
the war. 

But to increase the exports of 
materials from this country to 
Greece, unless a substantial in- 
crease of imported Greek goods 
is not carefully considered, 
thereby balancing the credit 
value of exported goods, there 
will be difficulties in establishing 
the necessary credits in United 
States currency. 

Greece produces the finest 
quality tobacco, which has com- 
prised her main exporting fea- 
ture in the past. Olive oil is the 
second ranking commodity. 

The system on which the 
Greco-German Commercial 
Treaty of 1933-35, and extended 
to 1938, established a mutual 
barter-exchange of products 
basis, could be worked quite sat- 
isfactorily. The value of im- 
ported German goods to Greece 
exceeded by 53% the value of 
imported Greek goods. 

With a population of 6,890,000 
persons, Greece is in a position 
to absorb an interesting quantity 
of materials manufactured in 
the United States: steel, brass 
and copper materials, aluminum, 
duralumin, cables, chemicals, 
iron, lead, etc. The value of these 
materials required by the Hel- 
lenic Industries alone, amounts 
to $2,670,432. If the various 
other industries call on the 
American market for other ma- 
terials required, the value of ex- 
ported goods could be interest- 
ing to either a Government wish- 
ing to increase the absorption of 
its products, or to individual 
manufacturers. 

On the other hand, it should be 
understood that the country is 
striving to increase the exports 
of materials which are required 
in this country. Should this prob- 
lem be solved, I believe both par- 
ties could benefit, and further- 
more, by doing this, assist to pre- 
serve peace to those countries 
which are facing today the even- 
tuality of the present war de- 
scending on them. 


D. G. STAMPADOS 
New York, N. Y. 
December 4, 1939 
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Insert Name of Your Congressman here 
House Office Building 
Washington, D. C. 


2-6 6-2. 6) ee a ee Or Se ae ae 6 « 


Dear Congressman: 


We have observed the reports published by the Special 
Committee on Un-American Activities of the United States House 
of Representatives, (Dies Committee) and we approve of the 
manner in which the investigation has been conducted and believe 
that these studies are vitally essential to the future safety and 
welfare of America. 


Therefore, we earnestly request you and your colleagues to 
vote for continuation of the work of this committee by extending 
the life of the committee and appropriating sufficient money to 
finance its activities during 1940. 


We believe that this worthy activity deserves wholehearted 
support. 


Signed 














INSTRUCTIONS : If you are in favor of continuing the work of the 

Special Committee on Un-American Activities of the United States 

House of Representatives, fill out this sample petition or one 
similar to it and mail immediately to your Congressman. 
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Immediate Shipment Assured 


The ability to deliver promptly is, of course. of outstanding impor- 
tance today, but Ryerson offers still more. The buyer who may need angles, 
sheets, bars, welding rod, and many other items is assured uniform high 
quality regardless of the size of his order. Under the Ryerson Certified Steel 
Plan, stocks include only selected products that meet the most demanding 


specifications. The purchaser can then concentrate orders for practically | 








all his steel requirements, securing uniform high quality and quick service 


at a saving of time and money. 


Ryerson certified alloy steels are an outstanding example of the care 
used in the selection of our stocks. To assure uniformity. entire heats (100 
to 150 tons) of an alloy that meets our narrow range specifications are 
secured. Bars are analyzed and tested for chemical and physical properties 
and heat treatment response. Every bar is clearly identified with the heat 


number. Data sheets and charts showing properties of the steel and results 





of the tests are prepared and sent with every order. large or small, as a 


guide to heat treatment. This valuable service is given at no extra cost. 





Ten large Ryerson plants carrying more than 10,000 kinds, shapes, 
and sizes of steel products stand ready to meet both your regular and 
emergency requirements. If you do not have the current Ryerson Stock 


List, we shall be glad to send a copy. 


Joseph T. Ryerson & Son, Inc. Chicago, Milwaukee, St. Louis, 
Cincinnati, Detroit, Cleveland, Buffalo, Boston, Philadelphia, Jersey City. ( 
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Sound Industrial Leadership 


. WO important articles in this issue present an 
enlightening view of industrial leadership in this 
country. 
* 2 


Representative purchasing executives, testifying on 

recent price trends at a hearing of the Temporary 

tk National Economic Committee, not only accept the 
fact of rising commodity levels, but place the stamp 

of their approval upon this development as a normal 


é and desirable trend operating to the benefit of all in- 
dustry, whether from the buyer’s or the seller’s view- 
point. 

* 


Representative manufacturers, viewing the same 
trend, go on record with a policy of moderation, keep- 
ing price advances within the limits of cost advances, 


and steadfastly opposing the possibility of runaway 
markets. 
. This is a far cry from the traditional picture of 
price-chiseling buyers and profit-greedy management, 
and it is the true picture of American industry today. 
as It proves conclusively that industrial leadership in this 
country is sound and wholly capable of administering 
its affairs for the public good without governmental 
? compulsion or control. It proves anew that buying 
and selling are coordinate functions of industry, most 
effective when they are working together, as they do 
” today. 
* 
* 
* * 
* * * * * * * sf * * * * . 
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Left to right: Owen D. Young and Gerard Swope 
congratulating their successors in General 
Electric Co., Philip D. Reed and C. E. Wilson. 


INDUSTRY 
MARCHES ON 


While the critics of industry have received large This example is not only an inspiration to those 





t 


appropriations of public funds to investigate all of within the General Electric Company who aspire 
the possible abuses of industrial democracy which future 


opportunities of greater service to their com- 
can be found, many of the most significant events pany, but it is particularly important to those out- 
which have occurred in industry have demonstrated side the company who look to America’s industrial 


conclusively that a greater degree of democracy organizations for idership in progressive 


—s 


exists in American Industry than is found elsewhere 


in the world. Such an example of inspiring success The personal histories of the new General Electric 
in democratic action and achievement is the recent chiefs have been fully described in previous news 
election of the two highest officers of the General reports. Each one began at the bottom and earned 
Electric Company. his way to the top. No more convincing evidence 
could be found to prove that industry marches on 
With the election of these two men ito their new of- toward the realization of ideals which are typically 
fices, America has been presented with ample proo! American. 
that democratic processes continue to work within 
American industry and that hard work, merit and 


loyalty indeed bring valued rewards to those who C 
uphold the American Way of life. ° 
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Purchasing Men Testify on 
Commodity Price Trends 
and Policies 


Renard, Forbes, Johnson at hearing 
of National Economic Committee 


HE Temporary National Economic Committee 

has come to headquarters for information on 
prices and markets. Pausing in its assignment of 
making a “full and complete study and investiga- 
tion with respect to the concentration of economic 
power in, and financial control over, production 
and distribution of goods and services,” which 
has been characterized as “the most comprehen- 
sive survey of the capitalistic system and busi- 
ness generally that has ever been undertaken by 
any governmental body,” the committee turned 
early this month to a consideration of current 
price movements, particularly since the outbreak 
of the European war. 

In so doing, the Committee acted upon a sug- 
gestion of President Roosevelt, contained in a 
letter to Senator O’Mahoney, Chairman of the 
Committee, September 29th, that the Committee 
maintain “constant surveillance” on price move- 
ments. Carrying out that suggestion, the Com- 
mittee invited to a public hearing at Washington, 
December 5th: George A. Renard, Executive Sec- 
retary-Treasurer of the National Association of 
Purchasing Agents; Russell Forbes, New York 
City’s Commissioner of Purchase; and Theodore 
M. Johnson, Director of Purchases for New York 
University and Treasurer of the Educational Buy- 
ers Association. Senator Borah presided at the 
hearing. 


No Complaint on Prices 


All three witnesses testified that in their opin- 
ion the price behavior of the last few months has 
been satisfactory. 

Said Mr. Renard: “A very desirable moderation has 
been shown, and the attention given the problem by 
the Government and leaders of industry has been 
admirable. . . . Wide distribution of accurate informa- 
tion on supplies and prices would be one of the 
strongest forces that could be used to avoid inflation. 
. .. The consensus of purchasing agents and consult- 
ing economists is that there will be a gradual and 
orderly rise in prices. . . . The conclusion should be 
avoided that any advance in prices is arbitrary and an 
evidence of profiteering.” 

Dr. Forbes testified: “Nearly all commodities in- 
creased in price about September 1, but by the middle 
of October the majority had receded. The September 
rise was largely due to ‘war psychology’ and specula- 
tion, and the recession to lack of demand from 
belligerents and President Roosevelt’s letter asking 
for a close watch on prices. ... Thus far commodity 
prices have been governed by natural causes, and the 
skyrocketing of prices that prevailed in 1914 has 
been avoided.” 

Mr. Johnson stated: “There has been a moderate 
increase in prices since the outbreak of war in Europe, 
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but the effect has not been serious. Colleges 
universities are in fact wholly sympathetic wit! 
need on the part of the business structure fo 
justments in the basic price level.” 


In a prepared statement read into the rec 
Mr. Renard stressed the importance of accurat 
statistical knowledge as a guide to good busines 
practice and as the best preventive of inflationa 
factors. He cited the wide range of sound data 
available to the business man, and deplored th 
fact that the distribution of figures on machin: 
tool orders—long a valuable index of demand 
and important supply and production informati: 
relating to the copper industry, has recently be 
discontinued. “Such actions,” he said, “are not 
accord with the trend and, in my opinion, should 
be discouraged. Especially is that true if th 
formation is gathered and then made availa 
only to a limited circle of producers and consun 
ers.”” However, in reply to a direct question 
Mr. A. F. Hinrichs, Chief Economist of the B 
reau of Labor Statistics, he expressed the opi! 
that there was no need of Government compulsi: 
to secure such information. 


Idle Capacity Boosts Cost 


Concerning the relationship between cost 
price, he stated: 


“Our attention of several years has been focused 
the problems of surplus production. Our efforts | 
been centered on protection for the producer, to ass 
him to stabilize and advance prices to a profital 
level, or at least to secure for him the cost of 
duction. 

“Other nations had the same problem, and 
growth of quotas, tariffs, import excise taxes, block 
currencies and other devices to protect the prices 
domestic production has been the result. Within 
last few months that situation has been complet: 
reversed in most nations. From the _ problen 
bolstering prices for the producer in peacetime, ¢! 
have turned their attention to the prevention of 
flation of prices in wartime. That is also our pro! 

“Expanded production capacity during the fi 
war, induced by inflationary prices and attract 
profit possibilities, was the cause of many of 
problems of the following years. In many insta 
that expanded capacity had little opportunity 
used, or, where used, its production became a surp! 
which depressed prices. Limitations on production 
on hours of work are a result of that condition 

“It has been found necessary in both industry 
agriculture to secure prices which carry the added 
cost of non-producing capacity. While it has t 
always been possible to do so, in many instances 
operations have been made profitable with a considera 
ble percentage of plant capacity idle. That 
capacity, which was marginal and largely idle fo 








number of years, is a cushion which can, in many 
cases, absorb added costs without advancing prices.” 

Mr. Henderson: “Right there, Mr. Renard, I gather 
from what you say that the charge which goes into 
price for idle capacity is a substantial portion of 
price.” 

Mr. Renard: “Depending on the percentage of idle 
capacity, yes.” 

Mr. Henderson: “When you have a relatively low 
level of operation, and a company is trying to re- 
cover all of its overhead cost, particularly that for 
its idle capacity, it does have an effect on price, does 
it not?” 

Mr. Renard: “It certainly does if they are operating 
at a profit, because they must carry the overhead cost 
of the idle capacity.” 

Mr. Henderson: “And it is always a factor which 
they try to recover, is it not?” 

Mr. Renard: “Oh, yes, that is the attempt.” 

Mr. Henderson: “And that means that, so far as the 
current production goes, there is a portion of the 
price which does not truly represent the cost of making 
that particular unit.” 

Mr. Renard: “That would be true where you have 
idle capacity, and that is included in your overhead 
cost, yes.” 

Mr. Henderson: “So that means that a sort of Alice 
in Wonderland kind of situation exists, that when your 
capacity is low your unit price is likely to be higher, 
your unit costs.” 

Mr. Renard: “Your unit costs would certainly be 
higher, because you would have that idle capacity 
included. Of course we have that same situation in 
connection with some of our labor rates. Take for in- 
stance in the building industry, we have got to the 
point, I believe, where in some fields wage rates are 
based on a seasonal period, the only time that they 
work, and they have to support them over a year’s 
period on the seasonal production. I think that is a 
comparable situation in labor rates that you have in 
material prices, based on idle capacity. . . . We talk 
about feast and famine periods. Some industries seem 
to operate on a feast basis at one time and go over 
onto a famine basis at other times, and a number of 
them try to equalize that so they can get sufficient 
profits to cushion them over those other periods.” 


The Price Advance 

“If we are to have elastic rather than rigid prices, 
they must go up when conditions warrant,” said Mr. 
Renard. “The indices used to measure price trends are 
an average of the prices of from thirty to several 
hundred commodities. The price action of a single 
commodity or a group or classification may be lost in 
the compilation of an index average; so, fair judg- 
ment requires consideration of its background. A low 
price moving higher is entirely different from a high 
price moving up. Therefore the starting point may 
well determine the reasonableness or justification for 
an advance or decline. 

“Some materials have been entirely too low in price 
—too low for the producer, labor, or the public in- 
terest. Government must secure its income from taxes 
on profitable operations. We all wanted prices in some 
classifications to rise; we hoped for better business 
which would permit them to rise. So, an advance can 
hardly be condemned. Certainly there can be no valid 
objection to a justifiable advance in prices. It is 
equally true, however, that price advances are not 
justified merely because others are doing it.” 

Mr. T. J. Kreps, Economic Adviser to TNEC: “Have 
you any evidence that that has been going on recently 
—some of this activity which you described as price 
advances not justified merely because others are 
doing it?” 

Mr. Renard: “The general evidence is that our 
prices have stayed fairly well in line, particularly 
the industrial prices that I speak of. I wouldn’t want 
to pick out any particular commodity that has gotten 
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well out of line, but you can take any commodity that 
has advanced more than, say, 25 or 30% and I would 
say that it is getting out of line, even if it was going 
from a low level, because the average advance has 
been only about 12%.” 


Warning on War Buying 

The subject of war purchases and the program 
of buying for national defense was discussed at 
some length as being especially pertinent to the 
present situation. Mr. Renard declared it highly 
improbable that an uncontrolled seller’s market 
could again develop, with all-the-traffic-can-bear 
prices, for business experience has shown such 
profits to be fool’s gold. Moreover, all other coun- 
tries, for the duration of the war at least, have 
governmental controls over prices, production, 
imports, exchange, exports, etc. The business end 
of their war activities is in the hands of their 
ablest business men and most representative trade 
organizations. Centralization of control in a de- 
mocracy must meet and overtake the production 
efficiency and speed of decision and action in a 
totalitarian government. It is essential that this 
country give equal consideration to present and 
future conditions in respect to world trade. 

He cited the recent example of hemp prices, 
when the Government Procurement Office asked 
for bids on 20,000 tons, a quantity equal to half 
the total annual importation over a period of sev- 
eral years, and representing three or four years’ 
requirements for the Navy. The effect of that 
inquiry was to raise prices from five to thirteen 
cents between the time of the inquiry and the 
time for opening the bids, so that the advertise- 
ment had to be withdrawn. And prices are still 
at about ten cents, or double the former level. 
The situation is further pointed by the fact that 
a large portion of this hemp comes from the 
Philippine Islands, and no governmental agency 
should have any great difficulty in securing prod- 
ucts from that source. 

“Unless we are very careful in our purchasing pro- 
cedure for our very extensive preparedness program,” 
Renard warned, “‘we will find Government and our own 
industries bidding for the same materials, which 
naturally will create an inflationary effect. 

“We have a number of problems in connection with 
this preparedness program that are going to be ex- 
ceedingly difficult to handle, especially as the Govern- 
ment, and very rightly, believes we should have sup- 
plies of certain of these essential materials. But of 
course the proper time to purchase them would have 
been a year ago or three years ago, in one of those 
periods when there was an enormous overproduction, 
rather than during the war period. 

“Now, going in at this period, we have to be ex- 
ceedingly careful to avoid inflating our prices by these 
purchases. I think one element that must enter into 
the picture is that a great many of these essential 
materials the Government can’t use in their raw form. 
They have to be manufactured and processed by our 
American industries, and why the Government should 
carry a duplicate stock of the materials our industries 
will have to process for the Government before they 
can be used is a little bit difficult to understand. 

“If we are going to have Government and industry 
both bidding for inventories of the same materials, 
for the same purpose, we are naturally going to get 
into an inflated position. Industry and Government 
are going to have to work close together without 
question on our preparedness program, and on any 
program which requires the processing of materials, 
and there, I think, is a point where we should start 
working together.” 
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PRICE INFLATION THREATS DISCOUNTED 
BY LEADING MANUFACTURERS 


NATIONAL SURVEY of key 

industries shows manufacturers 
unanimously opposed to inflationary 
price policies. 

In response to the general public 
interest in the rumored threat of in- 
flationary increased prices in com- 
modities and finished products as a 
result of the increasing tension in 
Europe, the editors of PURCHAS- 
ING Magazine completed a tele- 
graphic survey of large manufacturers 
and commodity buyers with special 
attention to company officials in the 
following fields: machinery, machine 
tools, rubber products, glass, zinc, 
lead, sulphur, railway equipment, 
chemicals, steel and electrical prod- 
ucts. 

All representative manufacturers in 
each of these fields who replied on 
the survey have adopted policies of 
refusing to take advantage of the war 
situation and have opposed price in- 
creases except those imposed by in- 
creased costs. Manufacturers are 
unanimous in pointing out that prices 
can be prevented from rising exces- 
sively by individual action on the part 
of industrial leaders in each industry 
and they are agreed that there is no 
danger of excessive increases in 
prices due to any causes at the pres- 
ent time. There is no awareness 
among industrial leaders of any cause 
for fears that governmental interven- 
tion may be necessary at any time in the near fu- 
ture to check radical or unjustified price increases. 

Among the representative business leaders 
whose statements are of special interest are the 
following: 

ERNEST T. WEIR, CHAIRMAN, NA- 
TIONAL STEEL CORP. and President of the 
American Iron and Steel Institute: ‘The steel in- 
dustry generally is keeping prices in sound rela- 
tionship to costs. The fact that no undue price 
increases have developed is shown in the pub- 
lished prices for the next quarter in which only 
a few occasional minor price adjustments are 
noticed, these applying exclusively to products 
upon which costs have substantially increased. In- 
dividual industries within themselves can restrain 
excessive price rises by keeping prices in their 
proper relationship to costs, without governmental 
interference.” 

H. S. WHERRETT. PRESIDENT, PITTS- 
BURGH PLATE GLASS COMPANY reported: 
“Our company is refusing to take advantage of 
improved business conditions by making undue 
advances in prices of its products. As long as raw 
materials prices, taxes and labor rates are kept 
within reasonable bounds, price advances on 
finished products will be resisted, or at least 
checked, by sincere efforts of business and labor 
in contributing to the stability of economic condi- 
tions. So far as I can see there is little immediate 
danger of excessive price increases on products 
not definitely linked with foreign war activities.” 

GOODYEAR TIRE AND RUBBER COM- 
PANY reported: “On September first, we an- 
nounced substantial reductions in consumer list 
price of tires, having previously endeavored to 
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compensate for the reductions by im- 
proving our methods of manufacture 
and distribution. To give further 
point to this program we bought 
large space in leading newspapers an- 
nouncing the price policy and ex- 
pressing opposition to unwarranted 
price increases.” 

ARMSTRONG CORK COM- 
PANY replied: “We have adopted a 
policy of resisting price increases. 
Our policy is to maintain current 
prices wherever possible even in face 
of increased raw material costs, only 
two minor advances having been 
made since September first. Manu- 
facturers generally are well aware oi 
the danger invoked by any possible 
imposition of unwarranted price in- 
creases. We see no immediate dange! 
of radical or unjustified price in- 
creases in other lines of products.” 

OTTO H. FALK, CHAIRMAN, 
ALLIS CHALMERS MANUFAC- 
TURING COMPANY said: “We 
are opposed to undue price increases 
due to war conditions. We do not 
see immediate danger of such price 
increases in our industry and from 
present indications believe they can 
be restrained without government in- 
terference.” 

H. I. YOUNG, PRESIDENT, 
AMERICAN ZINC, LEAD AND 
SULPHUR CORPORATION 
stated: ‘There has been no advance 
in price except in one commodity which we pro- 
duce and there the price late last August was 
much below the cost of production. The present 
quotation for this product leaves only a small 
margin of profit. There will be no change in our 
prices of pigments the first quarter of next year. 
I seriously doubt whether demand for industrial 
products will justify runaway market prices. Pro- 
ducers should see to it that their prices are not set 
at levels which would produce excessive profits. 
I seeeno immediate danger of excessive increases 
in prices in the near future.” 


JOHN S. KRAUSS, PRESIDENT OF THE 
L. H. GILMER COMPANY advised the publica- 
tion that his company has adopted a policy of 
opposing excessive price increases and said: 
“There is no immediate danger of excessive price 
increases in any lines apparent to us.” 


J. F. LINCOLN, PRESIDENT OF THE 
LINCOLN ELECTRIC COMPANY reported: 
“We have adopted the policy of making no in- 
creases in price of more than bare material and 
labor increases during the present war boom. We 
doubt if any increase in price in the light of that 
policy will be made by ourselves at any time. 
Runaway prices can be restrained by the technical 
press selling to industry the idea of maintaining 
present prices for their own good. We see no im- 
mediate danger of excessive price increases.” 

Other companies replying on the survey fol- 
lowed a similar tone and supplied convincing 
proof that it is most difficult to find a single ex- 
ecutive in industry teday who expects to see any 
substantial price inflation in the near future. 
































Pen-Points on Purchase Law 











TO KEEP THIS WAREHOUSE AT THE , AS YOU KNOW,! WANT AN INDUSTRIAL 
TEMPERATURE YOU WANT, OUR WARM-U | STOKER THAT WILL HEAT OUR NO.4 
“STOKER 1S EXACTLY THE RIGHT ARTICLE. WAREHOUSE . | KNOW LITTLE OR NOTHING 
: RRR] OF THE DIFFERENT BRANDS YOU SELL. 
‘VS 
YOU MAY BE RIGHT. I'LL BE OVER |} | \ 
INA DAY OR TWO TO TALK. TO YOUR |® HAVING LOOKED OVER YOUR | 
HEATING SE Eas = WAREHOUSE ,\'M SURE THE 
RO AN S| WARM-U BRAND WILL DO THE JOB. 
SS GGG ASE. RAS PS —————— 
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THEY ARE INSISTING ON PAYMENT \ THE SELLER SAYS | BOUGHT THE STOKER 
FOR THE NEW WARM-U STOKER SX UNDER A TRADE NAME, AND THAT HE MADE 


IN WAREHOUSE NO.4. NO WARRANTY REGARDING IT. 
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(YOU DID MENTION THE TRADE NAME, 
WARM-U, IN PURCHASING, BUT YOU CERTAINLY 
RELIED CHIEFLY ON THE SKILL OR JUDG- 

MENT OF THE SELLER. THUS IT SEEMS HE 
MADE AN IMPLIED WARRANTY OF FITNESS. 
IF THE ARTICLE IS NOT FIT, 1 THINK YOU 
\ MAY RESCIND THE SALE . 
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N the sale of personal property, a seller usually makes on it. He may use the trade name and rely on it. In such 

certain expressed affirmations of fact or promises case the seller has only the responsibility of selling the 
relating to the article being sold. They are called express buyer a salable article of the kind asked for. It may 
warranties. For these, of course, he is answerable to the happen, however, that the buyer uses the trade name only 
buyer, if the buyer justifiably relies on them. In addition, in identifying the article under consideration, while at the 
the law imposes certain other obligations upon the seller. same time relying on the seller’s skill or judgment in 
These are warranties implied in law. selecting it. 

One of these implied warranties is the warranty of From the facts pictured above, the buyer does not 
fitness for a particular purpose, illustrated in the case appear to have any knowledge of the trade name. He 
above. It arises when the buyer tells the seller the purpose uses it only to identify the stoker. He relies on the seller 
for which he desires the article, and then relies on the to install one that is adequate. Since the one installed is 
skill or judgment of the seller in selecting an adequate not adequate, the implied warranty of fitness for a 
article, free from hidden defects. particular purpose is broken. Hence the buyer may 

Just because the buyer refers to the trade name during rescind the sale and return the article. 
the negotiations does not mean that he buys in dependence Copy by H. H. S , Babson Institute; drawings by G. E. Tulloch 
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Even in Peace Time... 






THE WAR DEPARTMENT Has An 
ACTIVE PURCHASING PROGRAM 


HARTLEY W. BARCLAY 


NE of the largest and most important de- 
centralized purchasing organizations in the 
United States is maintained in the Current Pro- 
curement Branch activities of the Office of the 
Assistant Secretary of War. Assistant Secretary 
Louis Johnson now heads up this purchasing func- 
tion in Washington, assisted by capable executives 
who have cooperated in building a smooth-func- 
tioning, efficient purchasing organization. 
Current procurement operations should not be 
confused with procurement planning operations. 
The latter have been established with a view to- 
ward coordinating purchases and manufacturing 
of supplies in event of war. The former are 
strictly peacetime procurement activities. Al- 
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though recent publicity has widely publiciz 
curement planning work in anticipation « 
time requirements, little attention has b: 
voted by the press to the activities of the 
time purchasing branch of the War Depai 
despite the fact that these activities const 
mammoth purchasing task. A recent anal 
the work of this branch showed that 778 pu 
ing agencies were maintained and that t] 
gaged in 1,161,495 transactions during th 
year for which reports are available. This 
mous total of more than one million, one hu 
thousand orders, was divided between the \ 
branches of military service, including pur 
for engineers corps, air corps, quarter 
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LOUIS JOHNSON 
Assistant Secretary of War 


corps, ordnance department, signal corps, 
medical department, national guard, 
chemical warfare service and coast artil- 
lery corps. 


Functions 


According to a War Department 
spokesman the mission of current pro- 
curement is: 

1—To procure supplies of the desig- 

nated kind and quality in the quan- 
tities required and in time to make 
them available when and where 
needed. 

2—To maintain satisfactory relations 

with the business world. 

3—To procure supplies as economically 

as is consistent with the foregoing 
objectives and as is possible under 
restrictions imposed by laws and 
regulations from higher authority. 
1i—To establish a peacetime system 
of procurement which can be con- 
verted into a war procurement 
system with a minimum change. 


To illustrate the growth 
of purchases under this 
procurement which _ is 
largely concerned with the 
purchase of fighting equip- 
ment, this table is shown. 





Fiscal Annual Appropriations Amount Available 
Year for Military Purposes for Procurement 


1935 $265,510,431 $25,570,210 
1936 357,123,703 50,621,588 
1937 387,927,148 68,528,478 
1938 417,185,029 73,447,913 
1939 450,201,254 110,635,584 
1940 813,725,914 373,267,832 


been able to place his orders with efficiency and economy. 





HOW WAR DEPARTMENT PURCHASES HAVE GROWN * 


of Fighting Equipment 


* Based upon funds appropriated for the War Department and Emergency Funds allotted to the War Department. 


Assistant Secretary Louis Johnson assumed his office on June 28, 1937, and it is during his incumbency that the 
1938-9 and 1940 appropriations have been or are being spent. Without adding to the machinery of his office he has 


Percentage of Percentage of 
National Budget National Budget 
Appropriated Appropriated 
for Military for Fighting 
Purposes of the Equipment 

War Department 
5.359 .50 
3.55% .50 
5.15% 1.25 
5.46% 95 
5.09% 1.22 
6.69% 4.59 
































































PURCHASING AND CONT 


PURCHASING AND CONTRACTING 
OFFICERS AIR CORPS 


Air Corps Officers 


Aberdeen Proving Ground, Md. 
Albrook Field, Canal Zone. 
Air Corps Detachment, Municipal Airport, Atlanta, Ga. 


Corps Area Air Corps Officer, Hdqrs., Third Corps Area, Balti- 
more, Md. 


Barksdale Field, Shreveport, La. 

Boeing Field, Seattle, Washington. 

Bolling Field, D. C. 

Boston Airport, Boston, Mass. 

Brooks Field, Texas. 

Chanute Field, Rantoul, Illinois. 

Chapman Field, Miami, Florida. 

6th C. A. Air Corps Detachment, Municipal Airport, Chicago, III. 

Gray Field, Ft. Lewis, Washington. 

Hamilton Field, California. 

S. W. Airways, Fort Sam Houston, Tex. 

Kelly Field, Texas. 

Langley Field, Virginia. 

Lawson Field, Ft. Benning, Georgia. 

Lindbergh Field, San Diego, Cal. 

Air Corps Detachment, Municipal Airport, Long Beach, California. 

Lowry Field, Denver, Colorado. 

March Field, California. 

lst Observation Sqdn. Air Corps, Marshall Field, Ft. Riley, Kansas. 

Maxwell Field, Montgomery, Alabama. 

Commanding Officer, Middletown Air Depot, Middletown, Pa. 

Mitchell Field, Long Island, N. Y. 

Moffett Field, California. 

Air Corps Detachment, Municipal Airport, Oakland, California. 

Hq. Air Corps Detachment, Offutt Field, Ft. Crook, Nebraska. 

Air Corps Detachment, Municipal Airport, Oklahoma City, Okla. 

Commanding Officer, Panama Air Depot, France Field, C. Z. 

Air Corps Officer, Patterson Field, Fairfield, Ohio. 

Air Corps Officer, Pearson Field, Vancouver Bks., Washington. 

Commanding Officer, Philippine Air Depot, Nichols Field, Rizal, 
ee 


Air Corps Detachment, Allegheny County Airport, Pittsburgh, Pa. 
Post Field, Fort Sill, Oklahoma. 

Randolph Field, Texas. 

School of Aviation Medicine, Randolph Field, Texas. 

Richards Field, Kansas City, Kansas. 

Commanding Officer, Sacramento Air Depot, Sacramento, Calif. 


Air Corps Officer, Air Corps Detachment, Municipal Airport, Salt 
Lake City, Utah. 


Commanding Officer, San Antonio Air Depot, San Antonio, Texas. 
Scott Field Air Depot, Belleville, Ill. 

Sherman Field, Ft. Leavenworth, Kansas. 

Wright Field, Dayton, Ohio. 


PURCHASING AND CONTRACTING 
OFFICERS MEDICAL DEPARTMENT 


Medical Supply Officer, Army Medical Center, Washington, D. C. 


The Librarian, Army Medical Library, 7th G Independence Ave., 
S. W., Washington, D. C. 


The Curator, Army Medical Museum, 7th & Independence Ave., 
S. W., Washington, D. C. 


Medical Supply Officers 


Army & Navy General Hospital, Hot Springs, Ark. 
Station Hospital, Barksdale Field, La. 


Station Hospital, Ft. Barrancas, Fla. 
Wm. Beaumont General Hospital, El Paso, Texas. 
Station Hospital, Ft. Benning, Ga. 
Station Dispensary, Ft. Bliss, Texas. 


Commanding Officer, General Dispensary, U. S. Army, Bostor 
Mass. 


Medical Supply Officer, Station Hospital, Ft. Bragg, N. C 


Medical Supply Officer, Medical Field Service School, Car 
Bks., Pa. 


Corps Area Surgeon, Hq. 6th Corps Area, Chicago, Illinois 
Station Hospital, Ft. Clark, Texas. 

Station Hospital, Ft. Crook, Nebraska. 

Station Hospital, Ft. Des Moines, lowa. 

Fitzsimons General Hospital, Denver, Colorado. 

a Officer, Hawaiian Medical Depot, Ft. Armstror 


Station Hospital, Ft. Sam Houston, Texas. 
Station Dispensary, Ft. Sam Houston, Texas. 


Medical Section, 8th Corps 
Houston, Texas. 


Station Hospital, Ft. Huachuca, Ariz. 

Station Hospital, Ft. Leavenworth, Kans. 
Letterman General Hospital, San Francisco, Calif. 
Station Hospital, Ft. Lewis, Wash. 

Station Hospital, Ft. McClellan, Ala. 

Station Hospital, Ft. McDowell, Calif. 

Station Hospital, Ft. McPherson, Ga. 

Station Hospital, March Field, Calif. 

Station Hospital, Maxwell Field, Ala. 

Station Hospital, Ft. Meade, S. D. 

Station Hospital, Ft. Moultrie, S. C. 

Medical Section, New York General Depot, Brooklyn, New Y 
Station Hospital, Ft. Oglethorpe, Ga. 

Station Hospital, Ft. Omaha, Nebr. 


Medical Section, Panama Atlantic General Depot, Ft. Wm 
Davis, C. Z. 


Commanding Officer, Philippine Medical Depot, Manila, P. |! 
Station Hospital, Presidio of Monterey, Calif. 

Station Hospital, Ft. Riley, Kans. 

Station Hospital, Ft. Robinson, Nebr. 

Commanding Officer, St. Louis Medical Depot, St. Louis, M 
Medical Section, San Francisco General Depot, Ft. Mason, Calif 
Station Hospital, Ft. Screven, Ga. 

Station Hospital, Ft. Sill, Okla. 

Station Hospital, Ft. Snelling, Minn. 

Sternberg General Hospital, Manila, P. |. 

Station Hospital, Ft. Francis E. Warren, Wyo. 


The Surgeon General, Room 3628 Munitions Building, Washi: 
ton, ©. SG. 


Area General Depot, Ft 


PURCHASING AND CONTRACTING 
OFFICERS ENGINEER CORPS (MILITARY) 


Corps Area Engineer, Hq. Fourth Corps Area, Atlanta, Georg 
Corps Area Engineer, Hq. Third Corps Area, Baltimore, Marylar 


Engineer Supply Officer, The Engineer School, Fort Belv 
Virginia. 
Corps Area Engineer, Hq. First Corps Area, Boston, Mas 


chusetts. 
District Engineer, Fortifications, Charleston, South Carolina 
Corps Area Engineer, Hq. Sixth Corps Area, Chicago, IIlinois 


Engineer Supply Officer, Columbus General Depot, Columbu 
Ohio. 


Corps Area Engineer, Hq. Second Corps Area, Governors Island 
New York. 


Department Engineer, Hawaiian Department, Fort Shafter, T. H 


Corps Area Engineer, Hq. Eighth Corps Area, Fort Sam Housto: 
Texas. 
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Dfficer in Charge, The Engineer Reproduction Plant, Fort Hum- 
phreys, D. C. 


District Engineer, 
Florida. 


ngineer Supply Officer, Sixth Engineers, Fort Lawton, Seattle, 
Wash 


ngineer Supply Officer, Sixth Engineers, Hq. Second Battalion, 
Fort Lewis, Washington. 


ngineer Supply Officer, Sixth Engineers, Second Engineers, Fort 
Logan, Colorado. 


ngineer Supply Officer, Eighth Engineers, Fort McIntosh, Texas. 


ngineer Supply Officer, New York General 
New York. 


District Engineer, CCC, 39 Whitehall Street, New York, New 
York, 


orps Area Engineer, Hq 


Harbor Defense of Key West, Jacksonville, 


Depot, Brooklyn, 


Seventh Corps Area, Omaha, Nebraska 


Department Engineer, Panama Canal Department, Corozal, 
Canal Zone. 

Department Engineer, Philippine Department, Manila, P. |. 

orps Area Engineer, Hq. Ninth Corps Area, Presidio of San 


Francisco, California 

ngineer Supply Officer, Schenectady General Depot, Schenec- 
tady, New York 

hief, Supply Section (Military), Office Chief of 
Munitions Building, Washington, D. C 


Engineers, 


PURCHASING AND CONTRACTING 
OFFICERS ENGINEER (NON-MILITARY) 


District Engineer, 332 Post Office Building, Baltimore, Md. 
ngineer Board, Ft. Belvoir, Va. 


District Engineers 


ecurity Mutual Life Insurance Bldg., Binghamton, N. Y. 
Bonneville, Oregon. 

Park Sq. Bldg., 31 St. James Avenue, Boston, Mass 

40 Federal Bldg., Buffalo, N. Y. 

9 Customhouse, Charleston, S. C. 

)32 New Post Office Bldg., Canal & Van Buren Sts., Chicago, III 
. O. Box 1234, Cincinnati, Ohio. 

ost Office, Conchas Dam, New Mexico. 

Denison, Texas. 

(05 Federal Building, Detroit, Michigan. 

ngineer Bldg., Canal Park, Duluth, Minn. 

dministration Bldg., Fort Peck, Mont. 

S.P.0., Customhouse & Court House, Galveston, Texas. 

ier 2-A, Foot of Channel St., Honolulu, T. H. 

hesapeake G Ohio Bidg., Huntington, W. Va 

40 U. S. Court House & P. O., Jacksonville, Fla. 

Div., 707 Postal 


Division Engineer, Missouri River 


Bldg., Kansas City, Mo. 

32 Manufacturers Exchange Bldg., Kansas City, Mo. 
49 Federal Building, Lake Survey, Detroit, Mich. 

ay Building, 300 Broadway, Little Rock, Ark. 

51 South Figueroa Street, Los Angeles, Calif 

oom 433 Federal Bldg., Louisville, Ky. 

. O. Box 97, Memphis, Tenn. 

O08 Federal Bldg., Milwaukee, Wisc. 

04 U. S. Courthouse & Customhouse, Mobile, Ala. 
06 U. S. Courthouse, Nashville, Tenn. 

nion Bldg., 837 Gravier St., First District, New Orleans, La. 
oot of Prytania St., Second District, New Orleans, La. 


lupervisor of N. Y. Harbor, 39 Whitehall Street, New York, 
N. Y 


10 Army Bldg., 39 Whitehall St., New York, N. Y. 
15 Army Blidg., 39 Whitehall St., Puerto Rico Dist., New York, 
mM. Y. 


Telegraph 


19 P. O. & Courthouse, Norfolk, Va. 
oom 1424 City National Bank Bldg., Omaha, Nebr. 


900 Customhouse, 2 
25 New Federal Bidg., P 

628 Pittock Block, Portland, Oregon 

819 Industrial Trust Bldg., Providence, R. | 

Clock Tower Bldg., Rock Island, III 

208 Post Office Bidg., Sacramento, Calif. 
816 U. S. Court House & Customhouse, St 


1 & Chestnut Sts., Philadelphia, Pa 
ttsburgh, Pa 


Louis, Mo 


615 Commerce Bldg., St. Paul, Minn 

410 Customh San Francisco, Calif 

P. O. Bldg., Savannah, Ga 

754 Central Bldg., 8 Third Ave., Seattle, Wash 


U. S. Post Office & Court House, Vicksburg, Miss 


President, Mississippi River Commission, Vicksburg, Miss 

District Engineer, 1068 Navy Bldg., Washington, D. C. 

Board of Engineers for Rivers & Harbors, 2848 Munitions Bldg., 
Washington, D. C 

Beach Er n Board, Munitions Building, Washington, D. C. 

Chief. Purchase & Property Section, Office, Chief of Engineers, 
Munitions Bldg., Washington, D. C 

District Engineer, 308 Custom Wilmington, N. C 
PURCHASING AND CONTRACTING 

OFFICERS COAST ARTILLERY CORPS 

Property O } Coast Artillery (RD) Boston, Mass. 

Artillery Engineer, Fort Crockett, Tex 

Artillery Engineer, Harbor Defense, Fort Monroe, Va 

Commanding Officer, Submarine Mine Depot, Fort Monroe, Va 

Coast Artillery Supply Officer, Coast Artillery Sch Ft 
Monroe, Va 

Artillery Engineer, Harbor Defense, Ft. Winfield Scott, Calif. 
PURCHASING AND CONTRACTING 

OFFICERS CHEMICAL WARFARE SERVICE 

Corps Area Chemical Officer, Hq. 4th Corps Area, Atlanta, Ga 

Corps Area Chemical Officer, Hq. Ist Corps Area, Army Base 
Boston, Mass 

Commanding Officer, Edgewood Arsenal, Edgewood, Md 

Corps Area Chemical Officer. Hq. 7th Corps Area, Omaha, Nebr 

Corps Area Chemical Officer, Hq. 9th Corps Area, Presidio of 
San Francisco, Calif 


Chemic 


al Officer, Panama Canal Department, Quarry 
Balboa Heights, C. 7 


Department 
Height 


PURCHASING AND CONTRACTING 


OFFICERS QUARTERMASTER CORPS 

Quartermasters 

Aberdeen Proving Ground, Md 

Fort Adams, R. | 

Albrook Field, C. Z 

Fort Ethan Allen, Vt 

Fort Amador, C. Z 

Army Medical Center, Washington, D. C 

Army and Navy General Hospital, Hot Springs, Ark 

Corps Area Quartermaster, Hq. Fourth Corps Area, Atlanta, Ga 

Quartermaster, Air Corps Detachment, Municipal Airport, At- 

lanta, Ga 
Quartermaster, Augusta Arsenal, Augusta, Ga. 


Corps Area Quartermaster, Hq. Third Corps Area, Baltimore, Md 
Harbor Defense, Fort Banks, Mass 

Barksdale Field, La 

Fort Barrancas, Fla 

William Beaumont General Hospital, El Paso, Texas. 


ONTRACTING OFFICERS C 


Fort Be 
Benicia 
Fort Be 
Fort Bli 
Bolling 
Comma 
Comma 

Bc 
Bowma 
Fort Br 
Fort Br. 
Brooks 
Fort Br 
Carlisle 
Chanut 
Chapm. 
Corps / 
Comme 
Quarter 
Quarter 
Quarter 
Officer 


( 
Quarte! 
bi 
Post of 
Fort Ci 
Fort C 
Camp | 
Fort WV 
Delawe 
Fort D 
Fort D 
Detroit 
TI 
Fort D 
Fort D 
Fort C 
Office: 
Fort D 
Edgew 
Erie O 
Fitzsin 
France 
Front 
Corps 
| 
U.S.A 
Hamil 
Fort F 
Fort F 
Fort E 
Quarte 
F 
Quarte 
Quarte 
Corps 
¢ 
Quarte 
Quarte 


Comm 
‘ 


Quart 


Corps 
I 


Quarté 
f 


Fort | 
Fort | 


») OF THE U. S. ARMY 


‘Idg., 


eers, 


Va. 


ICE 


. Ga. 
Base, 


at 


Nebr. 


io of 


uarry 


we 


Ga 


At- 


Md. 


Fort Belvoir, Va. 

Benicia Arsenal, Benicia, Calif. 

Fort Benning, Ga. 

Fort Bliss, Texas. 

Bolling Field, D. C. 

Commanding Officer, Boston Quartermaster Depot, Boston, Mass 

Commanding Officer, Corps Area Motor Repair Shop, Army Base, 
Boston, Mass. 

Bowman Field, Louisville, Ky. 

Fort Brady, Mich. 

Fort Bragg, N. C. 

Brooks Field, Texas. 

Fort Brown, Texas 

Carlisle Barracks, Pa. 

Chanute Field, Rantoul, III. 

Chapman Field, Miami, Fla. 

Corps Area Quartermaster, Hq. Sixth Corps Area, Chicago, III. 

Commanding Officer, Chicago Quartermaster Depot, Chicago, III. 

Quartermaster, Chilkoot Barracks, Alaska. 

Quartermaster, Fort Clark, Texas. 

Quartermaster, Fort Clayton, C. Z. 


Officer in Charge, Southwestern Remount Area, Colorado Springs, 
Colo. 


Quartermaster Supply Officer, Columbus General Depot, Colum- 
bus, O. 

Post of Corozal, C. Z. 

Fort Crockett, Texas. 

Fort Crook, Nebr. 

Camp Custer, Mich. 

Fort William D. Davis, C. Z. 

Delaware Ordnance Depot, Pedricktown, N. J. 

Fort De Lesseps, C. Z. 

Fort Des Moines, lowa. 


Detroit Quartermaster Corps Motor Procurement Planning Of- 
fice, Detroit, Mich. 

Fort Devens, Mass. 

Fort Dix, New Jersey. 

Fort Douglas, Utah. 

Officer in Charge, Northern Remount Area, Ft. Douglas, Utah. 

Fort Dupont, Delaware. 

Edgewood Arsenal, Edgewood, Md. 

Erie Ordnance Depot, Lacarne, Ohio. 

Fitzsimons General Hospital, Denver, Colo. 

France Field, Canal Zone. 

Front Royal, Virginia. 

Corps Area Quartermaster, Hq. Second Corps Area, Governors 
Island, N. Y. 

U.S.A.M.P. ‘‘General William M. Graham,”’ 

Hamilton Field, Calif. 

Fort Hamilton, N. Y. 

Fort Hancock, N. J. 

Fort Benjamin Harrison, Ind. 

Quartermaster Supply Officer, Hawaiian Quartermaster Depot, 
Fort Armstrong, T. H. 

Quartermaster, Camp John Hay, P. |. 

Quartermaster, Fort Hayes, Columbus, Ohio. 

Corps Area Quartermaster, Hq. Fifth Corps Area, Ft. Hayes, 
Columbus, O. 

Quartermaster, Hensley Field, Grand Prairie, Texas. 

Quartermaster, Hickam Field, T. H. 


Commanding Officer, Holabird Quartermaster Depot, Baltimore, 
Md. 


Quartermaster, Fort Sam Houston, Texas. 


Corps Area Quartermaster, Hq. Eighth Corps Area, Ft. Sam 
Houston, Tex. 


Quartermaster Supply Officer, Eighth Corps Area General Depot, 
Fort Sam Houston, Texas. 


Fort Haward, Maryland 
Fort Hoyle, Maryland. 


Ft. Sherman, C. Z. 


Fort Huachuca, Arizona. 

Fort Humphreys, D. C. 

Fort Jay, Governors Island, New York. 
Jefferson Barracks, Missouri. 


Commanding Officer, Jeffersonville Quartermaster Depot, Jer- 
fersonville, Missouri. 


Quartermaster, Fort Kamehameha, T. H. 

Officer in Charge, North Central Remount Area, Kansas City, 
Missouri. 

Kelly Field, Texas. 

Key West Barracks, Florida. 

Fort Knox, Kentucky. 

Langley Field, Virginia. 

Fort Lawton, Washington. 

Fort Leavenworth, Kansas. 

Letterman General Hospital, San Francisco, Calif. 

Fort Lewis, Washington. 

Officer in Charge, East Central Remount Area, Lexington, Ken- 
tucky. 

Fort Lincoln, N. D. 

Fort Logan, Colorado. 

Luke Field, T. H. 

Lawry Field, Denver, Colo. 

Lunken Airport, Cincinnati, Ohio. 

Fort MacArthur, California. 

Fort McClellan, Alabama. 

Camp McCoy, Wisconsin. 

Fort McDowell, California. 

Fort McIntosh, Texas. 

Fort McPherson, Georgia. 

Madison Barracks, New York 

March Field, California. 

Port Quartermaster, Fort Mason, California. 

Maxwell Field, Ala. 

Fort Meade, South Dakota. 

Fort Geo. G. Meade, Maryland. 

Middletown Air Depot, Middletown, Pennsylvania. 

Fort Mills, Corregidor, P. 1. 

Fort Missoula, Mont. 

Mitchel Field, New York. 

Moffett Field, California. 

Fort Monmouth, New Jersey. 

Fort Monroe, Virginia. 

Fort Moultrie, South Carolina. 

Fort Myer, Virginia. 

Nansemond Ordnance Depot, Portsmouth, Virginia. 

Quartermaster Supply Officer, New Cumberland General Depot, 
New Cumberland, Pennsylvania. 

Commanding Officer, New Orleans Quartermaster Depot, New 
Orleans, La. 

Quartermaster Supply Officer, New York General Depot, Brook- 


lyn, N. Y. 

Superintendent, A. T. S., New York Port of Embarkation, 
Brooklyn, N. Y. 

Port Quartermaster, New York Port of Embarkation, Brooklyn, 
NY. 


Port Quartermaster, M. M. S., New York Port of Embarkation, 
Brooklyn, N. Y. 


Quartermaster, Fort Niagara, New York. 


Commanding Officer, Normoyle Quartermaster Depot, San An- 
tonio, Texas. 


Quartermaster, Fort Oglethorpe, Georgia. 
Quartermaster, Fort Omaha, Nebraska. 


Corps Area Quartermaster, Hq. Seventh Corps Area, Omaha, 
Nebraska. 


Quartermaster, Fort Ontario, New York. 


Quartermaster Supply Officer, Panama Atlantic General Depot, 
Fort Wm. D. Davis, Canal Zone. 


(Continued on other side) 
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PURCHASING AND 


Quartermasters 
(Continued) 


Quartermaster Supply Officer, Panama Pacific General 
Corozal, Canal Zone. 

Quartermaster, Patterson Field, Fairfield, Ohio. 

Quartermaster, Pettit Barracks, P. I. 

Commanding Officer, Philadelphia Quartermaster Depot 
delphia, Pa. 


Department Quartermaster, Philippine Department, Manila, P 


Quartermaster, Picatinny Arsenal, Dover, New Jersey 


Quartermaster, Pittsburgh-Allegheny County Airport, Pittst 


Pa 

Quartermaster, Plattsburg Barracks, New York. 

Officer in Charge, Western Remount Area, 
fornia 

Air Corps Detachment, Port Columbus, Ohio. 

Presidio of Monterey, Cal 

Presidio of San Francisco, California. 

M. M. Shop, Presidio of San Francisco, California 

Corps Area Quartermaster, Hq. Ninth Corps Area, Pre 
San Francisco, California. 

Post of Quarry Heights, Canal Zone. 

Randolph Field, Texas. 

Fort Randolph, Canal Zone. 

Raritan Arsenal, Metuchen, New Jersey. 


Pleasanton 


Commanding Officer, Reno Quartermaster Depot, F 
Oklahoma. 
Fort Riley, Kansas. 


Fort Ringgold, Texas. 

Fort Robinson, Nebraska. 

Camp Joseph T. Robinson, Arkansas. 

Rock Island Arsenal, Illinois. 

Fort Rosecrans, California. 

Fort D. A. Russell, Texas. 

Fort Ruger, T. H 

2d and Arsenal Streets, St. Louis, Missouri. 


Sacramento Air Depot, Sacramento, California. 

San Antonio Air Depot, Duncan Field, Texas. 

Quartermaster Supply Officer, San Francisco General Der 
Mason, San Francisco, California 


Superintendent, A. T. S., San Francisco Port of Embarka 


Fort Mason, San Francisco, California. 
Post of San Juan, Puerto Rico. 
Savanna Ordnance Depot, Savanna, Illinois. 
Schofield Barracks, T. H. 
Scott Field, Belleville, Illinois. 
Harbor Defenses, Fort Winfield Scott, California 
Fort Screven, Georgia. 


Commanding Officer, Seattle Quartermaster Depot, 
Washington. 

Selfridge Field, Michigan. 

Fort Shafter, T. H 

Fort Sheridan, Illinois. 


Fort Sherman, Canal Zone. 

Fort Sill, Oklahoma. 

Fort Slocum, New York. 

Fort Snelling, Minnesota. 

Springfield Armory, Springfield, Massachusetts. 

Fort Stevens, Oregon. 

Fort Statsenburg, Pampanga, P. | 

Fort Thomas, Kentucky. 

Fort Totten, New York. 

Tripler General Hospital, Honolulu, T. H. 

Vancouver Barracks, Washington. 

Fort Wadsworth, New York. 

Fort Francis E. Warren, Wyoming. 

Watertown Arsenal, Watertown, Massachusetts 

Fort Washington, Maryland. 

Commanding Officer, Washington Quartermaster Depot, 
ington, D. C. 


Officer in Charge, Cemeterial Division, Office of the Quarter- 


master General, Washington, D. C. 
Fort Wayne, Detroit, Michigan. 
United States Military Academy, West Point, New York. 
West Point, New York. 
Fort Williams, Maine. 


Fort Worden, Washington. 
Officer in Charge, South Central Remount Area, Fort 
Texas 
Depot Wright Field, Dayton, Ohio 
Fort George Wright, Washington 
Fort H. G. Wright, New York 
Ph 


PURCHASING AND CONTRACTIN( 
OFFICERS CONSTRUCTING 
QUARTERMASTER 


Constructing Quartermaster 


Ca 
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& Navy General Hospital, Hot Springs, Ark 
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ar & Vicinity, Ft. Mason, San Francisco, Calif. 
Maxwe Field, Alabama 
( etown Air Depot, Middletown. Pa 
rr M Ula Mis ula, Mont. 
Mitchel F eld, N. Y 
Ft. Monmouth, N. J 
M tr S C 
’ t! ae 
~umberland General Depot, New Cumberland, Pa 
K G Vicinity, 39 Whitehall St., New York City, N 
Viagera, N Y 
Ogder Ordnance Depot, Ogden, Utah 
Panama Canal Department, Quarry Heights, C. Z 
attsburg Barracks, N. Y 
Kans 
D. A. Russel Marfa, Texas 
sacramento Air Depot, Sacramento, Calif. 
W ast Post of San Juan, P. R 
Savanna Ordnance Depot, Savanna, III. 
Schenectady General Depot, Schenectady, N. Y. 
scott Field, Belleville, Ill. 
Ft. Sheridan, || 
Ft. Sill, Okla 
Ft. Snelling, Minn. 
Ft. Thomas. Ky. 


ND CONTRACTING OFFICERS 


Area, Fort Worth, 


RACTING 
‘TING 
R 


ster 


s, Ark. 


d. 
Texas. 


cisco, Calif. 


erland, Pa. 
‘York City, N. Y. 


ae & 


Vancouver Barracks, Wash. 

Ft. Francis E. Warren, Wyo. 

Room 3845 Munitions Building, Washington, D. C. 
Ft. Wayne, Detroit, Mich. 

West Point, N. Y. 

Wright Field, Dayton, Ohio 


PURCHASING AND CONTRACTING 
OFFICERS ORDNANCE 


Commanding Officer, Aberdeen Proving Ground, Aberdeen, Md. 

Corps Area Ordnance Officer, Hq. Fourth Corps Area, Atlanta, 
Ga. 

Commanding Officer, Augusta Arsenal, Augusta, Ga. 

Corps Area Ordnance Officer, Hq. Third Corps Area, Baltimore, 
Md. 


Commanding Officer, Benicia Arsenal, Benicia, Calif. 

Corps Area Ordnance Officer, Hq. First Corps Area, Army Base, 
Boston, Mass. 

Ordnance Officer, Fort Benning, Ga. 

—- Officer, Charleston Ordnance Depot, Charleston, 


Corps Area Ordnance Officer, Hq. Sixth Corps Area, Chicago, III. 
Officer in Charge, Cincinnati Ordnance District, Cincinnati, Ohio. 
— Supply Officer, Columbus General Depot, Columbus, 
hio. 
Department Ordnanc2 Officer, Panama Canal Department, Coro- 
rm, ©. Zz. 


Commanding Officers 


Curtis Bay Ordnance Depot, South Baltimore, Md. 
Delaware Ordnance Depot, Pedricktown, N. J. 
Erie Ordnance Depot, LaCarne, Ohio. 

Frankford Arsenal, Philadelphia, Pa. 


Corps Area Ordnance Officer, Hq. Second Corps Area, Governors 
Island, N. Y. 

Commanding Officer, Hawaiian Ordnance Depot, Honolulu, T. H. 

Corps Area Ordnance Officer, Hq. Fifth Corps Area, Fort Hayes, 
Columbus, Ohio. 


Corps Area Ordnance Officer, Hq. Eighth Corps Area, Fort Sam 
Houston, Tex. 


Ordnance Officer, Fort Knox, Ky. 

Ordnance Officer, Fort George G. Meade, Md. 

Ordnance Officer, Fort Monroe, Va. 

ne Officer, Nansemond Ordnance Depot, Portsmouth, 

a 

Ordnance Supply Officer, New Cumberland General Depot, New 
Cumberland, Pa. 

Ordnance Supply Officer, Ordnance Section, 
Quartermaster Depot, New Orleans, La. 


Commanding Officer, Ogden Ordnance Depot, Ogden, Utah. 


Corps Area Ordnance Officer, Hq. Seventh Corps Area, Omaha, 
Nebr. 

Department Ordnance 
Manila, P. |. 

Commanding Officer, Picatinny Arsenal, Dover, N. J. 

Corps Area Ordnance Officer, Hq. Ninth Corps Area, Presidio of 
San Francisco, Calif. 

Commanding Officer, Raritan Arsenal, Metuchen, N. J. 

Ordnance Officer, Fort Riley, Kansas. 

Commanding Officer, Rock Island Arsenal, Rock Island, Ill. 

Commanding Officer, San Antonio Arsenal, San Antonio, Texas. 

Commanding Officer, Savanna Ordnance Depot, Savanna, III. 

Ordnance Supply Officer, Schenectady General Depot, Schenec- 
tady, N. Y. 

Ordnance Officer, Fort Sill, Okla. 

Commanding Officer, Springfield Armory, Springfield, Mass. 

Ordnance Property Officer, Office of The Chief of Ordnance, 
Washington, D. C. 

Commanding Officer, Watertown Arsenal, Watertown, Mass. 

Commanding Officer, Watervliet Arsenal, Watervliet, N. Y. 

si 7 a Officer, Wingate Ordnance Depot, Wingate, New 

exico. 


New Orleans 


Officer, Philippine Ordnance Depot, 


PURCHASING AND CONTRACTING 
OFFICERS NATIONAL GUARD 


U. S. Property and Disbursing Officers 


Montgomery, Alabama. 
Pnoenix, Arizona. 
Little Rock, Arkansas. 
Sacramento, California. 
Denver, Colorado. 
Hartford, Connecticut. 
Wilmington, Delaware. 
Washington, D. C. 

St. Augustine, Florida. 
Atlanta, Georgia. 
Honolulu, Hawaii. 
Boise, Idaho. 


Camp Grant, Rockford, Illinois. 


Indianapolis, Indiana. 
Camp Dodge, Herrold, lowa. 
Topeka, Kansas. 
Frankfort, Kentucky. 
New Orleans, Louisiana. 
Augusta, Maine. 
Baltimore, Maryland. 
Boston, Massachusetts. 
Lansing, Michigan. 
Little Falls, Minnesota. 
Jackson, Mississippi. 
Jefferson City, Missouri. 
Helena, Montana. 


Lincoln, Nebraska. 
Carson City, Nevada. 
Concord, New Hampshire. 
Trenton, New Jersey. 
Camp Maximiliano Luna, 
Las Vegas, N. Mex. 
Brooklyn, New York. 
Raleigh, North Carolina 
Bismarck, North Dakota 
Columbus, Ohio. 
Oklahoma City, Oklahoma 
Salem, Oregon. 
Harrisburg, Pennsylvania 
San Juan, Puerto Rico 
Providence, Rhode Island 
Columbia, South Carolina 
Rapid City, South Dakota 
Nashville, Tennessee. 
Austin, Texas. 

Salt Lake City, Utah. 
Montpelier, Vermont. 
Richmond, Virginia. 
South Tacoma, Washingion 
Charleston, West Virginia 
Camp Douglas, Wisconsin 
Cheyenne, Wyoming. 


PURCHASING AND CONTRACTING 
OFFICERS CIVILIAN 
CONSERVATION CORPS 


Quartermaster, Hq. 3rd Corps Area, CCC, Baltimore, Md 


Project Supervisor, Army Project, CCC, Barksdale Field, Shre 
port, La. 


District Quartermasters 


District ‘‘E’’, CCC, Camp Beauregard, Alexandria, La 
District ‘‘H’’, CCC, Ft. Benning, Ga. 

New Mexico District, CCC, Ft. Bliss, Texas. 

Boise District, CCC, Boise, Idaho. 


Quartermaster, Hq., Ist Corps Area, CCC, Boston Army Base 
Boston, Mass. 


Quartermaster, CCC Motor Repair Shop, Boston Army Base 
Boston, Mass. 
Quartermaster, Maintenance Detachment No. | CCC, Bost 


Army Base, Boston, Mass. 
Ft. Brady District, CCC, Ft. Brady, Sault Ste Marie, Michigar 
District ‘A’’, CCC, Ft. Bragg, N. C. 
West Virginia District, CCC, Charleston, W. Va. 
District ‘‘I’’, CCC, Charleston, S. C. 
Quartermaster, Hq. 6th Corps Area, CCC, Chicago, |!! 


District Quartermaster, Camp Custer District, CCC, Camp Custer 
Mich. 


District Quartermaster, lowa District, CCC, Ft. Des Moines, lowa 
Quartermaster, CCC, Fort Dix, New Jersey. 


District Quartermaster, Ft. Douglas District, CCC, Ft. Dougla: 
Utah. 


District Quartermaster, Fresno District, CCC, Fresno, Calif 
Quartermaster, Hq., 2nd Corps Area, CCC, Governors Islan 
NY. 






Quartermaster, Hq., CCC, Ft. Hancock, N. J. 
Indiana District, CCC, Ft. Benj. Harrison, Ind. 
Ohio District, CCC, Ft. Hayes, Columbus, Ohio. 
Northern District, CCC, Indiana, Pa. 


Jefferson Barracks District, CCC, Jefferson Barracks, St. Loui: 
Mo. 






























































ONTRACTING 
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ERS OF THE U. 8. ARMY 


Ft. Lewis District, CCC, Ft. Lewis, Wash. 

Lewiston District, CCC, Lewiston, Idaho. 

Dakota District, CCC, Ft. Lincoln, Bismarck, N. D. 

Arkansas District, CCC, Little Rock, Ark. 

Colorado-Wyoming District, CCC, Littleton, Colo 

District ‘‘D’’, CCC, Ft. McClellan, Anniston, Ala. 

District ‘‘B’’, CCC, Ft. McPherson, Atlanta, Ga 

Quartermaster, CCC, Madison Barracks, Sackets Harbor, N. Y. 

District Quartermaster, Medford District, CCC, Medford, Oregon. 

District Quartermaster, Ft. Missoula District, CCC, Ft. Missoula, 
Missoula, Montana. 

Quartermaster, Reception Center G Motor Train, 
Cumberland, Pa. 

Quartermaster, New Cumberland CCC Supply Depot, New Cum- 
berland, Pa. 

Quartermaster, CCC, Ft. Niagara, N. Y. 

District Quartermaster, District ‘“‘C’’, CCC, Ft. Oglethrope, Ga. 


District Quartermaster, Oklahoma District, CCC, Oklahoma City, 
Okla. 


Quartermaster, Hq., 7th Corps Area, CCC, Omaha, Nebraska. 
District Quartermaster, Nebraska District, CCC, Omaha, Nebraska. 


District Quartermaster, Arizona District, CCC, Phoenix, Ariz. 

Quartermaster, CCC, Plattsburg Barracks, N. Y. 

District Quartermaster, Pocatello District, CCC, Pocatello, Idaho. 

Quartermaster, Hq., 9th Corps Area, CCC, Presidio of San Fran- 
cisco, Calif. 

District Quartermaster, Southern District, CCC, Richmond, Va 

District Quartermaster, Sacramento District, CCC, Sacramento, 
Sacramento, Calif. 

District Quartermaster, South Texas District, CCC, San Antonio, 
Texas. 

Quartermaster, Corps Area CCC Depot, Schenectady, N. Y. 

District Quartermaster, Schenectady District, CCC, Schenectady, 
N.Y. 

Quartermaster, CCC Maintenance Detachment No 
tady, N. Y. 

Minnesota District, CCC, Ft. Snelling, Minn. 

Sparta District, CCC, Sparta, Wis 

Central District, CCC, Towson, Md. 

Trenton District, CCC, Trenton, N. J. 

Vancouver Bks. District, CCC, Vancouver Bks., Vancouver, Wash. 

Los Angeles District, CCC, Van Nuys, Calif. 

North Texas District, CCC, Ft. Worth, Texas 

Ft. Geo. Wright District, CCC, Ft. Geo. Wright, Wash 


CCC, New 


+ 


2, Schenec- 


MEDICAL : 
District Surgeons 


lowa District, CCC, Ft. Des Moines, lowa 

Missouri District, CCC, Ft. Leavenworth, Kans 

Dakota District, CCC, Ft. Lincoln, Bismarck, N. D 

Arkansas District, CCC, Little Rock, Ark. 

Nebraska District, CCC, Omaha, Nebraska. 

Surgeon, Hq., 9th Corps Area, CCC, Presidio of San Francisco, 
Calif. 

District Surgeon, Minnesota, Minnesota District, CCC, Ft. Snell- 
ing, Minn. 


SIGNAL 


Signal Officer, Hq. 3d Corps Area, CCC, Baltimore, Md. 

District Signal Officer, Missouri, CCC, Ft. Leavenworth, Kans. 

Signal Officer, Hq., 7th Corps Area, CCC, Omaha, Nebraska. 

Signal Officer, Hq., 9th Corps Area, CCC, Presidio of San Fran- 
cisco, Calif. 

District Signal Officer, 
Minn. 


Minnesota District, CCC, Ft. Snelling, 


PURCHASING AND CONTRACTING 
OFFICERS SIGNAL CORPS 


Signal Officer, Aberdeen Proving Ground, Aberdeen, Md. 

Corps Area Signal Officer, Hq. Fourth Corps Area, Atlanta, Ga. 
Corps Area Signal Officer, Hq. Third Corps Area, Baltimore, Md. 
Commanding Officer, First Signal Troop, Ft. Bliss, Texas. 

Signal Officer, Ft. Bliss, Texas. 

Signal Officer, Bolling Field, D. C. 

Corps Area Signal Officer, Hq. First Corps Area, Boston, Mass. 


Signal Officer, Brooks Field, Texas. 
Signal Officer, Ft. Brown, Texas. 
Signal Officer, Carlisle Barracks, Pa. 


Officer in Charge, Chicago Signal Corps Procurement District, 
Chicago, Illinois 


Corps Area Signal Officer, Hq. Sixth Corps Area, Chicago, Ill. 


Signal Officers 


Ft. Clark, Texa 

Ft. Crockett, Texas 

Ft. Des Moines, lowa 

Edgewood Arsenal, Edgewood, Md 

Fitzsimons General Hospital, Denver, Colorado. 

Corps Area Signal Officer, Ha 
Island, N. Y 

Commanding Officer, Hawaiian Signal Depot, Ft. Armstrong, T. H 


Second Corps Area, Governors 


Corps Area Signal Officer, Hq. Fifth Corps Area, Ft. Hayes, 
Columbus, O 

Corps Area Signal Officer, Hq. Eighth Corps Area, Ft. Sam Hous- 
ton, Tex 

Commanding Officer, Second Signal Company, Ft. Sam Houston, 
Tex 

Signal Supply Officer, Eighth Corps Area General Depot, Ft. Sam 
Houston, Tex 

Signal Officer, Ft. Sam Houston, Texas 

Signal Officer, Ft. Howard, Maryland 

Signal Officer, Ft. Huachuca, Arizona 

Officer in Charge, Signal Corps Photographic Laboratory, Ft 
Humphreys, D. C 

Kelly Field, Texa 

Langley Fi 

Ft. Leavenworth, Kansa 

Ft. Logan, C 

Ft. McIntosh, Texa 

Commanding Officer, Ft. Wm. McKinley, P. | 

Department Signal Officer, Philippine Department, Manila, P. | 

Signal Officer, Ft. George G. Meade, Maryland 

Signal Officer, Middletown Air Depot, Middletown, Pa 

Officer in Charge, Signal Corps Radio Section, Middletown Air 
Depot, Middletown, Pa 


Signal Officer, Utilities, Ft. Monmouth, N. J. 

Officer in Charge, Signal Corps Laboratories, Ft. Monmouth, N. J 

Signal Officer, Ft. Monmouth, N. J 

Signal Officer, Ft. Myer, Virginia 

Signal Officer, Nansemond Ordnance Depot, Portsmouth, Va 

Signal Supply Officer, Signal Section, New Cumberland General 
Depot New Cumber and, Pa. 

Officer in Charge, New York Signal Corps Procurement District 


Army Base, Brooklyn, New York. 

Corps Area Signal Officer, Hq. Seventh Corps Area, Omaha, 
Nebraska 

Commanding Officer, Philippine Signal Depot, P. | 

— Officer, Pittsburgh-Allegheny County Airport, Pittsburgh, 
a. 


Corps Area Signal Officer, Hq. Ninth Corps Area, Presidio of San 
Francisco, California 
Department Signal Officer 
Heights, C. Z 

Ft. Ringgold, Texas 

Ft. Rosecrans, California. 

Ft. D. A. Russell, Texas 

Sacramento Air Depot, Sacramento, Calif. 

San Antonio Air Depot, Duncan Field, Tex. 

Officer in Charge, San Francisco Signal Corps Procurement Dis- 
trict, San Francisco, Calif. 

Officer in Charge, Alaska Communication System, Seattle, Wash 

Department Signal Officer, Ft. Shafter, T. H. 

Signal Officer, Ft. Sill, Oklahoma. 

Signal Officer, Ft. Worden, Wash. 

Signal Officer, Ft. Francis E. Warren, Wyo. 

Officer in Charge, Purchase Section, Office of The Chief Signal 
Officer, Washington, D. C 

Officer in Charge, War Department Message Center, Washing- 
ton, D. C 

Officer in Charge, Aircraft Radio Laboratory, Wright Field, Day- 
ton, O 

Kentucky District, CCC, Ft. Knox, Ky. 

Missouri District, CCC, Ft. Leavenworth, Kans. 


Panama Canal 


Department, Quarry 
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As a result of experiences during the World War, 
the United States Congress provided, in Section 5a 
of the National Defense Act of 1920 for a permanent, 
peacetime business head of the War Department in 
the person of the Assistant Secretary of War, oper- 
ating under the general direction of the Secretary of 
War. The Assistant Secretary is thus charged, among 
other things, with supervision of the present-day procure- 
ment of all military supplies and other business of the 
War Department in relation thereto. This constitutes the 
Current Procurement, or peace time procurement, side of 
the Assistant Secretary’s statutory duties—a portion 
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of his activities which is conducted by 
means of the Current Procurement 
Branch. It should be remembered that this 
does not mean centralized procurement 
but decentralized procurement, with cen 
tralized supervision. 


Additional Duties 


The duties of the Current Procureme 
Branch embrace not only certain of 
statutory duties, but certain non-statutory 
duties of the Assistant Secretary i 
the duties delegated to the Assistant § 
retary by the Secretary. The duties of 
Current Procurement Branch may thus b 
stated to be: Taking first the statutory 
duties, the supervision of the current } 
curement of all military supplies and othe) 
business of the War Department relating 
to such procurement, including in t! 
term not only purchase, but manufactur: 
and production of Army supplies at Go\ 
ernment arsenals and factories. In add 
tion there are also the non-statutory 
delegated duties, including among others, 
matters pertaining to the disposal of su) 
plus property, foreign sales by the Wa 
Department, the use of patent rights by 
the War Department, authorizations 
newspaper advertising, approval of 
penditures for extraordinary expenses 
our military attaches, and the supervisio! 
of procurement of supplies and equipment 
for the Civilian Conservation Corps and o! 
labor and materials for the constructio! 
of C. C. C. camps. While the special, del 
gated duties here referred to occupy) 
siderable time on the part of the Cu 
Procurement Branch, it is with the statu 
tory duties of procurement super 
that this class is mainly interested. 


Centralized Supervision 


The Current Procurement Branch 
the Office of the Assistant Secretary 
War, in the exercise of its general duti 
of supervision, prepares for the suppl) 
arms and services general instructions 
specting the procurement policies and pro 
cedures of the War Department; reviews 
complaints of bidders and contractors and 
other interested civilian parties and dete) 
mines controversial questions of contracts 
and awards; examines advertisements fo 
bids, abstracts of bids received, and r 
ports of open-market purchases; and con 
tacts other Government departments i) 
relation to current procurement matte) 
—all for the purpose of seeing that th: 
procurement business and relations of th: 
War Department are conducted in a bus 
ness-like way and that the laws, regula 
tions and policies governing procurement 
are complied with. 

In general, the Office of the Assistant 
Secretary does not interfere with the op 
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tions Building. Captain Frank W. Bul- 
lock is in charge of the Control Section. 


Administrative Section 
The Administrative Section constitutes 


practically part of the immediate office of 
the Assistant Secretary. The personnel is 
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Dawe 
In compliance with the above invitation for bids, and subject to al) the conditions thereof, the undersigned offers, and agrees, if 


this bid be accepted within days from the date of the opening, to furnish any or all of the items upon which prices are quoted 
at the price set opposite each item, f o b and, unless otherwise specified within 
days after receipt of order 

Discounts will be allowed for payment as follows !0 calendar days percent; 20 calendar days percent; 30 
calendar cays, percent 
Bidder Address 
By Title 


Signature of parson authorised to sign (his bid 


ACCEPTANCE BY THE GOVERNMENT 


Accepted as to items numbered 





ation of the supply arms and services and only 
steps in when existing instructions and policies 
are not being carried out; or when it is believed 
that changes can be introduced which will make 
for more efficient fulfillment of the Army’s pro- 
curement business; or when special questions 
arise in the every-day business which demand the 
special interest or action of the Assistant Secre- 
tary. 


Personnel of Current Procurement Branch 


The Current Procurement Branch, with Colonel 
John W. N. Schulz, Corps of Engineers, as Di- 
rector, has a small and compact personnel, located 
in Washington, D. C., consisting of five officers 
and seventeen civilian clerical personnel. The 
organization of the branch is simple, being divid- 
ed into an Administrative Section, and a Procure- 
ment Control Section, both located in the Muni- 
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small and includes, besides the Director 
of Current Procurement, only three offi- 

retaries. A large number of legal ques- 

tions occur in connection with the work 
of the Administrative Section. It is a spe- 
cial advantage, therefore, that one of the 
officers assigned, Major Park Holland, in 
addition to having a fine experience 
which qualifies him in matters of Army 
procurement in general, is trained in the 
law, and is of great assistance from that 
standpoint. Even so, however, the office 
has close relations with the office of the 
Judge Advocate General, from which 
they receive generous help on the many 
questions of a legal nature which they 
find necessary to refer to the Judge Ad- 
vocate General for advice and recommen- 
dation. 

The duties of the Administrative Sec- 
tion in greater detail may be stated as 
follows: 

Matters pertaining to the general su- 
pervision of peace time procurement. 

Advisor to the Assistant Secretary on 
| all matters relating to peacetime pro- 
curement. 

The preparation of general policies for 
peacetime procurement. 





Matters pertaining to procurement of aircraft 
and aeronautical equipment. 


Complaints of bidders, contractors, and other 


civilian interests, and other special cases. 

Legal matters related to peacetime procure- 
ment 

Sales or other disposition of surplus property 
and supplies. 

Sales to foreign governments. 

Foreign purchases. 

Patent and design matters. 

Legislation relating to current procurement. 

Major contacts on current-procurement matters 
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with other Government departments and agencies. 
Other miscellaneous matters related to current 
procurement. 


By way of contrasting the relative work of 


the Administrative and Control Sections, how- 
ever, it may be pointed out that in general the 
Control Section performs all of the work related 
to the routine examinations and checks of pro- 
curement operations; maintains close contact with 
the supply arms and services in the Munitions 
Building, with the Procurement Division of the 
Treasury Department, and with other depart- 
ments and agencies of the Government as found 
advantageous; handles transfers of surplus prop- 
erty from other departments and agencies to fill 
needs of the War Department; maintains the file 
of information for the public on circular proposals 
issued, abstracts of bids received, and awards 
made; and has charge of preparation and revi- 
sions of War Department regulations and instruc- 
tions concerning current procurement. 





The First Step in Supply 


Procurement is only one link in the supply 
chain of the Army, and not the first link. Before 
quantity procurement can be begun, a great 
amount of preliminary work is required to be 
performed. Appropriations obtained from Con- 
gress must be apportioned so that the most 
essential needs of the Army will be met with what 
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Invitation for Bids No. . Seem nN Office 


INSTRUCTIONS AND CERTIFICATES—See also AR 5-160 


1. For every invitation for bids an abstract of bids ferm will be prepared as Soon as practica 
opened or as soon as it is decided to cancel the invitation before opening bids 
2. If more than four sheets of this form are needed, War Department Form No 
3. Every form will bear entries conforming to the following pany les on t 
the first two examples will be made in the spaces provided above on th 
the Opened entry will not be made. 
Invitation for Bids No. “383-37-4." Office * Sat rmaster 
Opened “10 a. m. October 22, 1936.” Sheet No.1” of “3” 
If it has been decided to cancel the invitation before opening bids the da 
initialed in the spaces provided below and the abstract will be distrib uted 
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7. If bids were opened and the awards are NOT to be made by the person wh 
in the space provided on the outside sheet only 
I certify that I have personally opened and read all bids received, verified al! entries on 
bids and find it correct 


8. When action on the bide has been completed, suitable entries showing such act 
examples of possible entries for the items in the example of paragraph 6 abov 
Item 1—Check .12 of Bidder No. 1 in red; Item 2—Check 1.18 in red; Tee m 3— 
add the following to the remarks: “‘Reje: ted for that re anon because size specific 
which was determined by lot and under Remarks enter: “Award made as directed 
enter: “All bids received on this item have been rejected—Purchase will not be ma 
check .72 in blue, and add the following to the Remarks: “Award made as directed 
9. When the abstract has been completed as indicated above and except when the invita 
were received, the person whose duty it is to make the awards will sign the following on the 
certificate in 7 above has been signed, and distribute the abstract 
I certify that— 
(a) T have persenely on opened and read all bids received, verified all entries on t 
and find it correct. 
(b) I have made the awards or rejected the bids as indicated on this abstract 
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2. Every form will bear entries conforming to the following examples on page N 
Opened entry wi oot ot be made 
Invitat w for bids No. “728-37-18." Total pages “6 
Issued * “December 5, 1936 
Opened “11 a. m., Decem aber 21, 1936." 
apa of “Quarte rmaster, Fort Monm outh, N. J.” 
supply the following requirements: ‘Utilities supplies—3d F. Y. 1937 
3. If it has been decided to cancel the invitatio mn before openis ng bids the date of the 
in the space provided below and the abstract will be distrit uted 
Lovitation for bids canceled « 4 
Date initials 
4. If no bide were received, the person whose duty it is to open the bids will initial the 
and distribute the abstract 
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a. On page N 2: 
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Jon Doe, New York. WN. ¥y 


Item S-net, others 
21-10 2 
Saith and Jones Net 


William Roe. Philade Net 





Brown and Green Net 
Henry Cee. Newark Net 
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funds are available. Experimentation, research, 
development and service tests must be carried on 


to determine the most suitable supplies and 
equipment; types and kinds found suitable must 
be adopted for procurement; and the quantities 
to be procured must be determined in accordance 
with available funds. These preliminary steps 
come under the supervision of the General Staff, 
as the military side of the War Department. 


The Second Step 


The preliminary steps having been accom- 
plished, the kinds and types determined upon and 
the funds secured and apportioned, the actual 
procurement stage—the second link in the chain 
of Army supply—is reached. This stage comes 
under the supervision of the Assistant Secretary, 
representing the business side of the War De- 
partment. 

The actual procurement is accomplished by the 
several supply arms and services which are 
charged with that duty by law. A list of these pur- 
chasing agencies accompanies this article. The 
Quartermaster Corps, besides making its own 
procurement, is responsible for obtaining all sup- 
plies of a commercial nature which are common 
to two or more arms and services. Special and 
technical articles are procured by the technical 
arms or services responsible for such articles— 
The Air Corps, the Chemical Warfare Service, the 
Engineers, the Medical Department, the Ord- 
nance, the Signal Corps—and, to a minor degree, 
the Coast Artillery Corps. The National Guard 
Bureau makes procurement of a routine nature 
for that component of the military forces. Each 



















chief of a supply arm or service coordi- 
nates and controls the procurement oper- 
ations of his organization. The Assistant 
Secretary of War supervises the procure- 
ment activities of all these agencies. 


Methods of Supervision 


Supervision of peacetime procurement ac- 
tivities of the supply arms and services is 
accomplished by personal contact with the 
main purchasing agencies, by routine check 
of reports required to be submitted, and by 
inspections, as occasion permits, of Army 
purchasing agencies, Government manufac- 
turing facilities, and industrial plants exe- 
cuting production contracts for the Govern- 
ment. Personal visits to contractors’ plants 
are beneficial in creating a better under- 
standing of the problems both of the manu- 
facturers and of the Government, resulting 
in better cooperation and the elimination of 
many difficulties otherwise encountered. 

Certain fundamental principles underlie 
all Army procurement. The following list 
is not all-inclusive, but does represent what 
is considered the most outstanding. 

The more important principles may be 
stated to be: 

1—Economy of purchase. 

2—Competition. 

3—Assurance of quality. 

4—Exact performance of contract. 
5—Avoidance of personal interest. 
6—Impartiality and fairness to dealers. 
7—Fostering of domestic industry. 
8—Compliance with law. 

9—Prompt payment. 

The principle of economy in all purchases— 
the securing of full value for all sums expended 
and the making of purchases at the lowest pos- 
sible price-quality, cost of transportation, and the 
interests of the Government considered, is funda- 
mental in War Department procurement proce- 
dure. 

The making of purchases to the greatest extent 
possible by means of advertising and competitive 
bidding, open to all legitimate and responsible 
manufacturers and dealers, is a principle enjoined 
by law, except in special cases, and is a means at 
once of assuring fairness and impartiality to deal- 
ers and of securing the economy of purchase al- 
ready referred to. 

Assurance of quality.—In making purchases at 
the lowest prices obtainable, it is necessary to 
make sure that the goods obtained are adequate 
to the requirements. This is provided for by the 
use of carefully-prepared specifications and by a 
system of rigid inspection of all goods delivered. 

Exact performance of contracts.—The exact 
requirements as set out in the specifications and 
contract form the basis for competitive bidding. 
It is not only to the interest of the Government to 
secure performance as stipulated, but the require- 
ment of rigid performance is an essential element 
of placing bidders on an equal and fair basis 
when preparing their estimates and bids. , 



































Avoidance of personal interest.—It is a 
basic principle, established by law, that no 
officer acting in a procurement capacity may 
have a personal connection or interest in any 
concern from which he secures materials or 
services for the Government. 

Impartiality and fairness to dealers.—All 
the checks and safeguards in procurement 
activities provided by law and the accepted 
policy of the Army tend to impose an attitude 
of impartiality toward all responsible deal- 
ers, which, in the final analysis, affords at the 
same time a better protection to the interests 
of the Government. 

Fostering of domestic industry.—National 
legislation, as well as sentiment, favors do- 
mestic industry and labor, usually by means 
of suitable price differentials in awarding 
contracts and orders. 

Prompt payment for services and supplies 
furnished, in accordance with contract pro- 
visions, is necessary as a matter of fairness 
to dealers and as an additional measure of 
economy to the Government in securing of 
discounts thus earned. 

Finally, compliance with law.—Strict com- 
pliance with provisions of law applicable to 
procurement activities is a basic principle 
inherent in the procurement activities of the 
military service. 


Competitive Bidding 


The long-established policy of purchasing 
by competitive bidding may well be consid- 
ered the keystone of Army procurement. The 
law requires that all contracts other than 
for personal services, with only limited, spe- 
cified exceptions, must be made as a result 
of previous advertising. Thus the vast 
majority of Army buying—all except a relatively 
small per cent—is done after formal advertising 
and the public opening of sealed bids. Awards are 
made to the lowest responsible bidders, provided 
that low bids are reasonable and to the interest 
of the United States. 

Continued effort is made to broaden the field 
of competition in all purchases and to correct any 
procedures which might restrict the number of 
competitors for the War Department’s business. 
Material economies, as well as the attraction of 
desirable bidders, have resulted from this contin- 
uing action. 


Simplification 


Special efforts have been made the past several 
years to eliminate the requirement of unnecessary 
reports, to simplify routine procedures and to 
clarify existing instructions governing procure- 
ment. As a result of this effort, it is felt that pur- 
chasing officers throughout the Army, in the non- 
military work of the Corps of Engineers, and 
in the Civilian Conservation Corps are operating 
in such a uniform and generally satisfactory man- 
ner as to minimize evidence of dissatisfaction on 
the part of bidders and contractors with their 
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Purchasing Instructions 


Some means must be used to disseminate i! 
structions as to the various principles, polici 
and practices determined upon by the War Di 
partment to govern its procurement activities 
These instructions are issued in the five 
of Army Regulations and in the form of Procur 
ment Circulars issued by the War Department 
In addition, procurement officers give heed to th 
decisions of the Comptroller General. Special! it 
structions applicable only to C. C. C. purchase 
supplementing the instructions found in Arm 
tegulations and Procurement Circulars, are is 
sued as part of the War Department Civiliar 
Conservation Corps Regulations. 

It has been the objective of the Current Pr 
curement Branch to clarify and bring up to dats 
the five series of Army Regulations. This wor! 
has devolved primarily on the Control Sectior 
The entire series with the exception of the basi 
regulation, AR 5-5, on the general duties of th 
Assistant Secretary, have been rewritten. Thi 
work has been carried out with great care and 
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with the active cooperation and help of all the 
offices of the chiefs of supply arms and services 
concerned, as well as of the offices of the Chief 
of Finance, the Judge Advocate General and the 
Adjutant General, and, as necessary in certain 
particulars, of other departments and agencies. 

In addition to the procurement instructions is- 
sued by the War Department in Army Regula- 
tions or in the series of Procurement Circulars, 
the chiefs of supply arms, services, and bureaus 
issue such special instructions as necessary for 
procurement within their own branches, not in- 
consistent with or repetitive of the general in- 
structions of the War Department; and, under 
similar restrictions, special instructions are like- 
wise issued as _ neces- 
sary by corps area and 
other commanders gov- 
erning procurement in 
their respective juris- 
dictions. 

























Duties of Procurement 
Control 


The Procurement Con- 
trol Section, operating as 
a functional element of 
the office of the Director 
of Current Procurement, 
is charged with the following general duties: 

1—The preparation, coordination and current 
revision of the instructions which govern current 
purchasing procedure. 

2—The collection of information pertaining to 
progress of current procurement operations. 

3—The presentation of current purchase in- 
formation to the public. 

4—The review of all current purchasing oper- 
ations and the initiation of corrective action in 
specific cases. 

5—The compilation of special studies and re- 
ports relating to current procurement. 

6—The procurement, for the Army, National 
Guard and C. C. C., of property surplus to other 
Government Departments and agencies. 


Working Tools of Procurement Control 


Current purchasing procedures are prescribed 
through the media of; (a) The 5-Series of Army 
Regulations, (b) War Department Procurement 
Circulars, and (c) Special instructions relating to 
specific cases or conditions. 

The individual nature and purpose of each class 
of instructional medium together with the “how” 
and “why” of its application will be discussed in 
detail later. 

Information pertaining to the progress of pro- 
curement operations reaches the Procurement 
Control Section in the following forms; A—Invi- 
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tation for bids, B—Abstract of bids and award, 
C—Monthly report of procurement operations, 
and D—Special reports as directed. 

For the information of the public, all invita- 
tions for bids issued by all purchasing agencies 
of the War Department, and all abstracts of 
bids received in response thereto are publicly 
displayed in the office of the Procurement Control 
Section. In addition, and subject to the limita- 
tions of personnel, special information concerning 
prices and awards on individual projects is fur- 
nished to representatives of bona fide suppliers 
on request. 

For the review or supervision of purchasing 
operations of procuring arms, services and specia! 
agencies of the War Department and the working 
tool of the Procurement Control Section is the 
Monthly Report of Procurement Operations. In 
this form, contracting officers report in summary, 
all purchases consummated during a given month, 
classified as to method of purchase; all invitations 
for bids issued, shown by serial number; the 
number of individual purchases made by each 
authorized method and their dollar value; the 
total number of purchases; and the total sum of 
the month’s obligations. In addition each pur- 
chase amounting to one hundred dollars or more, 
effected without formal advertising, is reported 
individually showing the justification for each 
such purchase. This form, after review, becomes 
the medium through 
which the action, com- 
ments, criticisms or in- 
structions of the Pro- 
curement Control Sec- 
tion are transmitted to 
contracting officers and 
officers directly respon- 


sible for the supervision 
of procurement opera- 
tions. 


Special Studies 


For the compilation 
of statistical studies 
and reports dealing with specific aspects of cur- 
rent procurement, the Procurement Control Sec- 
tion employs no special “working tools” but 
rather, as does the master craftsman, employs 
all of the fact finding devices provided by law 
and regulations for the development and presenta- 
tion of particular information as and when 
required. 


Operations of the Procurement Control 
The maintenance of complete and up-to-date 
instructions governing purchasing operations is 


a continuous process which is vital to efficient 
Continued on page 87 
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RESENT unusual conditions cause no undue 

concern in connection with purchase contracts. 
The purchasing agent may be apprehensive of de- 
liveries and somewhat troubled over rising prices, 
but he knows that today, as always, “a purchase 
contract is only as good as the person you are do- 
ing business with.” 

Courts of law are jammed with suits of various 
kinds, yet litigation over purchase contracts rare- 
ly occur. Many purchasing agents of long experi- 
ence say they have never had to go to court to 
settle a dispute over such contracts. 

Every accepted purchase order is essentially a 
contract. Disputes often occur, but they are gen- 
erally settled without resort to law. The purchas- 
ing agent is reluctant to carry the matter that far 
because he generally requires the material to keep 
his plant going and lawsuits have never been 
known as good delivery mediums. The vendor 
will hesitate because he values the buyer’s busi- 


PURCHASE 
CONTRACTS 





.... Lo-day and Every Day 
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ness, and, regardless of the outcome, future rela- 
tions would probably cease. 

Many so-called “purchase contracts” are really 
only working arrangements and constitute merely 
memoranda of what both parties intend to do. 
They set forth various points that can be referred 
to at a later date. Such quasi-legal memos are 
generally respected by both parties simply because 
they have a desire to do business together. 

The majority of “requirement contracts’ con- 
tain escape clauses which may be used by either 
party. Today sellers are invoking war clauses in 
connection with many contracts. However, reli- 
able sources of supply have assured buyers they 
will care for their needs. 

To the buyer such action is reasonable and 
logical. Naturally, when prices are going up, there 
is the temptation for the buyer who has a favor- 
able contract to take in all the material he can 
safely handle. Today sellers are not permitting 
large scale withdrawals as the usual purchase 
contract contains a clause which says, in effect, 
that the buyer shall order in equal monthly in- 
stallments. If the buyer has been taking ten tons 
per month, it is not reasonable for him to expect 
the seller to suddenly provide fifty tons in one 
month. 

Once again we refer to the reliable source of 
supply who often will cooperate with the buyer 
by giving him what he requires to cover his actual 
needs, and at the contract price even though such 
requirements exceed previous withdrawals. 

Such action is subject to negotiation before the 
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order is placed, and the buyer has every right 
insist it be fulfilled after the order has been 
cepted. Occasionally a seller may be tempted 
take merchandise already sold and offer it to 
second party at a higher price, meanwhile tellin; 
the original buyer he is unable to fill the or 
When such a condition exists, the buyer will ge 
erally use all the resources at his command 
force delivery. Fortunately, such cases are r: 

We have said the buyer must also be reasor 
able. This is true regardless of whether ther 
a sellers’ market or a buyers’ market. Today 
recognize there must be a mutuality in all bus 
ness; otherwise the relationship will not last 
Often the buyer must turn seller and convine 
the vendor he should take the business under t! 
terms proposed by the buyer. The buyer must 
fair; otherwise the seller will not be interested i 
future business on the same basis. Modern pu 
chasing can only be carried on successfull) 
there is available a host of reliable, satis! 
sources of supply. 

In addition to securing the lowest price on 
material specified, the buyer cooperates with th 
seller in an effort to determine if the material « 
be revised or a substitute found so that the net 
saving will be greater and yet have both parti: 
satisfied. 

Such cooperation is hardly possible when dea! 
ing with questionable sources. Therefore it is ap 
propriate to repeat that, whether at peace or wa) 
‘‘a purchase contract is only as good as the perso! 
you are doing business with.” 
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“I don't believe you're going to get very far with Mr. Wimple today.” 
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PURCHASING 
reports to 


MANAGEMEN 


HE END of the year is 
traditionally a time for 
taking account of activities 
and accomplishments, and many 
purchasing men are now getting 
ready for the compilation of an 
annual report to management. 
Many, but not all. A recent spot 
check at an association forum 
showed that 18 of those present 
make periodical reports in great- 
er or less detail, while 12 do not. 
A further inquiry made by 
PURCHASING, and covering 44 
additional departments, pur- 
posely restricted to manufactur- 
ing industries, showed returns 
in approximately the same pro- 
portion. While the number of 
departments represented is not 
large enough to constitute a 
typical cross section, the com- 
mentary offered on both sides of 
the subject is revealing. 
tepresentative comments 
made by those who make no for- 
mal report include the follow- 
ing: 

Refrigeration Engineers: “We 
do not operate on a basis requiring 
reports of any kind. Our organiza- 
tion is a closed corporation in 
which all stockholders are employed 
by the company and are continually 
conversant with the functions of 
our business.” 

Metal Products: “Our depart- 
ment does not submit an annual re- 
port or any regular reports for 
shorter periods, but where reports 
on any subject are necessary we 
get them out when required. 
Whether we should give an annual 
or more frequent report is, of 
course, an interesting question. I 
have thought about making some 
sort of an annual report, but it is 
never called for and when it is time 
to get it out I am too busy with 
other matters.” 

Small Tools: “This department 
has never had occasion to make any 
written reports excepting in the 
case of special purchases or during 
extraordinary situations such as 
we have experienced recently. There 
is no effort made to evaluate the 
work of the department on a dollar 
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basis or a percentage of purchases. 
In other words, this department is 
very much on its own, and while 
this is perhaps not for the best it 
apparently is satisfactory to the 
management.” 

Food Manufacturer: “Reports 
are all right if they are used; but 
a great many reports are gotten 
out for some special reason, then 
the emergency passes and still the 
reports come. Our experience is 
that the fewer reports you write, 
the more closely you are in touch 
with the people who really need 
vour help and information, and the 
more you stick to your job, the bet- 
ter everybody is. I’m beginning to 
think that any corporation, no mat- 
ter whether it is big or little, de- 
pends more on personal contact 
than on laboriously worked up re- 
ports.” 

Paint Manufacturer: “We have 
never made any kind of a formal 
report to management regarding 
the work of the purchasing depart- 
ment. Such reports usually have to 
be quite detailed, involve consider- 
able time for preparation, and we 
have always felt that our routine 
methods give adequate information 
to the executives most interested. 
In a larger company I can see the 
advantage of an annual or quar- 
terly report, evaluating the work of 
the purchasing department and 
giving such details that ordinarily 
would not be presented to inter- 
ested executives. The management 
of our concern is concentrated at 
this plant, and matters of purchas- 
ing policy are easily discussed in- 
formally as well as at regularly ap- 
pointed meetings.” 

Machine Tool Builder: “We 
make a monthly report of pur- 






chases and disbursements by 
fications, made up in our 
partment purely for our 
This report is looked at 
quently, by our president. O 
wise there is nothing of 
ture done in our business.” 
Paper Converter: “It is 
custom to make any reg 
ports to our executives, 
we keep our executives co! 
informed as to conditions 
nection with the material! w) 
purchase, occasionally sumn 
such conditions to indicate a 1 
We make an effort to keep 1 
reports down to a minimum { 
sake of eliminating expens 
tape and unnecessary clerical! 
However, special reports fron 
to time are intended to kes 
executives posted as to what 
ing on. In some periods out 
reports will be very few; 
periods they will be much n 
merous and complete bec: 
the necessity of keeping 
special or rapidly changing 
tions. From the point of 
a system artist, our method 
seem inadequate. To us, 
it seems logical and complet 
start with the thought tl 
method of handling the det: 
business can be superior to 1 
ber of the men who do tl] 
We put the emphasis on 
their ability, rather than 
formal system of reports.” 
Textile Manufacture “R 
of special transactions or « 
ties are made from time to 
requested, or whenever 
to make recommendation 
management. Our general 
has been that we have been 1 
to keep our clerical work t 








a minimum that we would not want 
to burden it with the building up 
of actual purchasing department 
work, such as the number of people 
interviewed, number of orders 
placed, etc. We have felt that the 
fluctuation of business demands on 
the department were sufficiently ob- 
vious that we could make any 


needed regulation without a statis- 
tical study. Personally, I have 
wondered if in trying to do a really 
sincere economical job, the pur- 
chasing department in a corpora- 
tion may perhaps be losing out in 
its standing with the management 
because of not building up reports 
of its work.” 


Reports Are Simpler 


T SHOULD be noted in re- 

spect to the above comments 
that they represent a minority 
of actual practice, and that for 
the most part they recognize cer- 
tain objectives or functions of 
departmental practice that 
others seek to attain through the 
preparation of regular reports 
but do not accept formal reports 
as the most effective or economi- 
cal means of accomplishing those 
results. That viewpoint is 
shared in part by some purchas- 
ing executives who do prepare 
annual reports for management 
but who have found that a con- 
cise statement, limited to essen- 
tial data, serves the purpose as 
well or better than a more volu- 
minous and detailed presenta- 
tion. 

“Our experience leads us to 
believe that the annual report 
must be condensed, otherwise 
the report does not serve its pur- 
pose,” writes the purchasing 
agent of an agricultural imple- 
ment concern. 

There is food for thought, 
also, in the statement from a 
large machinery manufacturer: 

“Our present day reports are 
rather slim. Back in 1930 and 1931 
we made rather an ornate report 
prepared by the General Purchas- 
ing Department, which, together 
with the reports of all the Works 
Managers and the Chief Engineer, 
was used by the Vice-President in 
Charge of Operations as a part of 
his report to the President and the 
Chairman of the Board. 

“This report included paragraphs 
on procedure, policies, total pur- 
chases by Works, cost of operating 
the department, and brief para- 
graphs on major purchase items. 
It also showed a list of special sav- 
ings for which the Purchasing De- 
partment was responsible, such as 
change in materials used, economi- 
cal standardization, etc. The re- 
port took about two months to com- 
pile after the end of the year, and 
at the advent of the depression in 
1932 it was abolished. There has 
been considerable talk of starting 
it again, but the expense involved 
in keeping the records, some of 
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which were used only in this re- 
port, has always prohibited this. 
“In general, at present the only 
reports submitted to the manage- 
ment are reports on volume of pur- 
chases, by companies, of some 


major items. Some of these are 
submitted annually and some semi- 
annually. In addition we send a 
price chart of the major items we 
buy to all the executives in the 
Sales and Management Depart- 
ments. This is not exactly a mar- 
ket chart, but represents the com- 
parative prices we paid for major 
items used in the manufacture of 
our products. 

“From the Purchasing Depart- 
ment standpoint I see great desir- 
ability for an annual report, as it 
presents the management with a 
clearer picture of Purchasing De- 
partment activities. On the other 
hand, the cost of keeping records 
for such a report seldom is a justi- 
fiable expense for something which 
is only of internal education value.” 


Three Alternative Methods 


HAT are some of the 
means which have made 
possible the simplification or the 
elimination of annual reports? 


1. Current reports at shorter 
intervals, such as quarterly or 
monthly are most frequently the 
answer, and there is a definite 
feeling on the part of many buy- 
ers that such reports are far 
more useful as working tools for 
management than an annual 
summary which is_ necessarily 
somewhat historical in charac- 
ter. 

“We believe in reports,” writes 
the purchasing agent for an oil re- 
fining company, “but our depart- 
ment does not make an annual re- 
port. Reports are made quarterly. 
They are computed during the 
quarter and are gathered at the 
end and put in proper form for 
concise presentation, the pages be- 
ing bound in a manila folder. Our 
reason for submitting quarterly re- 
ports instead of an annual report 
is twofold: (1) Quarterly reports 
are more beneficial in that you 
gather up the contents before they 
become too cold. (2) An annual re- 
port involves too much time during 
a period when we are extremely 
busy.” 

The subject matter of these 
current reports naturally varies. 
Most frequently the monthly re- 
port summarizes the commit- 
ments made by the purchasing 
department. There are several 
cases where this is done weekly, 
and in two instances daily. The 
information may or may not be 
broken down by commodity 
groups. 

Next to commitments, the 
subject most generally covered 


is inventory position and turn- 
over, the latter point apparently 
being accepted as a quick practi- 
cal measure of effective buying 
policy. Third in order of fre- 
quency is a forecast or projec- 
tion of requirements and buying 
policy for the ensuing period. 
In answer to a specific question 
asked in this study, not one de- 
partment tries to evaluate ac- 
complishment or efficiency in 
terms of dollars or in a ratio to 
annual purchases. In several 
cases, however, there is an enu- 
meration of savings effected by 
purchasing, and two of the an- 
swers expressed the conviction 
that reports on purchasing work 
should come directly from the 
department rather than from 
the accountants’ figures. 

Typical procedures are indi- 
cated as follows: 

“We make a monthly report to 
the president and treasurer reveal- 
ing our inventory position, actual 
commitments, contemplated com - 
mitments, and purchasing policy. 
This is a summary report and in- 
dividual transactions are not re- 
ported. Comments of the officers 
are recorded in the purchasing de- 
partment. Our standard costs are 
set quarterly, and the purchasing 
agent estimates raw material costs 
for the cost department. No effort 
is made to segregate the cost of 
operating the purchasing depart- 
ment or to reflect its performance.” 

And from a midwestern man- 
ufacturer of metal parts: 

“We do not make an annual re- 
port to management. However, we 
do give to our management a 
monthly budget of what we have 
spent the past month, what we esti- 
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mate we will spend during the cur- 
rent month, and one month in ad- 
vance. We have a regular printed 
form for this report. (See Figure 
1.) On new equipment we use a 
form that must be approved by the 
plant manager, an officer of the 
company, and the treasurer, before 
any equipment is purchased for 
any particular plant. There is no 
effort to evaluate the work of the 
department on a dollar or percent- 
age basis. We feel that a monthly 
statement which gives a three 
month picture is sufficient for our 
operations, and it is all that our 
management requests. We also use 
a form which is known as ‘Pur- 
chases This Month To Date’ which 
is an accumulation of purchases 
each month throughout the year, 
so that at all times we know how 
much is spent, accumulative, at the 
end of the month.” 


2. Comprehensive Records. 
Modern methods of keeping rec- 
ords and organizing the infor- 
mation regarding purchasing ac- 
tivities are frequently cited as 
making unnecessary the compi- 
lation of formal reports. When 
purchase records are posted by 
volume and value, and with the 
threefold analysis by product, 
vendor, and department or 
plant, in such a way that any 
desired section of the record can 
be readily drawn off, it is pos- 
sible to secure for management, 
on short notice, any desired data 
or analysis, without undertak- 
ing to compile more detailed pe- 
riodical reports which may or 
may not serve a useful purpose. 
There are several ways of ac- 
complishing this. Three of the 
departments use the punch card 
system, permitting mechanical 
analysis of the records as re- 
quired. Others post to parallel 
records, while visible file records 
are employed to advantage in 
still other departments. 


Some striking instances are 
reported of such effective rec- 
ords. For example: One com- 
pany, desiring to insure against 
loss from strikes among vendor 
plants, required a list of all 
active and semi-active current 
suppliers, and the entire list 
from one branch plant, embrac- 
ing some 1,800 firms, was in the 
mail within three hours. An- 
other request for total volume of 
purchases from one large sup- 
plier and its affiliated companies 
over a ten-month period, classi- 
fied by material groups, was an- 
swered in even shorter time. 
The suggestion of a plant man 
that a paper shredder be pur- 
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chased for the purpose of pro- 
ducing a packaging material 
used in considerable quantity, 
was referred to the purchasing 
department for analysis. The 
purchase record, on this mate- 
rial, by volume and dollar value, 
set over against the cost of the 
proposed equipment, immedi- 
ately gave the basis for a sound 
decision as to the economy and 
practicability of going into the 
paper shredding business. 


presents a summary of all 


purchases since the last meeting, 


list of new contracts or renewa 
old arrangements, and suc! 
ments on market conditions a 
be pertinent. He then present 
detail the stocks of five majo) 
materials, the amounts on orde) 
contract, and the estimated tim¢ 
exhaust stocks. Market prices 
quoted and recommendations 
for future commitments. The | 
mittee then reaches a deci 
While it is not always possib! 
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3. Periodical conferences in 
which the purchasing agent 
meets with management and op- 
erating officials provide a third 
substitute for more formal writ- 
ten reports. An example of such 
procedure is described in the fol- 
lowing letter: 

“At more or less frequent inter- 
vals, averaging about sixty days, 
we have a Manufacturing Commit- 
tee meeting, attended by the Presi- 
dent, Senior Vice-President, Vice- 
President in Charge of Sales, Gen- 
eral Superintendent, Technical Di- 
rector and Purchasing Agent. At 
this meeting the Purchasing Agent 
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secure advance approval of 
tant purchases, all intereste 
ecutives are kept informed of 
velopments. At each 
period, the Purchasing Departn 
prepares a cost sheet for the 
tory, outlining our costs of ma 
raw materials for the ens 
three months. This sheet sh 
not only our estimated cost fo. 
period mentioned but also cost 
all material on hand and o1 
tract, and the market price of « 
item. This is a valuable guide 
comparing market and cost ove) 
period of time, and any unfa 
able purchasing policy is imme: 
ately apparent.” 
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Typical Annual Reports 


HUS FAR the discussion has 

centered on procedures other 
than the annual report. To 
show the other side of the case, 
which embraces the majority of 
departments participating in the 
study, a description of some rep- 
resentative annual reports is in 
order. 


Electrical Manufacturer: “We 
make an annual report to the man- 


agement of our company; there 
no regular reports for short 
periods. The points covered i! 
report are more or less general 
alysis of the departmental w 


during the previous year and ge! 


eral purchasing problems that 

front us at the time the report 
made up. They are not made 
any regular form. 
transactions are not reported 
cept in a summary form, and 
make no attempt to evaluat: 
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chasable materials, from time to 
time, makes interesting reading 
for our directorate. It enables 
them to evaluate the work, and on 
a dollar basis too, because we have, 
for example, in several instances, 
through careful investigation and 


work of the department on a dollar report which deals specifically with 
basis. The basic purpose of the re- stock valuation. It shows the cost 
port is to acquaint our manage- of all materials purchased and put 
ment with the general problems of into stores, the cost of issuance, 
the department and the manner in and the valuation on the last day 
which they have been handled. Re- of the month. The report offers 
garding the advantages of such a supplemental information in the 
report, it is the writer’s personal 
opinion that the report has about 
as much value to the purchasing 
department as it does to the man- 
agement, due to the fact that we 
are much more inclined to realize 
what we are up against ourselves 
as we get it on paper.” 
Implement Manufacturer: “We 
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submit an annual report to our Inventory Value a, 
president, covering Major com- June 30, 1939 June 30, 1939 Turnover 
modity purchases. We do not use 

: ae) —h3—lC lll SSeS ee oe. 
a regular form since under our set- 
up a regular form would make the ae go - GGmisesees j.é§. shudecees li 
report too elaborate. The report is 
a general summary and does not go ere. 0 eereewene RE RRS ee ini 
into detail. We classify the major De =~ ees 8280s een fue 
savings due to changes in specifica- — D 
tions or substitutions of new prod- ia 8  “<dnieneese jj(§+.#i seseaess on 
ucts. The report is used by our 
management and controller’s office 
to gauge our costs of raw mate- “( a ie ee 8 <eknciicwes 
rials. A summary report is also ac- ili 
companied by a general letter to Mechanical 
the president, outlining worthwhile MOMIGCOND ssaeesewer 0 += =SSse=- 
accomplishments, and gives a com- , aiaite Aichi Thi ales 
parison of the trend of our pur- Inventory ~~ "Yay 20, 1939s Sof 
chases of such items as steel, ma- June 30, 19 r June 1939 Inventory 


chinery and equipment for a period 
of five years. This information en- 
ables the president to have a clear 
picture of the total expenditures 
for the main items and better- 
ments without going through a 
maze of reports that are generally 
prepared by the cost departments. 
We are of the opinion that annual 
reports should be submitted to the 
management by all purchasing de- 
partments.” 

A Metal Producer: “We have 
never made complete annual re- 
ports; that is, reports covering all 
purchases. The reports which we 
have made are for principal com- 
modities and their dollar value 
separate reports for each com- 
modity, and usually in summarized 
form. No individual purchases are 
shown except in cases where there 
is a change in price, and the report 
will show the quantities, unit 
prices, and total invoice value to- 
gether with an average price for 
the year. These reports are not 
made on any regular set form, but 
are drawn up in a way to show 
such information as we think 
necessary in connection with the 
various products. They serve to 
show price trends, are used for 
estimating purposes, in placing 
contracts, and are generally very 
useful. There is no effort made to 
evaluate the work of the purchas- 
ing department on an actual dollar 
basis annually, although at certain 
times in the past it has been neces- 
sary to do this.” 

Rubber Goods Manufacturer: 
“At the end of each month, our 
purchasing department prepares a 
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functioning of our inventory con- 
trol plan and our system of ac- 
counting procedure. Its advan- 
tages, we find, lie in showing at 
frequent intervals the relationship 
of our stock turnover factor with 
production requirements based on 
our analysis of sales on the one 
hand, and the degree of buying effi- 
ciency we maintain from our mar- 
ket investigations on the other 
hand. 

“At the end of our fiscal year 
we make up an annual report. This 
includes in summary the monthly 
reports, and is augmented by a de- 
scription of the more important 
transactions engaged in through- 
out the year. It so happens in our 
company that the purchasing de- 
partment works in particularly 
close collaboration with the pro- 
duction, engineering and research 
departments. Thus it is that a de- 
scription of our experiences in per- 
haps developing more efficient pro- 
duction units, evolving better man- 
ufacturing methods and _ possibly 
the adoption of more suitable pur- 


research been instrumental in es- 
tablishing the advisability of secur- 
ing certain production machines, 
the installation of which can be 
translated directly by standard cost 
accounting procedure, into very ap- 
preciable production economies. 
This last, in my judgment, is one 
of the most prolific methods for a 
purchasing department to give the 
proper account of its stewardship.” 

Textile Manufacturer: “We pre 
pare an annual report on inventory, 
consumption, turnover, and slow 
moving stock. Our company is di- 
vided into five manufacturing di- 
visions, and this report shows the 
results obtained in each division. 
We attach a copy of the form used. 
(See Figure 2.) The purchasing 
department is responsible for in- 
ventory and should see to it that 
supplies are used within a reason- 
able time. We do not make any 
other report showing gains made 
or progress over previous experi 
ence. Some gains are debatable. 
When we make a gain over the way 
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W. W. ROSE 


Executive Vice President 


Gray Iron Founders’ Society, Inc. 


AREFUL observation of pro- 

duction and marketing in the 
gray iron foundry industry has led 
to the belief that the foundry, de- 
signer, purchasing agent and ulti- 
mate consumer are not obtaining all 
of the benefit that a closer coopera- 
tion and understanding between all 
hands is capable of producing. Per- 
haps a discussion of the situation 
may tend to clarify some points and 
improve it. 

Progress in the improvement and control of 
gray irons—note the plural—during the past ten 
or fifteen years has been amazing. A comparison 
of a hand-book prior to the Great War with one 
of the present day might lead one to believe that 
entirely different materials were under discussion. 
This development is evidently not so well known 
as it should be and purchase on a pure price-per- 
pound competitive basis is far too often employed 
without regard to the possibility of obtaining an 
iron which is especially suited to the use to which 
it is to be put. “Good enough is as good as perfect 
and the extra cost of unnecessary quality is a 
waste of money” is a truism which works both 
ways. A cheap but unsuitable material may prove 
just as costly as too high a grade for the purpose. 
He who takes the attitude that “cast iron is cast 
iron” and emulates the small boy who said, “J say 
it’s spinach and to hell with it,” is overlooking 
the possibilities of one of the most valuable mate- 
rials of engineering. 

First of all, there is no such thing as “gray 
iron” except that the term is a generic one cover- 
ing a large family of ferrous materials all possess- 
ing a sufficient quantity of carbon to classify 
them within this general category. Each of these 
irons possesses certain combinations of physical 
properties so that a wide selection is available to 
the user. The problem of the latter is to select 
and specify the iron best adapted to the specific 
use to which it is to be put and then insist that 
what he gets meets the specification. 

The general classification adopted by the Ameri- 
can Society for Testing Materials and generally 
accepted in the trade is tensile strength. It should 
be borne in mind that this classification is made 
for the sake of convenience, only, and to afford a 
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basis for division into classes. It is not a 
rating. This is an extremely important po 
the purchaser of castings since high tensile 
iron costs more to produce than low and in 
cases the cheaper iron is better adapted 

purpose than that possessing higher 1 
strength. 

As an example of the foregoing, consider : 
housing. The purpose is to enclose. There i: 
or no stress and strain involved. One of th: 
standing virtues of low tensile gray iron is i 
perior damping property—its sound deadeni 
fect. Hence, were the designer to specif 
more expensive high-tensile iron or steel he 
be paying a premium for a material 


strength would not be used, which would afford 


superior protection, and which would actual 
rifice the most desirable quality, namely: quiet 
eration. And yet we know of actual cases 
even steel was specified. Such a specificat 
just as ridiculous as it would be to specif) 
iron for eye beams or high tensile iron for 
weights. 

Another very general misconception is t! 
chemical composition of the iron will insur: 
physical qualities. Oftimes we find specifi 
calling for so much of this and so much « 
and the purchaser fondly hoping that by si 
uniform physical qualities will be obtained 
this were true the foundryman would lead a ! 
life and asperin would play a smaller part 
daily bill of fare. 

Now the use of alloys in the hands 
skilled foundryman may be advisable and | 
necessary; but where the ingredient is expen 
—and it usually is—and equal results can an: 
being obtained daily without resorting to « 








sive alloys, does not the customer tie the hands 
of the honest foundry to high costs? Does he 
not encourage the unscrupulous, who know they 
can accomplish the same physical results without 
the ingredient, to take chances that no chemical 
analysis will be made, and expend money needless- 
ly? Again, such chemical specifications strike one 
as being similar to a patient telling a doctor what 
pills to prescribe without relating his symptoms. 

A casting is almost invariably used as a part 
of something else. As such it usually has a duty 
to perform involving physical rather than chemi- 
cal qualities. Why not set these down in sequence 
according to their importance in the function and 
put it up to the foundryman to say whether or not 
he is prepared to do the job? If he bites off more 
than he can chew, that is his look-out; but if you 
have told him how he is to arrive at results, the 
baby is in your lap and you may be paying for a 
diamond where a rhinestone would serve equally 
well. 

Again, the chemical composition has a very lim- 
ited bearing on physical results. Entirely different 
physical characteristics can be produced with 
irons of identical chemical analyses. Should any 
Doubting Thomas read these lines, we would re- 
fer him to pages 152-159 of the 1931 Proceedings 
of the American Society for Testing Materials, 
Vol. 31, Part 1. Here he can see graphically, pho- 
tographically, and statistically, a demonstration of 
the foregoing statement attested to by metallurgi- 
cal authorities above and beyond all challenge. 

Thickness of the casting, temperature of pour- 
ing, gating, chills and many other tricks of the 
foundry art enter into what answer rolls out of 
the bottom. Naturally the foundryman is more 
conversant with these tools of his trade than can 
be the designer or purchasing agent, so why not 
stick to physical characteristics necessary to 
achieve the function to be performed and leave it 
up to the foundryman to produce them. If it is 
necessary for him to alloy his iron with gold to 
achieve results you will learn of it from his bid. 
If another fellow can do the trick without using it 
he is your man; but make him come through. Be- 
ware the foundryman who “meets the price” with- 
out careful estimating. You can’t put a quart of 
feet into a pint of shoes, and the man who sells 
below cost does so because he is shaky, not on ac- 
count of his love for you. 

Another feature of buying castings is foundry 
consultation by the designer. 

Oft-times both the performance of the casting 
and its cost are seriously affected by design. A 
slight modification of the shape originally shown 
in the drawing may not only improve its strength 
and adaptability but permit an arrangement of 
equipment by the foundryman that will materially 
cheapen the cost. 

We recall a job for an automobile manufacturer 
not long ago where the foundry was given the 
order without consultation. The castings were 
furnished according to pattern and specification. 
The first lot delivered broke and a rvar came from 
the customer. Fortunately the engineer who had 
approved the drawings was a reasonable human 
being and received the foundryman, who had am- 
ple proof that he had fulfilled the requirements 
given him. In the conference which followed it 
quickly developed and was admitted by the cus- 
tomer that either a higher strength iron than that 
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originally called for or the addition of a fillet 
would do the trick. The conference also developed 
a modification of the molding set-up which cheap- 
ened costs to the mutual advantage of foundry 
and customer. 

We know of a manufacturer who operates a 
rather large foundry for both jobbing and his 
own work. The chief engineer of this concern told 
us that he would not let a draftsman put pencil 
to paper until he had served six months in the 
foundry. He claimed that the consequent under- 
standing between the drafting room and the foun- 
dry floor more than paid for this preliminary 
training. 

The Gray Iron Founders’ Society has printed 
and is always happy to supply to users of castings 
a leaflet entitled “Essential Information to Accom- 
pany Inquiries for Gray Iron Castings” but this, 
being of a general nature, is hardly enough. Each 
job has its own peculiarities and, while the infor- 
mation covered in the leaflet should be supplied 
with the order, foundry consultation before final 
approval of a drawing will always be amply repaid 
by the elimination of error and unnecessary cost. 

Finally, regarding the basis of sale, it would be 
well to consider piece-price versus price per pound. 
When the value is set on a piece of machinery it 
is made up of the sum of its several parts, not by 
its weight. Why then, in arriving at this valua- 
tion and consequent price, is it not more logical 
to know costs by the piece to start with? Surely 
no buyer of castings expects to obtain a part 
which may entail intricate and expensive coring at 
the same price per pound as a simple block of 
metal such as a counterweight where poundage 
is a primary consideration and shape and quality 
but minor ones. It simply doesn’t make sense, 
and yet this custom oft-times drives the consci- 
entious purchasing agent to the inefficient foun- 
dry and eventually even to expensive substitutes. 
The foundry which cannot say “no” should be 
regarded with suspicion. 

It is therefore recommended that physical speci- 
fications only be adhered to, performance demand- 
ed, consultation on specification and design be had 
with your foundryman, price cutters avoided and, 
last but not least, a price per piece be adhered to. 


Eliot Will Buy for Western Electric 


DOUGLAS F. G. ELIOT, general commercial manager 
for the Western Electric Co. for the past three years, 
was appointed General Purchasing Agent of the com- 
pany effective December 11th. In his new capacity he 
takes charge of a purchasing department which carries 
on a seventy-five million dollar buying job for the Bell 
System. A graduate of Yale University, 1909, Mr. 
Eliot has been associated with the company since 1911, 
when he started as a clerk in the New York distribut- 
ing house. He became a buyer in 1915, and later spent 
a year and a half with the Nippon Electric Co., a sub- 
sidiary. Following a period of army service during 
the war, he returned as a buyer with the International 
Western Electric Co., and in 1922 went back to Tokyo 
as comptroller of the Nippon Electric Co. and auditor 
of Sumitomo Electric Wire & Cable Works. In 1926, 
he was assigned to the London office for a brief period 
as European commercial manager for Western Elec- 
tric, and became a purchasing agent at the New York 
headquarters the same year. After some two years 
in this position, he was appointed personnel director 
in 1929, up to the time of his appointment as general 
commercial manager in 1937. 
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LARGE and increasing number of motor 

trucks are being used, not only to haul goods 
and materials from place to place, but also and in 
many cases primarily, for the mounting of tools 
and devices operated from the same engine that 
drives the vehicle. 

These tools are much the same as the ones per- 
forming similar labor-saving functions in station- 
ary applications. Minor changes may be required, 
and the power and weight involved must be ap- 
propriate for the portable nature of the installa- 
tion. But the real problem lies in the adaptation 
of the truck and the connection of its power sys- 
tem to the tool or device. 

Two general methods are used. In the first 
power for the auxiliaries is obtained through a 
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gear connection at the side of the vehicle t 
mission. The second arrangement require 
insertion of suitable gearing in the vehicle 
peller-shaft, usually between the transm 
and the front universal joint. 


The S. A. E. Power Take-Off 


Because of its simplicity, low cost and 
weight, the side-transmission take-off is used 
a wide variety of power application. Several! dit 
ferent types are available, each including a 
to mesh with one inside the vehicle transmissio1 
a shift rod to mesh and unmesh these gears, and 
a take-off shaft for driving the auxiliary mecha 
ism. According to the requirements, the take-of! 
may consist merely of a single gear, or of su 
a gear plus an idler gear, or in a more comp 
cated design, gears and shafts permitting 
speeds forward (high and low) and one reve) 

So well established is this take-off location 1 
truck transmissions for the medium-size 
larger models are furnished with an opening 








POWER TAKE-OFF 


S. A. E. Standard 


general installations of power take-off on the transmission gear bor. 
































The accompanying mountings and gear locations are applicable for tire pumps and all 















SMALL MOUNTING 





' 

H 
229'9} 
© & 
IDS! 

i 
. 


>O<c 
Ve 


Lo Gao Wbo'ty 
+ 


DOA qs 


< 
W NOG 





2000-- > 

















a 





P = 
Alternate Face 


of Flange 


"he ae. >| 





LaRGE MowunTING 


ea ite pepeste of the Transmission and Truck Divisions adopted by the Society August 1919. Last re- 








either side for mounting of the take-off. Cover 
plates are attached to these openings, to be re- 
moved when the take-off is to be installed. Most 
truck makers furnish transmissions with mount- 
ing dimensions and drive-gear locations as stand- 
ardized by the Society of Automotive Engineers. 

As shown in the accompanying drawing, the 
S. A. E. standard specifies the number, size and 
location of the attachment bolts, the pitch of the 
transmission gears, and the distance from them 
to the face of the mounting surface. The small 
mounting, it will be noted, contemplates the use 
of the reverse idler gear in the vehicle transmis- 
sion, while the large mounting uses the drive gear 
on the countershaft. 

In service the vehicle gearshift lever is placed 
in the neutral position, and a separate lever at 
the driver’s seat controls a shift rod in the take- 
off. The speed of the take-off drive-shaft may 
then be varied to a limited extent, by changing 
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the speed of the vehicle engine. Or the two-speed 
take-off previously mentioned may be used when 
it is desired to operate the vehicle engine at con- 
stant speed. 

In most take-off installations the shifting-rod 
yoke is toward the front of the truck (for connec- 
tion to the control lever in cab), and the shaft for 
transmitting power is toward the rear. This shaft 
may carry a sprocket or pulley to drive a tool 
mounted overhead in the truck body, or the driven 
tool may be attached to the take-off shaft, through 
a short-coupled joint assembly available in metal, 
fabric or rubber types. 

When as often happens, the driven tool or de- 
vice must be mounted some distance back of the 
vehicle transmission, the usual practice is to in- 
stall a flexible drive shaft assembly, with uni- 
versal joints at each end. This assembly is driven 
from the power take-off shaft; its two joints per- 
mit deviation from a straight line up to 10 or 15 
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degrees, in order to clear the muffler or other 


obstacles. In addition the assembly may be pro- 
vided with a slip or yoke arrangement at the 
front end of the shaft, thus permitting a telescop- 
ing action to compensate for any weave in the 
chassis frame. 


Propeller-Shaft Take-Offs 


Many tools or devices require practically full 
engine power for their operation. Such power 
may be secured by the use of a propeller or split- 
shaft take-off, mounted in the main drive line to 
the rear of the vehicle transmission. This also 
provides various types of gear connections, with 
a shifting device controlled by a lever near the 
driver’s seat. In this take-off, unlike the S. A. E. 
design, the various positions of the main trans- 
mission can be used to develop different speeds 
at the take-off shaft. 

The wide adaptability of the propeller-shaft 
take-off is well demonstrated by the models of- 
fered by a specialized manufacturer. The simplest 
of these consists of a sleeve mounted upon what 












A close-up view of typical power take-off mechanism 
and connection to the pumps and oil supply tank, 
mounted in the chassis frame to the rear of the cab 
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is practically an intermediate section of t! 
vehicle drive shaft. On this direct-driv: 
the sleeve carries a pulley or sprocket, 
transmits the power through a belt or « 
the tool attached on the truck floor just 
rear of the cab. 

Other models include a countershaft 
so the take-off drive shaft is either parall 
right angles to the main drive-shaft, t! 
mitting an extension to the rear or to 1 
One of the countershaft models may be h 
a special shifting device, so that the engin: 
may be used for normal vehicle operati 
operating the take-off with the vehicle at a 
still, or for operating the vehicle and the 
at the same time. 


Auxiliary Transmissions 


Still another method of delivering ful 
of the engine through the power take-of! 
the installation of a second or auxiliary 
mission, at the rear of the main gearbox 
auxiliary may have two or three speeds ! 
while a top-mounted take-off is provid 
high and low speeds forward and with o1 
reverse. The auxiliary transmission is al 
with standard S. A. E. openings on each si 
mitting the installation of a lighter tak« 
any event the driver will have three levers 
command: one for the standard transmi 
second for the auxiliary, and the third 
take-off control. 

The output torque as given by the mal 
these take-offs indicates in a general w: 
relative capacity and proper applicatioy 


An example of electric power equipment, transferrin 


loaded milk tank from truck to flat car by means 
endless conveyor chains 
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manufacturer offers a very complete line of S. A. 
E. take-offs, designed for intermittent or con- 
tinuous service when the output torque does not 
exceed 140 foot-pounds. The same company makes 
two sizes of top-mounted take-offs, for use on 
auxiliary gearboxes, with nominal ratings of 300 
and 430 foot pounds output torque at 500 revolu- 
tions per minute. Another manufacturer, of pro- 
peller-shaft take-offs, specifies the maximum 
torque as 220 foot pounds for regular-duty 
models, and 350 for the heavy-duty models. 
These torque ratings are necessarily approxi- 
mate, and when a more definite rating is desired, 
or a recommendation for a particular application 
is required, complete data should be submitted 
to the manufacturer for engineering analysis. The 
data should include specifications relating to the 
truck engine, transmission and axle ratios, tire 
size, gross weight, type 
of vehicle and tool or 
device to be driven, and 
the kind of service for 
which they will be used. 
Such information will 
enable the engineers to 
make intelligent recom- 
mendations as to type, 
capacity and gear ar- 
rangement of the take- 
off that will give satis- 
factory operation. But 
since the take-off gear 
must mate with one in 
the vehicle transmis- 
sion, and since several 
methods of assembling 
the drive-shaft and 
take-off rods are avail- 
able, great care must be 
taken in placing orders. 
One leading manu- 
facturer requests the 
following instructions, 
to eliminate errors and 
expedite shipments: 


(1) Make, model and 
year of truck to be used; also on which side (as viewed 
from rear) take-off will be attached. 

(2) If this truck information is not available, furnish 
gear pitch and pressure angle (of transmission gear to 
be used for driving take-off). 

(3) Unless standard shaft is desired (of specified diam- 
eter with round end), buyer should mention diameter and 
whether round end or S. A. E. taper is required, using 
options cataloged. 

(4) Give make and model of transmission, also serial 
number, particularly if model is non-standard. 

(5) Specify which way power take-off shaft and pull 
or shift rods are to project—whether to the front or rear 
of truck. 

_ (6) Specify whether power take-off driver in transmis- 
sion is found forward or to rear of center of power take- 
off opening. 

Aside from the selection of take-offs of ade- 
quate design and capacity, the buyer is faced with 
the choice of proper means of transmitting power 
from the take-off shaft to the working tool or de- 
vice. Here again the advice of competent engi- 
neers is essential. This may be obtained from 
the makers of the various components, although 
it should be analyzed and approved by the buy- 
er’s own organization, particularly by the depart- 
ments which will operate the equipment. 

Power-transmitting arrangements are to be 
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Oil pressures for operating the body hoist are 
conveyed from the pump by flexible tubing, the 
entire mechanism being controlled from the 
driver's seat 


had in many varieties, depending upon the tool 
or device to be driven. The oldest and still per- 
haps the most widely used, is what may be called 
the mechanical transmission, consisting of shafts 
and gears, with belt or chain drive. In recent 
years hydraulic, pneumatic and electric means 
have been used, these serving not only for trans- 
mission but also to simplify the control design. 


Mechanical Transmission 


First place in the mechanical class must be 
accorded the winch. Models are offered for the 
light trucks, driven from an S. A. E. take-off 
through silent chain to the drum shaft. For heav- 
ier work the application is through the propeller- 
shaft take-off, also with chain drive. Double-drum 
winches are usually installed with what amounts 
to a take-off mounted on a take-off. In this the 
cover of the propeller- 
shaft take-off is s‘re- 
placed by a second take- 
off, thus providing two 
separate drive shafts, 
one to handle the boom 
line used for raising and 
lowering a derrick or 
crane, and the other a 
fall line for lifting the 
load. Or with a single- 
drum winch, the second 
take-off may be used to 
drive some other device. 

Winches with their 
accompanying crane or 
derrick equipment are 
used in many different 
industries and_ busi- 
nesses; in oil-field work 
for laying pipe and for 
pulling rods and cas- 
ing; by the utility com- 
panies for setting poles 
and drawing cable; for 
the wrecker or emer- 
gency trucks that han- 
dle damaged or over- 
turned motor vehicles; for tree-moving by nursery- 
men; and for handling heavy machinery or goods 
by draymen, riggers, contractors, and the like. 


Hydraulic Applications 


The economical handling of bulk materials, 
coal, earth, sand, crushed stone, practically re- 
quires the power lifting of the body, whether 
mounted on truck or trailer. This lifting is accom- 
plished by a hydraulic hoist mounted inside the 
vehicle frame and pushing against the underside 
of a body, usually pivoted at the rear corners. 

The oil pressure operating these hoists, of the 
order of 60 to 100 pounds per square inch for 
each ton payload, is created in a small but rugged 
pump, driven ordinarily from an §. A. E. power 
take-off. Both the pump and the take-off are con- 
trolled from the driver’s seat, the former by a 
three-way valve connected through flexible tub- 
ing to the hoist or pump housing, and the latter 
by a lever attached through rods to the take-off 
shifting yoke. The control valve incidentally is 
often of three-way ball-check design, permitting 

Continued on page 90 


PURCHASING 








Buying for a BANK 


























WILLIS J. HART 


Purchasing Agent 
The First National Bank 
Madison, Wisconsin 


N BANKING, as in any other type of purchas- 

ing, certain characteristics are evident that are 
individual to its particular nature. To understand 
correct procedure, the Director of Purchases must 
be informed on general policies of banking and 
the seriousness of the execution of his duties. In 
the writer’s opinion there are very few businesses 
where accuracy and policy are more important 
than in this field. 

Forms which lend themselves to the various 
legal procedures must be studied and designed to 
comply with state and national laws, and it is 
often necessary to employ the assistance of bank 
attorneys to obtain results. In addition to this, 
definite steps must be taken to develop a depart- 
ment which will not permit any of the items used 
to become depleted or obsolete. In our case we 
have spent considerable time developing correct 
procedure; this through the process of elimination 
on a number of ideas conceived. 

In the case of carrying continued supplies and 
special forms in stock, we found that a perpetual 
inventory was most valuable. Our ‘Record of 
Stationery and Supplies” form, illustrated on this 
page, is used in a Visible Kardex File. It is de- 
signed to carry a record of the invoice by date 


RECORD OF STATIONERY AND SUPPLIES 


STOCK ON HAND 


TOTAL | UNIT: oF 
TOTAL Price |prica| CHARGED WHOM PURCHASED 


200 
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and quantity. When a new purchase is 
usually some of the previous supply is st 
hand. It is, therefore, necessary to arrang 
card to accommodate the new supply as wi 
the remaining balance. For quick reference 
form also requires the name of the supplie) 
the department to which it is charged; this pr 
viding the stock room control does not carry 
initial investment. As this form is the back! 
of the system used all other records revolve 
it. 

The “Stationery Requisition” is the tool } 
in the hands of the employes to enable th 
draw from the centralized stock room. It 
scription is covered in the sample itself. VW 
an item is requested by an individual it 
so in writing by anyone within a departmen 
the top of the form a list of the departme! 
shown which provides a space for checking 
before the requisition can be filled, the d 
ment head must authorize this expense. On 
quantity required is delivered, the stock 
manager fills in the form by designating 
amount released and initialing it, thus complet 
the transaction. Then he refers to the Reco) 
Stationery and Supply card pertaining to 
item and _ post 
information. 
includes the am 
released, the 
cost, the date 
plied, and the di 
ment to which 
sent. By doing 
daily he is 
keep a perpetua 
ventory of the « 
tity and the r 
ing cost cha 
against the 
room. 

When it is 
that the stock 
pleted to a_ pr 
where a _ reorde 
necessary, a san 
of the form or it 
needed is attached 1 
an ‘‘Approval 
Purchase” which 
filled in to reveal 
the parties concerned 
the expense that wil 
be incurred; the 
length of time th 
previous supply | 
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ed; the manner in which it should be wrapped 
and padded, or any other detailed information 
relative to the item in question. In nearly all 
cases this Approval of Purchase goes to a depart- 
ment head, who after noting comments and sug- 
gestions, forwards it to the Auditing Department 
where any change or new thought is investigated. 
Thus no form is reordered without a review of 
its suitability and possible improvement. 

When all detail has been worked out, the Pur- 
chasing Department receives the information 
which has been listed and acknowledged by signa- 
ture. Immediately steps are taken to obtain the 
article to be ordered. This Approval of Purchase 
is then placed in a file which is kept in bound 
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Use separate requisition for cach department 
Ee We Madison _..-..-------Dept. Mgr. 


form with any other data accumulated that per- 
tains to it. The file to which it is referred is best 
described by its title, “History File.” 


Herein are 
kept all suggestions, 


changes, and specifications 

along with prices, bids, and general information. 

As we have from 700 to 800 special forms that 

are of an individual nature, this file is most val- 

uable. It is arranged in alphabetical order and 
the form number is used as a cross reference to 
assist in its location. 

Another important phase of purchasing is the 
proper type of purchase order blank. A study of 
this resulted in designing a four-part form with 
snap-out features; this being furnished in num- 
erical order. After studying our problem it was 
found that the four parts 
were necessary, on the fol- 
lowing basis: 

Part I (Original Order). 
This serves as the requisi- 
tion governing authoriza- 
tion to the supplier. It 


yo-15- 1939 might best be described as 
the contract which is re- 
From the , The First i — : . : . . o 3 
Purchasing Dep't of Yadison, Wiscons _ leased to the source of 
Ne Tae: supply. 

| Joy ‘ ties . ’ 
Jones and COBPABY eae Part II (Alphabetical Copy). 
To 10 South Pinckney eee sete te wee This is placed in an alpha- 

° Number is oll cae ° . aa ie 

chicsg, T reorenaence o wil - betical file where it is held 

ae aan . rv. : 
a RROTEE Saas as a matter of record. This 

— | score poam | 4200 | 0° 
——— 


file does not require refer- 
ence to the numbers which 
appear in the upper right- 
hand corner. 

Part III (Store Room Copy). 
This is sent to the store 
room where it is filed until 
the supply delivered. 
Upon receipt of the mer- 
chandise the quantity is 
checked and initialed for 
by the Receiving Depart- 
ment. This record is then 
returned to the Purchas- 
ing Department where it 
is filed with the alphabeti- 
cal copy. Here it remains 
until the invoice re- 


is 





is 
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ceived and it then serves as a Fi 

release for final payment. _THE PIRST NATIONAL BANK 
Part IV (File Ahead Copy). STOCK ROOM CONTROL RECORD 

This is placed in a file-ahead 
file where it is held until the 
anticipated delivery date ar- 
rives. Each morning these 
are referred to and if delivery 
is not made during the day, 
follow up is brought about 
and usually the desired results 
are obtained within a day or 
two after. 

It will be noted that no desig- 
nated title such as, The First 
National Bank of Madison, Wis- 
consin, appears on our form. 
The absence of it is necessary 
for we operate a Purchasing 
Department that covers a num- ——— 
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ber of companies and outside interests. With the MEMORANDUM AND APPROVAL OF PURCHASE 
exception of this, the form would be suitable for (QU THE PIRST NATIONAL BANK (tse cewrran wt 
nearly every type of purchasing. Te Leon Departamnt Date. October 7, 193 

The establishing of records for expense carried Prom PURCHASING DOPARTIZNT \~ special Item 
on the books for the stock room is another im- Item or form to be purchased Letterheads ~ 11 x ob 
portant control. To accomplish this a “Stock Porm vo. None Supply on hand 25,000 Unit Cost Bb 
toom Control Record” form has been designed Last Source of supply Jones and Company 
that carries Date of Purchase, From Whom Pro- New Supply to be purchased from Jones end Coxipany 
cured, Name of Item, Purchasing Credits, Requisi- a — te oo eageaiaass 
tion Debits, and Balance. The first three of these Gantity -  Sae.-. Sow reply etl? dest : 
are self-explanatory. SPECIFICATIONS AND ‘RAPPING INSTRUCTIONS 

The column, “Purchases Credited” carries the en? Ee or MEE ne SeNNe> ee obser 
amount of the respective purchases. These are rr ee —e " 
totalled weekly to give an accumulated balance. ne nee See re? eee me ene 
As an offset, “Requisitions Debited” are also Submit proof on: Color = weight X Grade of paper 1 
totalled weekly; thus giving the stock room man- bi kal Tr i" pce nepal eae Alnalnaaa 
ager a figure which reveals to him the total ee ee ee 
amount of the investment charged against his ren ig a 
control on general books. Therefore, itis possible Me |. ___. pinata tdlaacear) ia 
to determine at the end of each week the amount ae tis aaa eo 
of money held in stationery and supplies. It is checked for revision or correction and changes noted on the 


attached as well as described in the space provided below, 


interesting to note the variation of the investment 
for one can readily see how this figure would fluc- 
tuate according to activity within the Purchasing 


“SS am \ FA. pf 
a | x k ) } UL 
and Stock Room Departments.  Sopattadye winager OD zovel 
One of the most important things to consider m , — oe inspection, Department Manager will sig 
ri ‘ and return this memoran t ‘om . 
when a form is purchased is the type of paper ee re ee 


used. In the banking field many records are kept 
over a period of years; consequently, thought 
Continued on page 92 
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TABLE I—BOND PAPERS | 

Life Of Per Per Classification | 

Paper In Cent Cent Substance Standardization 1 

Years Rag Sulphite Weight Report i} 

75 to 100 years 100% secs 20 Permanent Class A | 

50 to 75 years 80% 20% 20 Permanent Class B | 

35 to 50 years 10% 80% 20 Permanent Class ( 

25 to 35 years 60% 40% 20 Semi- “ Class A 
15 to 25 years 45% 55% 20 Semi- ‘“ Class | 
5 to 15 years 35% 65% 20 Semi- “ Class | 

3 to 5 years ae 100% 20 Temporary Cla \ 

0 to 3 years ae 90% 20 Temporary Class B 


LEDGER PAPERS 


50 to 100 years 100% ead 28 Permanent Class A 
35 to 50 years 75% 25% 28 Permanent Class B 
25 to 35 years 65% 35% 28 Permanent Class | 
15 to 25 years 45% 55% 28 Semi- “ 
5 to 15 years 25% 15% 28 Semi- “ 


0 to 5 years 100% 28 Temporary 
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If increased business activity 


Is prodding your operating 
schedules to the limit... if 
you are seeking means to 
boost parts production effi- 


ciency without added costs 
For additional products see Buyer's Directory, page 93 
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. » » remember that the stee! 
you use and how you use it 
-e vitally important. 

In thousands of plants dur- 
ing the past fifty years, Union 
Cold Drawn Steels and Union 
Drawn Field Service Men have 
helped achieve the very re- 


sults you seek. The time to 





use them=—is now! © 


oon ( 











ST Th 


Republic Steel Corporation REPUBLIC 
Massillon, Ohio Sree 


UNION DRAWN STEEL DIVISION 





BURLAP 





COPPER 
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THE MARKET PLACE 


A quick review of the market 








FTER a decline of 40% in bur- 

lap stocks since February, 
Calcutta figures of November 
showed a moderate increase, though 
inventory of heavy bag goods con- 
tinued to shrink. Mills are now 
operating on a 58-hour week in an 
effort to balance output and de- 
mand. U. S. supplies also dropped 
by 27% for the month and are 58% 
below the level of a year ago. 
Present stocks of 87 million yards 
are equivalent to about one month’s 
requirements at the current rate of 
use, and burlap afloat is in re- 
stricted volume. 


COAL 


QC)errur of bituminous coal in 
November was off from the 
October peak production, but aver- 
aged well above 9,000,000 tons per 
week, assuring an excellent record 
for the final quarter of the year. 
Industrial stocks were substantially 
higher in tonnage, but less in rela- 
tion to current high rates of use, 
being down to 40 days’ supply and 
the present balance will probably be 
maintained. Anthracite activity has 
failed to come up to expectations, 
and mine stocks are high. Produc- 
tion of coke is sharply up to the 
best rate in more than two years. 


‘THE expansion in copper output 

continues and the industry ap- 
pears to be leveling off at the rate 
indicated in October, bringing pro- 
duction into approximate balance 
with present brisk schedules of use. 
Most consumers’ stocks are ample 
to carry well into the first quarter, 
but there is some shortage of spot 
supplies sought by those not so 
well covered. 









noting major developments in 


supply, demand and prices of 


Demand 






U S. CONSUMPTION of burlap 

*is at an all-time high rate, with 
monthly cutup of about 90 million 
yards, but this can scarcely be sus- 
tained with inadequate supplies 
available and Calcutta production 
diverted from normal use by an- 
other large sandbag order during 
the month. Users are increasingly 
turning to cotton substitutes in this 
country. 





ITH industrial consumption 

at a high rate, tonnage de- 
mand is chiefly going into use, with 
little margin for building up stocks 
beyond the present ratio. There 
was a slackening of inquiry in the 
closing week of November. Lake 
dumpings are in high volume. The 
anthracite market has been lagging 
to date. 


D OMESTIC sales of copper in 

November amounted to 51,591 
tons, a decrease of 23% from Octo- 
ber. Shipments continue in good 
volume. Brass output is at practical 
capacity and may average 95% foi 
the fourth quarter, to set a new 
annual peak for the industry. De- 
mand is well diversified, going into 
normal as well as wartime channels. 


selected basic commodities 






Market 


HE sensational advance in bur- 

lap prices, supported by higher 
jute quotations and the inability to 
get sufficient supplies, reached its 
peak in the first week of November, 
when 40—10'%s went to 11% cents. 
There was a sharp drop to 103% to- 
ward the end of the month, but 
quotations rose again to 11 cents, 
90% above the price of three 
months earlier. The market was 
strong, and near futures at a prem- 
ium. Dealers are appealing for 
British governmental price control, 
fearing that they will lose their 
market altogether. 


OAL prices were notably weaker 

at the end of November. Ex- 
cept for by-product and special steel 
mill grades, the bituminous market 
was decidedely soft, while anthra- 
cite prices were running at 65 cents 
to $1.05 off circular. Secretary 
Ickes is trying to have code mini- 
mums set by January lst, and 
proponents of the plan are heart- 
ened by the Supreme Court decision 
affirming that the City of Atlanta, 
as a consumer, had no standing to 
maintain a suit assailing the con- 
stitutionality of the Coal Act. 






HE 1244 cent domestic price on 

copper was unchanged through 
November and appears to be 
strongly held, though foreign prices 
and futures on the outside market 
eased off in the closing weeks of 
the month. The market is es- 
sentially stable, and no change is 
anticipated unless the next buying 
movement should develop some- 
what earlier than now seems prob- 
able. 
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... IS CAPPED WITH STEEL 


Millions of times every day some- 
one flips the top off a cool, refreshing 
bottled drink. That top, which pro- 
tects the purity of the drink, is 
made of tin plate. 


From refreshment to furnaces, cans 
to clothing, matches to movies, our 
lives depend on steel. We sleep on 
steel springs, bathe in a steel tub, 
cook on a steel range, use food out 
of steel cans plated with tin, drive a 
steel car, work in a steel building 
at steel machines, and live securely 
because steel guards ournation’s bor- 
ders. To makeall the modern steels 
for these many uses requires modern 


equipment, and Youngstown has 
spent $94,000,000 in the past ten 
yearstokeepitsmillsup-to-the-minute. 
However, men are more important 
than machinery in the making of steel, 
and Youngstown is more proud of its 
experienced men than of all the 
equipment in the world. We in the 
sales department know how these 
workmen operate .... we've watched 
them in the mills and we know they 
won't allowa pound of steel to carry 
their name that isn’t the finest that 
can be made. You can’t blame us 
for being proud to offer the output 

of a bunch like that. 


* 


Cold Reduced Coke Tin Plate - Sheets - 
Plates - Pipe and Tubular Products - 
Conduit - Bars - Rods- Wire Nails-Tie 
Plates and Spikes 25-17B 














Supply 


COTTON 


NALYSIS of the world cotton 

crop estimates indicate that it 
will be in approximate balance with 
consumption, so that the carryover 
as of August 1, 1940 will be only 
slightly changed. Domestic mill 
stocks have been built up strongly 
in line with more active manufac- 
turing schedules. In finished goods, 
the large supplies bought in Sep- 
tember were pretty well used up by 
mid-November, and large W.P.A. 
purchases announced for December 
are expected to clear the market of 
surplus stocks. 


IRON and STEEL 
"THE rate of steel ingot produc- 

tion attained all-time high rec- 
ords, in percentage and in tonnage 
during November, and the industry 
ended the month at 94.4%, which 
appeared to be the practical phy- 
sical limit of plants as equipment 
repairs retarded operations in sev- 
eral cases. The state of consumer 
inventories is conjectural. The 
pressure for deliveries indicated 
actual use requirements, but a gen- 
eral relaxation after prices were an- 
nounced may indicate some earlier 
buying for stock. 


LUMBER 


UTPUT of lumber decreased 

quite sharply in November, but 
production for the year will total 
about 18% greater than in 1938. 
More significant is the reduction in 
stocks by more than 800 million 
feet, wiping out the large accumula- 
tions of 1937 by a_ substantial 
margin. 


NAVAL STORES 


HE naval stores conservation 

program for 1940 was approved 
last month, continuing payments to 
producers for limited operations on 
smaller trees. CCC stocks of rosin 
were further reduced, though at a 
slower rate. Stocks at southern 
markets were moderately up, the 
increase being 2% for rosin and 
5% for turpentine. 


PAPER 


HE paper production ratio rose 

in November to 99.2% of rated 
capacity, a full point gain over 
October’s all-time high. Paper- 
board operations held close to the 
October average of 84%. Canadian 
newsprint production is holding at 
good levels without encouraging the 
overbuying that characterized 1937. 
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Demand 


HERE was a lull in buying of 

print cloths, but otherwise tex- 
tile markets were active. Indus- 
trial constructions, mainly heavy 
goods accounting for about 40% of 
total output, are in excellent de- 
mand, and the mill backlogs of 
orders extend through February at 
present rates—partly purchased for 
stock. Apparel goods, representing 
another 40%, are moving more 
slowly, but the prospects are good 
for sustained buying into January. 


—G 





‘T HE backlog of unfilled orders 

at steel mills, even though ship- 
ments were catching up in Novem- 
ber, is reported as extended 11 to 
12 weeks ahead, with new inquiry 
still brisk. The adjustment of the 
Chrysler strike late in the month 
returns a substantial factor to steel 
consumption after nearly two 
months. 


HIPMENTS: and orders con- 

tinued in good volume, as con- 
struction projects mounted in all 
sections of the country except the 
Pacific Coast states, for a net gain 
of 24% over 1938. The heavy buy- 
ing of September seems to have 
had no lasting effect upon present 
demand. 


EMAND was dull for the first 
half of the month but improved 
notably in the latter half, when 
shipments were stepped up and 
maintained at a heavy rate, both for 
the domestic trade and for export. 





EMAND is heavy throughout 

the industry, and on a broad 
scale, augmented in recent weeks 
by the seasonal call for specialties 
and paper boxes. Some tapering 
off is expected in December. News- 
print consumption has been steadily 
gaining. 


Market 


RICES of spot raw cotton ad- 

vanced steadily throughout No- 
vember, registering a gain of 11% 
for the month, while futures 
reached new highs for the present 
contract season. Cloth prices, on 
the other hand, were generaliy 
downward by fractional adjust- 
ments, which appeared in sheetings 
near the beginning of the month 
and gradually spread to other con- 
structions. The decline ranged 
from % to 1% cent. Osnaburgs ran 
counter to the trend, gaining % cent 
on active demand as a burlap sub- 
stitute. 


N LINE with general expecta- 

tions, steel quotations for the 
first quarter were reaffirmed at pres- 
ent levels, removing some uncer- 
tainty among buyers. The action 
was taken despite considerably in- 
creased costs for labor and mate- 
rials. Independents supported the 
policy, though the group which has 
held to higher quotations on plates 
continued to quote that differential. 
Scrap prices sagged at mid-month 
and dropped sharply on the 30th t 
a figure of $19 at Pittsburgh, which 
may be interpreted as presaging 
curtailment of operations. 


7 HE general price schedule was 
firm. Southern pine quotations 
were off by about 1% early in the 
month, but later advances prac- 
tically recovered the loss, and prices 
are close to the year’s high. Hard- 
woods ruled firm and unchanged. 


RICE fluctuations were not 
wide, and there was no net 
change for the month in turpentine. 
The rosin list was generally down 


about 5 points, with losses up to 25 
points on medium grades. The 
most striking price movement oc- 
curred in Grade D rosin, which 
gained 90 points on the 17th, and 
lost the same amount four days 
later. 


6 sie general price schedule on 

paper is unchanged, though 
there have been some revisions on 
tissues, both up and down. Dom- 
estic mechanical pulp is up $2 per 
ton, and foreign pulp is up $4. New 
white rags are down. The contract 
price of $50 on newsprint has been 
reaffirmed for the first quarter of 
1940. 
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For Colorful Boxes 


Corrugated boxes combined by The 
Stein-Hall Starch Combining Process 
may be as colorful as desired, thanks 


to their low alkalinity. Attractive 














colorful papers, impractical in boxes 





made by any other method, may be 
used on the liners, lettering even 
more colortul printed thereon without 
fear of discoloration, streaking or 
dimming. The most delicate paste! 
shades on carton or on the labels of 
packages inside are unaffected. 
Boxes made by this process may 
now be obtained from many leading 
corrugated box manufacturers. For a 


complete list of their names write us. 


THE STEIN-HALL PROCES‘ 


CORN PRODUCTS REFINING CO. CLINTON COMPANY PENICK & FORD., LTD., INC 


17 Battery Place, New York City Clinton, Iowa 420 Lexington Ave., New York City 


STEIN, HALL MFG. CO. A. E. STALEY MFG. CO. STEIN, HALL & CO., INC 
2841S. Ashland Ave., Chicago Decatur, Illinois 285 Madison Ave., New York City 





For additional products see Buyer's Directory, page 93 








Supply 


PETROLEUM 


PETROLEUM output in Novem- 

ber averaged more than 3.6 mil- 
lion barrels daily, holding to the 
high October rate. Production 
fluctuated from a high of 3,818,100 
barrels at mid-month to 3,341,000 
barrels in the closing week. Stocks 
of crude mounted steadily and sub- 
stantially to a total of more than 
231 million barrels. Gasoline in- 
ventories of more than 75 million 
barrels would ordinarily prove 
burdensome, but are not excessive 
in view of good export volume and 
continued good motoring weather. 
Supplies of light fuel oil were some- 
what scarce. 


RUBBER 


GS Pot supplies of rubber were 

scarce in November, and ar- 
rivals are light though shipments 
were heavy and there is an excep- 
tionally high tonnage—more than 
100,000 tons—afloat. The Interna- 
tional Rubber Regulation Commit- 
tee raised the export quota to 80% 
of basic quotas, making available an 
additional 26,000 tons for the first 
quarter of 1940. Exports from pro- 
ducing countries are higher than for 
two years past and exceeded quotas 
in the first ten months of the year 
by 26,453 tons. 


TIN 


HE world’s visible supply of 

tin was down about 9% in No- 
vember, from the exceedingly high 
figure of October but well above the 
level of two months earlier, with a 
large carryover in the Far East to 
offset the deciine. Supplies are re- 
garded as ample in this country, as 
much tonnage is being diverted here 
because of a more favorable market, 
and tonnage afloat continues well 
above normal. The buffer pool is 
releasing some metal, and the ex- 
port quota has been reaffirmed at 
100% for the first quarter of 1940, 
though recent shipments have not 
attained that volume. 


ZINC 


INC ore. production, which 

reached 9,200 tons in the first 
week of November, sagged to 8,400 
tons in later weeks, as output was 
more than sufficient to meet current 
smelting schedules and stocks were 
mounting. Despite the fact that 
domestic output is ample, consider- 
able Canadian metal was brought 
into this country during the month. 
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Demand 


EMAND for petroleum prod- 

ucts was well sustained in 
virtually all fields—motor fuel, fuel 
oil, kerosene and lubricants. The 
Bureau of Mines estimate of De-- 
cember market requirements was 
virtually unchanged from Novem- 
ber, at 3,619,700 barrels of crude 
daily. 





S. CONSUMPTION of rubber 

*set a new all-time monthly 
record in October, at 55,764 tons, 
and demand continues at a high 
rate. World absorption is slightly 
down, chiefly due to curtailment of 
shipments to Germany. Trading 
was active, but the immediate con- 
cern is with tonnage already en- 
route to this country and subject to 
wartime shipping hazards and delay 





EMAND continues brisk from a 

variety of consuming industries 
and consumption in this country is 
rising, contrary to the world trend 
at the present time. A resumption 
of the governmental tin buying pro- 
gram is expected to materialize this 
month. 


EMAND for zinc was only 


nominal, sales tapering to less 


than 3,000 tons per week, while the 
backlog of unfilled orders was 
drastically reduced from more than 
80,000 tons to 67,640 tons at the end 
of the month. 


Market 


BxXCEPT for an easiness in 

wholesale gasoline prices at 
mid-month, and a reduction of 10 
cents per barrel on 1940 top prices 
for bunker oil, the price schedule 
was firm and slightly advancing. 
Pennsylvania crudes were advanced 
10 cents on December Ist, the third 
price increase within two months. 
Domestic fuel oils and kerosene 
were fractionally higher, and gaso- 
line prices were advanced 1/10 to 
14 cent in eastern markets on De- 
cember Ist. 


UBBER quotations eased dur- 

ing November. There was a 
decline from 2034 to 20% cents 
early in the month, followed by a 
strong advance in the second half, 
but liquidation in the closing days 
brought quotations back to 20% 
cents. A new contract on rubber 
futures has been proposed by the 
Commodity Exchange, permitting 
delivery of both baled and cased 
rubber; only cased rubber is ac- 
ceptable under the present contract. 
The change would broaden the mar- 
ket and conform more closely to 
trade standards. 


HE reaction from September’s 

abnormal price continued into 
November, reaching 51 cents on the 
15th in a distinctly soft market. 
For the next two weeks there was 
a steady strengthening of prices, 
supported by good buying, up to 
5414 cents on the 28th, but by the 
end of the month quotations were 
back at 5214 cents, showing no par- 
ticular strength though still above 
the foreign price. 


T HE October price of 6.50 cents, 

East St. Louis, held through 
November in a very thin market. 
Price cutting appeared in the clos- 
ing week, second hand metal sold 
off, and by the end of the month 
it was conceded that 6.00 cents was 
the actual market, and on December 
ist the official quotation established 
the new level after two months at 
the higher figure. 
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Ten manufacturers of articles which might 
be found in Santa’s bag use Scovill’s 
metals and Scovill’s engineering and manu- 
facturing facilities to put into physical form 
their ideas for winning new markets or low- 
ering costs. 

Some of them needed metal parts made 
better, or faster, or more economically, than 





they could do it themselves; and for these 
Scovill takes care of complete production 
and assembly. Others purchased Scovill 
brass, bronze, or nickel silver in the 
form of sheet, rod, wire or tubing — and 
from this material fabricated within their 
own organization the products which they 
market. 


METAL AND METAL PARTS... in Quantity 


Thousands of other manufacturers—of bicycles, cosmetics, underwear, electrical equipment 


—give Scovill the job of supplying the metal ingredients for their products . . . base metal 


or quantity-ordered parts forged, turned or stamped from brass, steel, aluminum. copper, 


etc. ... screw machine products . . . 


drawn shells .. 


. small fabricated parts. On plumbers’ 


brass goods, condenser tubes, containers and closures. 





To those of you who have not before realized the great extent of Scovill’s service to indus- 
try—we suggest investigating how Scovill’s designers, engineers and production equipment 
can be put to work on your ideas in metal. As a starter, why don’t you read through “Masters 
of Metal”? Write 42 Mill Street. Waterbury, Connecticut for a free copy. 


SCOVIL 


MANUFACTURING COMPANY 
WATERBURY, CONNECTICUT 








Masters af Metal Boston, Providence, New York, Philadelphia, Syracuse, Pittsburgh, Detroit, Chicago, Cincinnati 


San Francisco, Los Angeles. IN CANADA: 334 King Street, East, Toronto, Ontario 











For additional products see Buyer’s Directory, page 93 
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KEEP YOUR PRODUCT FROM 


YOU WHO MANUFAC- 
TURE PRODUCTS USING 
SCREWS ARE FORTUNATE 
TO HAVE IN ONE DEVICE 
A METHOD OF 


saving up to 50% in assembly 
cost, and 





building longer life into your 
products. 


ial 


The Phillips Recessed Head Screw drives faster and the head 
sets up tighter. No danger of driver slipping from the 
screw’s recess, so power drivers are used more often. 
And the screws~— recessed for maximum strength in 


set up flush without pilot holes, without 
split heads, without burrs. @ There’s so much more 
holding power ina Phillips Recessed Head Screw that 
you can often use fewer or smaller, Jower cost sizes! 


PRECISION FIT Stops Fumbling, Crooked Driving, Burrs 


The Phillips Recessed Head Screw determined after months of research. The 
clings to the driver. The driver centers recess utilizes the driver’s 
in the screw’s recess, drives straight with 
one hand free to hold the work. Absence 
of shearing action means no burrs. of Phillips Drivers give best efficiency 
Shape, taper and depth of the genuine over entire range of screw sizes. 2 driver 
Phillips recess were sizes fit diameters *5 to #16 inclusive. 


maximum 
turning power without sacrifice of 
strength in the screw head. Four sizes 





= 
Se PHILLIPS 
> SCREWS 


= 


5... 
= THIS BOOKLET will 
~ help your plant to cut 
assembly costs 50% and 
more. Address one of 
the firms below 


RECESSED HEAD SCREWS 


tree copy. 





MACHING'SCREWS SHEET M@FAL SCREWS WOOMSCREWS STOVEBOLTS 
WS. Pat. on Product and Methods Nos, 2,046,3432 2,046, 8372 2,046,839: 2,046 ,8407 2,08 $5: s4 ‘: 85 ye WU .48% 
American Screw Co., Licensor, Providence, R. |}. The Lamson & Sessions Co., Cleveland, Ohio Pheoll Manufacturing Company, Chicago. Illinois 
: : Russell, Burdsall & Ward Bolt & Nut Co., Port Chester, N. Y. 
Continental Screw Co., New Bedford, Mass. National Screw & Mfg. Co., Cleveland, Ohio Scovill Manufacturing Co.. Waterbury, Conn. 
Corbin Screw Corporation, New Britain, Conn. Parker-Kalon Corporation, New York, N. Y. Shakeproof Lock Washer Co., Chicago, Illinois 


— Geete bevee te VRE PHILLIPS SCREWS 
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FF. 0. B. 


(Filosofy of Buying) 


N these fast moving times, 

it’s quite a job just to keep 
up with the new vocabulary of 
business and economics. An eco- 
nomist friend advises F.O.B. to 
get familiar with the new term 
(a synthetic product) “monop- 
sony.” It is said to be circulating 
now in the rarified atmosphere 
of the higher theories, but may 
be expected to get down to our 
level shortly. No absolute defini- 
tion is available at the moment, 
but in general it is the buying 
equivalent of the term “‘monop- 
oly” as applied to sellers. In 
other words, it describes the sit- 
uation where a buyer is suffi- 
ciently influential that he is not 
bound to pay the seller’s quota- 
tion but has something to say 
about what he will pay for a 
product. It may serve a useful 
purpose in taking some of the 
curse off the term “monopoly”, 
which is being rather loosely ap- 
plied to anything short of 100% 
simon pure competition. We pass 
along the tip because if you have 
been able to beat the market on 
a purchase, the chances are that 
you’re a monopsonist. They can’t 
put you in jail for it, yet. Neither 
is it a fighting word, particularly 
if it is said with a smile. 


This month’s assist is 
credited to “Uncle Jake” 
Kindleberger of the Kala- 
mazoo Vegetable Parch- 
ment Co., and is lifted from 
the November issue of the 
very stimulating house or- 
gan, the KVP Philosopher: 
“The salesman who knows 
more bartenders than pur- 
chasing agents will soon be 
on relief.” 


We suspect that many an 
eyebrow will be lifted at 
the report in the Philadel- 
phia papers of November 
10th, stating that Col. A. E. 
Herrmann, Assistant Di- 
rector of the Department of 
Purchases and _ Supplies, 
was awarded a trophy by 
the Reciprocity Club. 


HE N. A. P. A. is recircu- 
lating some timely pages 


from the Bulletin of October 5, | 
1938, relating to the seasonal | 


problem of what to do about 
Christmas gifts from suppliers. 
It reproduces nine specimen an- 
nouncements 
sentative companies, discourag- 


issued by repre- | 


ing or flatly forbidding the prac- | 


tice, and cites the statements of 


the N.A.P.A. Standards, the | 


Federal Trade Commission, and 
Printer’s Ink bearing upon the 
subject. The consensus seems to 
be that “There ain’t no Santa 
Claus in business,” and that ven- 


dors ought to accept that situa- | 


tion realistically. Good will is a 
twelve-months-a-year 
tion, and a sentimental gesture 
at the holiday season—neces- 
sarily distorted by being made 
on a wholesale scale, and at its 
very best slightly tainted with 
the commercial implication— 
isn’t going to enhance a yood 
record or atone for lapses in 
service. As a matter of fact, 
since public opinion has pretty 
definitely made it an embarrass- 
ing subject, even though there 
are plenty of individual cases 


which might be justified, it is | 


more likely to work the other 
way and prove a boomerang. 
Last year a purchasing friend 
was disturbed to note that an 
unusually large proportion of 
the gadgets which came to him 
had been “personalized” by 
stamping or engraving his in- 
itials upon them. It worried him 
to see so much individual atten- 
tion go wholly to waste. He con- 
scientiously returned each and 
every one, but before doing so 
affixed a neat label in front of 
the initials. It bore a single word 
—“From.” 
e * 
And from F.O.B., who 
deeply cherishes the friend- 
ships and good will that 
have grown through years 
of working with purchas- 
ing men, a sincere and per- 
sonal greeting is extended 
to every reader. The best 
of Christmas cheer be 
yours, and may your curve 
of happiness turn steadily 
upward to new highs for 
1940. 


proposi- | 
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POWER BITS 


for Phillips (e) 
Screws = for Slotted 


Screws 
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Apex-Phillips Power Bits cove: 
the entire range of Philli; 
Screws and, in design, to fit al 
makes of electric air and spira 
drivers. 


Power Bits for Slotted Screw 


| are made for all types of Powe 
| Tools and in sizes from No. 4 t 
| No. 16 screws. 


Apex Power Bits are 


made 


| from a special shock-resistin; 


| 
| 


| 





| 
\ 


steel, heat treated and tempered 
to give maximum hardness, 
toughness and wear resistancs 
Apex-Phillips Hand Screw 
Drivers are General Purpose and 
Super Service types. The Supe: 
Drivers are recommended 


self-tapping and case-hardened 
screws. 


Prompt deliveries. 


Lower tool costs are a ce! 
tainty when you use APEX. 


HAND DRIVERS 





Write for Catalog No. 11 


Phillips License No. 2 
Patents Nos. 2046837-38-4 


The Apex Machine & Too! Co 
Dayton, Ohio 
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NOVEMBER 2 


OIL CITY—Dinner meeting 
of the Northwestern Pennsyl- 
vania Association, at the Wa- 
nango Club. Speakers included 
T. D. Jolly of Pittsburgh, Presi- 
dent of the N. A. P. A.; George 
E. Price, Jr., of Akron, District 


Vice President; D. G. Clark of 
Pittsburgh, Chairman of the 
National Educational Commit- 
tee; O. R. Knox of Knox Glass 
Associates; Walter Brubach of 
Gulf Oil Co., Pittsburgh; and F. 
H. Bellows, President of the 
Akron Association. 





wewmeeeme fll 


Complete box shipped 
| and stored in the flat. 
| Easy to assemble at 

minimum cost without 

| using staples, tape or 
glue. 
Triple fold corners of 
body provide piling 
strength and keep out 
dirt, dust and moisture. 
Smooth inside. 


Box is packed with 
open top—no project- 
ing flaps in the a 
cover of box is locked 
on with the scored 
folds. 


Folds at end of box 
provide hand holds for 


carrying. - 











OR GLUE. 


BRUNT & 


6935 W. 65th STREET 





RUNT builds 
better BOXES 


WHEN YOU HAVE A PACKAGE PROBLEM BRUNT 
ORIGINAL DESIGNS PERFORM WHERE STANDARD 








HERE AT LAST is an extra strong shipping box which is 
shipped absolutely flat to the consumer, and can be com- 
pletely assembled WITHOUT THE USE OF STAPLES, TAPE 
It is an ideal multiple trip box which can be 
easily knocked down for return to shipper, or for storage. 


CORRUGATED FIBRE BOXES 
CORRUGATED PAPER PRODUCTS 


COMPANY 


CHICAGO, ILLINOIS 


7ovcn fiames 
4 se ats 











HOUSTON — Annual barbe- 
cue and golf tournament of the 
Houston Association, at Brae 
Burn. Roy Reeder won the tour- 
nament for the eighth time in 
nine years. 


SAN FRANCISCO — Lunch- 
eon meeting of the Northern 
California Association, at the 
Palace Hotel. Speaker: Albion 
Ross, Foreign Editor of the San 
Francisco Chronicle, ‘“What’s 
Doing in Europe—Observations 
of an Eye-Witness.”’ 





NOVEMBER 7 


SEATTLE — Tenth annual 
products exhibit sponsored by 
the Washington Association, at 
the Olympic Hotel. Sixty manu- 
facturers were represented in 
the various displays. Karl L. 
Bates presided at the dinner 
meeting, with W. B. Donaldson 
serving as toastmaster. Speak- 
er: J. W. Spangler, Vice Presi- 
dent of Seattle First National 
Bank and director of the U. S. 
Chamber of Commerce, “The 
Perils of the Hour.” Honor 
guests included Mayor Arthur 
B. Langlie; N. J. Frayne, Presi- 
dent of the Washington Manu- 
facturers’ Association; W. W. 
Williams, President of the Se- 
attle Chamber of Commerce; 
Allan Porter, President of the 
Seattle Association of Credit 
Men; G. P. Locker, District Vice 
President, N. A. P. A.; Albert 
Baker of Vancouver, President 
of the British Columbia Associa- 
tion; and Fred Nowotny of Port- 
land, President of the Oregon 
Association. Frank A. Carson 
was chairman of the committee 
in charge. 


TULSA—Plant visit and din- 
ner meeting of the Tulsa Asso- 
ciation, at the B. W. Vinson 
Supply Co. 


SAN FRANCISCO — Lunch- 
eon meeting of the Northern 
California Association, at the 
Palace Hotel. Speaker: Arthur 
Ellenburg, Attorney of the Cali- 
fornia Packing Corp., “Patent 
Law as It Applies to Purchases.” 
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CAN YOU TELL ME CLIPPER LACED BELT 
WHAT BELT JOINTS JOINTS ,OF COURSE 
LAST LONGEST ? 





“THAT’S RIGHT. . . YOU'RE RIGHT!” 
CLIPPER LACED BELT JOINTS LAST MUCH LONGER 


Clipper Belt Hooks are completely independent 
assuring flexibility ... No carding remnants left 1 
stiffen joint or prevent proper imbedding . .. Hoo! 
are double staggered, preventing broken belt fiber 

LUBRIHIDE Connecting Pins provide perma 
nent lubrication of continuously flexing joint: 
These pins not only outwear all other types, but 
they greatly reduce fatigue strains on hooks . 
LUBRIHIDE Pins are packed as standard wit 
ALL Clipper Belt Hooks at no increase in pric 
Order from your mill supply jobber today. 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S.A 








Double staggering 
of Clipper Hooks 
distributes strain 
evenly.—> 








Copyright 1989, Clipper Belt Lacer Co 
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NOVEMBER 8& 


BUFFALO—Dinner meeting 
of the Buffalo Association, at 
the Hotel Lafayette. Speakers: 
Thomas D. Jolly of Pittsburgh, 
N.A.P.A. President, and Robert 
Porter of Philadelphia, District 
Vice President. Wilbur C. Volk 
conducted a forum discussion of 
purchasing problems. 

NOVEMBER 9 

LOS ANGELES—“Petroleum 

Industry Night” dinner meeting 


of the Los Angeles Association, 
at the Elks Club. William C. 


>rooks, District Purchasing 
Agent of the Standard Oil Co. 
of California, was chairman of 
the day. Speakers: J. R. Pem- 
beiton, California State Oil 
Umpire, “The Development of 
the Petroleum Industry in Cali- 
fornia,” and W. R. Guiberson, 
President of W. R. Guiberson 
Co., “Growing Pains of the 
Petroleum Industry.” 


DENVER — Dinner meeting 
of the Denver Association, at the 
Denver Athletic Club. Motion 
picture, “More Precious Than 
Gold,” depicting the manufac- 





“information, Please!’ 


When you need intormation, you go to an expert. 


On adhesive problems, Purchasing Agents who de- 


mand pertect 


labeling, wrapping, or 


case sealing 


naturally call in the “MIKAH BOYS!” 


Nationa, ADHESIVES 


DIVISION OF 
Nationa Starch PrRooucrs inc. 


820 Greenwich St., New York 


Chicago - 


Philadelphia - Boston - San Francisco 


and All Principal Cities 
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ture of steel, shown through 
courtesy of the Sheffield Steel 
Corp. 


SPRINGFIELD — Annual 
“Sales Executives Night” dinner 
meeting of the Western Massa- 
chusetts Association, at the 
Hotel Kimball. William M. Case 
of Perkins Machine & Gear Co. 
presided. Nelson C. Smith, 
President of the Atlantic Coal 
Co., Boston, spoke for the sales- 
men, and William G. Morse of 
Harvard University spoke for 
the purchasing agents. 


PHILADELPHIA — Dinner 
meeting of the Philadelphia 
Association, at the Bellevue- 
Stratford Hotel. Open forum 
discussion of purchasing poli- 
cies under present conditions, 
and the cooperative movement. 


BIRMINGHAM—Meeting of 
the Birmingham Association. 
Report on the District Council 
meeting in Louisville, by C. A. 
Lauthner. 


DALLAS Golf tournament 
of the Dallas Association, at 
Glen Lakes Country Club. The 
committee in charge included C. 
F. McAuliff, General Chairman, 
John Babcock, J. R. Millikan, R. 
A. Schweiger, J. E. Johnson, B. 
R. Newberry, Robert Whitten, 
and W. G. Wood. 


NOVEMBER 13 


BOSTON — Dinner meeting 
of the New England Association, 
at Schrafft’s. Commodity and 
market discussion, under the di- 
rection of General Commodity 
Chairman Henry G. Saumseigle, 
City Purchasing Agent at Wal- 
tham, Mass.; forum on “Analy- 
sis of Bids,” led by Vincent de 
P. Goubeau, Division Purchas- 
ing Agent of the United Fruit 
Co. 


READING — Dinner meeting 
of the Reading Association, at 
the Iris Club, Wyomissing. I]lus- 
trated lecture on oil refining, by 
Karl Kreech, assistant superin- 
tendent of the inspection depart- 
ment, Atlantic Refining Co., 
Philadelphia. 


LANCASTER, OHIO — In- 
spection trip of the Columbus 
Association, at the Ohio Fuel 
Gas Company’s compressor sta- 
tion, followed by a dinner meet- 
ing at the Georgian Tea Room. 
D. R. Croft, superintendent, 
spoke on technical aspects of the 
gas industry. 
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I never noticed that we needed those bars 
until last night. What a jam we'd be in 


without that steel this morning! 
“Lucky I had the salesman’s phone number.” 


st at at wt 
One more case history, demonstrating what Frasse 


can and will do in an emergency. In this instance, the 





a —) 
FRASSE MECHANICAL STEELS INCLUDE: COLD FINISHED BARS 
DRILL ROD - SAE ALLOY STEELS - STAINLESS STEELS - TOOL STEELS 
= WIRE - SEAMLESS AND WELDED TUBING - C.R. STRIP AND SHEETS 











*Name on Request 


For additional products see 


CL/INKER 





‘CON TEMPG 


HERE COMES MY STEEL ! 


“Phew! That was a close one! Funny how 


customer* phoned the Frasse salesman’s home at 9:00 
P.M. The order was relayed to the warehouse foreman, 
and the steel delivered to the customer's plant, 30 


miles distant, at 10:00 the next morning. 


Thousands of steel users know Frasse for a “depend- 
able outfit” — be it routine or emergency. Fat years or 
lean—they can always depend on Frasse cooperation. 
Why not get acquainted with it yourself? 


FOUNDED 1816 






Grand Street at Sixth Avenue, New 
York City ¢ Stocks at New York 
Philadelphia ¢ Buffalo ¢ Jersey City 
Sales Offices ¢ Harttord ¢ Baltimore 
Rochester ¢ Syracuse ¢ Jamestown 


foeae 
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NOVEMBER 14 
TOLEDO—Plant visit of the 
Toledo Association, with the To- 
ledo Chapter, National Associa- 
tion of Cost Accountants, at the 
new plant of the Toledo Scale 
Co. 


CHATTANOOGA — Dinner 
meeting of the Chattanooga As- 
sociation, at the Hotel Patten. 
Motion picture, “The River.” 


CINCINNATI—Dinner meet- 
ing of the Cincinnati Associa- 
tion, at the Hotel Gibson. Com- 
modity reports and discussion, 





led by E. L. Clayton. W. McK. 


Reis, Chairman of the 1940 
Convention Committee, pre- 


sented further plans for the con- 
vention. 


VANCOUVER Dinner 
meeting of the British Columbia 
Association, at the New Van- 
couver Hotel, marking the tenth 
anniversary of the association’s 
organization. Speaker: W. J. 
Risk of the William O’Neil Co., 
“The History of Credit, and Its 
Present Practice.” A summary 
of Chapter 3, N.A.P.A. Hand- 
book of Purchasing Procedure, 
was presented by D. A. Duff of 
B. C. Equipment Co., Ltd. 











IMPORTERS + 


545 
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hristmas (yifts 


FROM L. & C. MAYERS CO. 
FOR CUSTOMERS, OFFICIALS, EMPLOYEES 


DIAMONDS + WATCHES 
JEWELRY SILVERWARE 
CLOCKS TROPHIES 


LAMPS 


Our 1940 catalog offers our trade the most outstand- 
ing values in our 27 years’ history 
stocks and enlarged facilities assure you prompt 
service. Behind every transaction is the guarantee of 
satisfaction. originated 27 years ago, that has gained 


for us the confidence of leading purchasing agents. 


L&C. MAYERS C0. 


MANUFACTURERS > 
AVENUE, 
170 BROADWAY, 


BUFFALO «+ 


ELECTRICAL WARE 


GLASSWARE 
LEATHER GOODS 


CAMERAS RADIOS 


Our increased 


DISTRIBUTORS 
NEW YORK 
NEW YORK 


4LBANY + HARTFORD 
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MILWAUKEE — Dinner 
meeting of the Milwaukee Asso- 
ciation, at the Elks Club. Speak- 
er: Dr. Hilmar C. Krueger, 
Chairman of the Department of 
History and Political Science, 
University of Wisconsin, “Can 
They Afford to Fight?” 


NEW YORK—Dinner meet- 
ing of the Metropolitan Pur- 
chasers’ Assistants Club, at the 
Hotel Great Northern. Speaker: 
Elliott B. McGrew, Assistant 
General Purchasing Agent, Gen- 
eral Cable Corp., “The Personal 
Side of Purchasing.” Motion 
picture, “Power Within,” shown 
through courtesy of the General 
Motors Corp. 


NOVEMBER 15-16 


CHICAGO—Eleventh annual 
products exposition sponsored 
by the Chicago Association, at 
the Hotel Sherman, featuring a 
comprehensive display of indus- 
trial products and materials car- 


rying out the central theme, 
“What Is New in Industry.” 
Speaker at the Wednesday 


luncheon meeting was Donald 
McGibeny, N.B.C. commentator, 
“The World Today.” At the 
Thursday meeting, Lee Buss- 
mann of St. Louis was toast- 
master and Cornelius Vander- 
bilt, Jr., spoke on “Men Behind 
Europe.” 

NOVEMBER 15 
NORTH BILLERICA, MASS. 
Inspection visit of the New 

England Association, at the loco- 
motive repair shops and store- 
house of the Boston & Maine 
Railroad. The “Flying Yankee,”’ 
new high speed stainless steel 
streamliner, was inspected. 


ERIE—Dinner meeting of the 


Erie Association, at the Press 
Club. Speaker: Samuel Irvine, 
Vice President and General 


Manager of the Aero Supply 
Mfg. Co., Corry, “Progress in 
Aeronautics.” 


SALT LAKE CITY — Four- 
teenth annual stag dinner party 
of the Utah Association, as 
guests of the Utah Manufactur- 
ers’ Association, at the New- 
house Hotel. 


NOVEMBER 16 
CLEVELAND-—Silver Anni- 
versary dinner meeting of the 
Cleveland Association, at the 
Hotel Cleveland. The program 
was arranged and conducted by 
past presidents of the Associa- 
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In Production 














and 


Research 


For 
HANDLING HEAT 


Three Norton materials—fused 
alumina (Alundum), silicon car- 
bide (Crystolon) and fused mag- 
nesia make it possible to meet 
individual conditions—for melt- oe 
ing metals, for heat treating 
metals, for enameling metals. 
And for research or routine 
testing there’s a complete line 
of Norton refractory laboratory 
ware—for ignition, incineration 
or filtration. 











NORTON COMPANY . WORCESTER, MASSACHUSETTS . U. 


New York Chicago Detroit Cleveland Philadelphia Pittsburgh Hartford London 
BEHR-MANNING DIVISION, TROY, NEW YORK 
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tion, with C. W. Head of Pitts- 
burgh, 1927 President, as toast- 
master. Eight charter members, 
including Holmes Mansfield, first 
President, were given special 
honors. N.A.P.A. President T. 
D. Jolly of Pittsburgh, and Dis- 
trict Vice President George E. 
Price of Akron, were present. 
W. G. Winship was in general 
charge of the arrangements. 
SCHENECTADY — Dinner 
meeting of the Hastern New 
York Association, at the Mo- 
hawk Club. Speaker: Frank B. 
Cliffe, Assistant Comptroller of 


ALWAYS THE BEST BUY > 


FOR YOUR COAL 


PURCHASING DOLLARS 


the General Electric Co., “Social 
Security—What Has Congress 
Done for or to the Citizen?” 
Commodity discussion, led by 
Dunean Macfarlane. 


SAN FRANCISCO—Annual 
“Big Game” dinner meeting of 
the Northern California Associa- 
tion, at the Palace Hotel. The 
program included talks by sev- 
eral football celebrities. 


BIRMINGHAM—Meeting of 
the Birmingham Association. 
Speaker: Capt. J. E. Getzen of 
the Birmingham office of the 





Champion quality begins deep underground 


in nature’s finest bituminous coal seam and 


ends in the ultra-modern Champion Mechan- 


ical Cleaning Plants where every ton is 


RHAMPION COAL! 





“It’s the Best” 


minimum cost. 


scientifically cleaned, screened, sized and 
graded to meet the varying requirements of 


the coal consuming markets. 


Champion Coal gives maximum heat at 


Ask for Champion— it’s the best. 


PITTSBURGH COAL COMPANY 


General Sales Offices: Oliver Bldg., Pittsburgh, Pa. 
Baltimore, Md.; Cleveland, Ohio; Sault Ste. Marie, Mich.; Buffalo, N. Y.; 


Utica, N. Y.; New York City; 


Philadelphia, Pa.: Youngstown, Ohio. 


PITTSBURGH COAL CO., LTD., London, Ont.; Hamilton, Ont.; Toronto, Ont.; Windsor, Ont. 
PITTSBURGH COAL COMPANY of Wisconsin, Duluth, Superior, Minneapolis, St. Paul. 
MILWAUKEEE WESTERN FUEL COMPANY, Milwaukee, Wisconsin. 
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Ordnance Department, U. S. 
Army, “The Birmingham Dis- 
trict in Case of War.” 


DETROIT—Plant visit of the 
Detroit Association, at the 
United States Rubber Co. 

NOVEMBER 17 

PORTLAND 
meeting of the Oregon 
tion, at the Mallory 
Speaker: Walter E. Potter, 
Northwest Illuminating Engi- 
neer of the General Electric Co., 
“Latest Developments in the 
Lighting Industry — fluorescent 
lights, sealed beam headlights, 
ote.” 


Luncheon 
Associa- 


Hotel. 


NOVEMBER 20 


NEW YORK—Plant visit of 
the Metropolitan Purchasers’ 
Assistants Club, on the topic, 
“Printing, from beginning to 
end,” at The Composing Room, 
Ine., and Ampco Printing Co. 

NOVEMBER 21 

NEW YORK—Dinner meet- 
ing of the New York Associa- 
tion, at the Builders’ Exchange 
Club. Speaker: Prof. Howard 
T. Lewis of Harvard Graduate 
School of Business Administra- 
tion, ““‘What is Ahead for Pur- 
chasing.” At ane afternoon 
forum, Henry Meyer led a dis- 
cussion of the relation between 
purchasing and stores. 


ST. LOUIS Executives 
Night dinner meeting of the St. 
Louis Association, at the Statler 
Hotel. Speaker: Charles R. 
Hook, President of The Ameri- 
can Rolling Mill Co., “Your 
Part in Saving the Private En- 
terprise System and Representa- 
tive Democracy.” 


PITTSBURGH — Factory 
visitation of the Pittsburgh As- 
sociation, at the Railway & In- 
dustrial Engineering Co. and 
Vanadium Alloys Steel Co. 
plants, Latrobe, Pa. Dinner 
meeting at the Latrobe Country 
Club. Speakers: J. P. Gill, Chief 
Metallurgist, and R. B. George, 
Assistant Chief Metallurgist, of 
the Vanadium Alloys Steel Co.. 
on “Special Steels and Industry” 
and “The Business of Tool 
Steels” respectively. 


LOUISVILLE—Dinner meet- 
ing of the Lowisville Association, 
at the Kentucky Hotel. Speaker: 
Donald G. Clark, Director of 
Purchases for the Gulf Refining 
Co., Pittsburgh, “The Preroga- 
tives of Purchasing.” 
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FUNDAMENTA 
OBSERVATIONS 
j 


BULLETIN B-139 contains a feature study which should 
be of much interest to Purchasing Agents. 





“FUNDAMENTAL OBSERVATIONS” 


AVAILABLE now, just before the turn of the year, there is 
much of value for the buyer of raw materials in 
this appraisal of business from the price angle. 


SOME OF the sub-heads in this article are the following: 
RESTING PERIOD AHEAD 
WHERE PRODUCTION STANDS 
WHAT ABOUT CONSUMPTION 
ECONOMIC UNCERTAINTIES 
— and — 


COMMODITY PRICE OUTLOOK 


BESIDES—this important study, market forecasts are con- 
tained for all important basic commodities. 


A COPY—will be mailed to you—gratis—if you will send 
us your request to the address below. 


No cost or obligation involved 


Vv 





McGILL COMMODITY SERVICE - Auburndale, Mass. 





EFFICIENT BUYING IS THE KEY TO PROFITS TODAY 
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HUNTINGTON — Dinner 
meeting of the Tri-State Asso- 
ciation, at the Hotel Prichard. 
Motion picture, “The Story of 
Asbestos,” shown through cour- 
tesy of the Johns-Manville 
Sales Corp., with G. Ravmond 
Sutton, Industrial Sales Promo- 
tion Engineer of the Builders 
Equipment Division, Johns- 
Manville Co., as narrator. 


DETROIT Annual Pre- 
Thanksgiving party of the De- 
troit Association, in the General 
Motors auditorium. 


NEWINGTON, CON ~ 
Annual meeting of the martlord 
County Association, at the In- 
dian Hill Country Club. Offi- 
cers for 1940 were elected as 
follows: President, William A. 
Gagnon of New Departure Mfg. 
Co.; Vice President, Edward 
Fields; Secretary, Willard 
Starke; Treasurer, C. V. Chapin. 

NOVEMBER 22 

TULSA—Joint dinner meet- 
ing of the Tulsa Association and 
salesmen. Speaker: Robert C. 
Bale of the Dale Carnegie In- 


THIS FOUR-WAY CHECK 


FOR USERS OF 





"16 POINT QUALITY-CONTROL” Leads 


PARKER-KALON SOCKET SCREWS 


- PRECISE CONTROL ‘OF HEAD DIMENSIONS 


iiciads Guiting ot tackes screws in counterbores is assured by 
this head-to-body concentricity test in Parker-Kalon’s- 
| jaboratory. Uniformly accurate head heights and diameters 
@re guaranteed by other tests --- all to save you difficulties. 


Pubes out HEAD. 











Diameter 

B. Exact Height 

C. Perfect 
Seating 


D. Perfect 
Concentricity 









Critical Buyers to Demand PARKER-KALON 


Head Dimension Tests are only one part of the 
characteristics of 
Parker-Kalon Cold-forged Socket Screws. 
tory without counterpart in the industry, quality is 
guarded by thorough tests and inspections covering: 


16-check routine on important 


1—Chemical Analysis. 
tility. 4—Torsional Strength. 
Loads under Tension. 
under Shear. 7—Hardness. 
inspection of these essentials: 
9—Head Height. 
11—Socket Shape. 
14—Centricality of Socket. 
16—Clean Starting Threads. 


12—Socket Size. 


In this way Parker-Kalon maintains a new higher 
standard of quality in Socket Screws . 


that satisfies critical buyers. 
PARKER-KALON CORP., 


PARKER-KALON 





In a labora- 


2—Tensile Strength. 
5—Ability to take Shock 
6—Resistance to Shock Loads 
In addition, there is a rigid 
8—Head Diameter. 
10—Concentricity of Head to Body. 
13—Socket Depth. 
15—Class 3 Fit Threads. 


. a standard | 
Send for free samples. ff 


206 Varick St., New York. 
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PURCHASING 


stitute, New York, ‘Personality 
in Selling and Buying.” 


NOVEMBER 24 

PORTLAND 
meeting of the Oregon 
tion, at the Mallory Hotel. 
Speaker: Walter W. R. May. 
NOVEMBER 27 
sTON—Luncheon meet- 
ing of the Houston Association, 
at the Rice Hotel. Annual re- 
view of — iy! in aeronautics. 
Speaker: Brig. Gen. Walter B. 
Pyron, chairman of the Cham- 
ber of Commerce aviation com- 
mittee. 


PROVIDENCE — Dinner 
meeting of the Rhode Island 
Association, at the Narragansett 


Luncheon 
Associa- 


HOUS 


Hotel. Speaker: J. Anton de 
Haas, William Ziegler, Profes- 
sor of International Relation- 
ships at Harvard University, 
‘The International Economic 


Outlook.” The meeting was pre- 
ceded by a community forum. 
BETHLEHEM Dinner 


meeting of the Lehigh Valley 
Association, at the Bethlehem 
Club. General commodity dis- 
cussion, in charge of C. F. 


Fehnel, with reports by Frank 
W. Romig, building materials; 
J. A. Nork, coal; C. W. Rubow, 


line material; Robert T. Mc- 
Clarin, paint; G. A. Hilden- 
berger, bolts, nuts and bars; H. 


R. Chidsey, 
Garrison, 


cast iron pipe; T. R. 
rexler products; 


John H. Barr, oil; I. L. Rush, 
belting; F. R. White, pulp and 
paper; R. W. Foltz, metals: and 
John R. Jones, paper. 


NOVEMBER 28 

SYRACUSE — “National As- 
sociation Night” dinner meet- 
ing of the Syracuse & Central 
New York Association, at the 
Onondaga Hotel. Speakers: T. 
D. Jolly of Pittsburgh, and 
Robert Porter of Philadelphia, 
President and Vice President of 
the N. A. P. A. 


WORCESTER, MASS. 
Dinner meeting of the Worcester 
County Association, at the Hotel 
Bancroft. Motion picture show- 
ing the manufacture of alloy 
steels. 


NOVEMBER 29 
ROCHESTER — Executives’ 


Night dinner meeting of the 
Rochester Association, at the 
Rochester Club. Speakers: 


Thomas D. Jolly of Pittsburgh, 


. 
Vs 
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N.A.P.A. President; George A. 
Renard of New York, Executive 
Secretary; and Robert Porter of 
Philadelphia, District Vice 
President. The meeting was 
supplemented by a noon lunch- 
eon and commodity discussion 
at the Chamber of Commerce. 


SEYMOUR—Annual Thanks- 
giving dinner meeting of the 
Connecticut Association, at 
Swan Memorial. Speaker: Capt. 
A. A. Nichoson, Personnel Di- 
rector of the Texas Company, 
“Has Business Reached the End 
of the Road?” 


NOVEMBER 30 


SAN FRANCISCO — Lunch- 
eon meeting of the Northern 
California Association, at the 
Palace Hotel. Speaker: Val 
Hammack, Assistant U. S. At- 
torney General, “History of 
American Law Enforcement.” 


Forbes Assists Federal 
Purchase Reorganization 


RUSSELL FORBES, Commissioner of 
Purchase for the City of New York, 
and outstanding authority on govern- 
mental purchasing, was drafted last 
month by Federal Budget Director 
Harold D. Smith to assist in the reor- 
ganization and centralization of the 
purchasing system for Federal bu- 
reaus and departments, securing a 
leave of absence for the assignment. 
He has also been borrowed by the 
City of Newark, N. J., as a consultant 
in the reorganization of the purchas- 
ing system for that city. 


Centralized Purchasing 
for Springfield 


By an overwhelming majority vote 
last month, the voters of Springfield, 
Mass., endorsed the referendum es- 
tablishing a centralized purchasing 
agency as a new municipal depart- 
ment. Several members of the West- 
ern Massachusetts Association of 
Purchasing Agents are on the Mayor’s 
special committee to organize the new 
department, including William M. 
Case of Perkins Machine & Gear Co., 
Frank E. Phillips of Chapman Valve 
Co., L. J. Marshall of Standard Elec- 
tric Time Co., and Alderman W. Lee 
Costigan, sponsor of the measure. 


British War Purchasers 


An announcement by Arthur B. 
Purvis, Director General of British 
War Purchases in the United States, 
on November 29th, named Edgar S. 
Bloom, who retires this month as pres- 
ident of the Western Electric Co., to 
the position of Director of Purchases, 


and F. E. Johnson, Vice President of | 


the Bell Telephone Company of Can- | 


ada, as Director of Administration. | 


Mr. Bloom, an American, has been 


with the Bell System in this country | 


for forty-two years. Mr. Johnson, 
English by birth, has been with the 


Canadian Bell organization since 1910. ' 

















This old time principle 
will never be outdated ... 


“Tt 1s our aim to make all goods in the 
very best manner and of the best material”’ 


This statement appeared in the first Pratt & Cady Valve Catalog 
61 years ago and it is still the ‘‘common law” for Reading- 
Pratt & Cady. 

When it was written and signed the old company made valves 
of brass and iron for comparatively few uses. Today we supply 
many uses by the addition of cast steel valves and fittings. 

Why did this restrained, conservative statement—which seems 
so subdued when matched against today’s robust claims—be- 
come a symbol of all that is fine in valve making? 

Because THE MEN WHO MADE THIS STATEMENT MEANT 
EVERY WORD OF IT. 

‘It is our aim,”’’ said they. Events proved their aim was true. 

Reading-Pratt & Cady salesmen have long since found better 
words than ‘“‘best’’ to describe the valves we make. 

But we like it when this superlative is used by our customers. 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


en 







BRIDGEPORT ¢ CONNECTICUT 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION e ANDREW C. CAMPBELL DIVISION e FORD 
CHAIN BLOCK DIVISION e HAZARD WIRE.ROPE DIVISION @ HIGHLAND IRON AND STEEL DIVISION 
MANLEY MANUFACTURING DIVISION e OWEN SILENT SPRING COMPANY, INC. e PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION @ WRIGHT 


kay) MANUFACTURING DIVISION @ IN CANADA: DOMINION CHAIN COMPANY, LTD. @ IN ENGLAND: BRITISH 


WIRE PRODUCTS, LTD. # THE PARSONS CHAIN COMPANY, LTD. In Business for Your Safety 


For additional broducts see Buyer’s Directory, page 93 
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Solve Your Tough Machining 
Problems with the Right 
ARMSTRONG TOOL HOLDERS 


Tough alloy steels and stepped up schedules 
create no machining problems for the shop that 
has the right ARMSTRONG Tool Holders for 
each job. Comprising over 100 sizes and shapes 
(tool holders for every operation on lathes, 
planers, slotters and shapers) the Armstrong 
System provides strong, correctly designed, and 
efficient tools that will stand up to any load 
the machine tool can pull. Included in the 
. cae ee system are new Spring Cutting-Off Tools, 
_ON yn mF Spring Threading Tools, and “Carbide” Tool 
Holders that simplify the machining of the 
hardest and toughest steels. 


Wherever you find work lagging, check the 
tool holders with the right ARMSTRONG 
TOOL HOLDERS. You can invariably step- 
up speeds and feeds, can produce more pieces, 
and produce them more efficiently. 












S trom your 
* sewehy Howe (A new C-39 Catalog will help you) 





ARMSTRONG BROS. TOOL CO. “The Tool Holder People” 
303 N. Francisco Ave., Chicago, U. S. A. 

Eastern Warehouse and Sales: 199 Lafayette St., New York San Francisco London 

Ee ORE ES OR 


For additional products see Buyer's Director: 














PURCHASING 


Personals 


THOMAS W. ESTABROOK has 
been appointed Manager of Pur- 
chasing for the Brown Co., at 
Berlin, N. H. He returns to the 
Brown organization from the 
Eastern Corp., South Brewer, 
Maine, where he has been assis- 
tant to the general manager. 
Mr. Estabrook was previously 
associated with the Brown Co. 
for nearly thirty years, and 
served as general purchasing 
agent from 1925 to 1932. He 
succeeds GORDON BROWN, re- 
signed. ALFRED D. HOYLE has 
been named as assistant to Mr. 
Estabrook. 


Roy WHEAT has been ap- 
pointed purchasing agent for the 
Sand Point (Wash.) Naval Air 
Station, Public Works Division. 


W. H. O’CONNOoR, for the past 
twenty years general purchas- 
ing agent of the Continental Oil 
Co., Ponca City, Okla., has been 
appointed director of purchases 
for that organization. GEORGE 
W. EVANS, assistant general 
purchasing agent since 1924, 
succeeds Mr. O’Connor as gen- 
eral purchasing agent. 


HOWARD R. MOON, who has 
served as purchasing agent for 
Herkimer County, N. Y., ever 
since that office was created in 
1933, has been reappointed for 
a three-year term. 


HERBERT DESTAEBLER, Pur- 
chasing Agent for the Lambert 
Pharmacal Co., St. Louis, was 
one of four lecturers in a course 
on “Practical Salesmanship” 
given in that city under the 
auspices of the Junior Chamber 
of Commerce. The subject was 
covered from the sales, purchas- 
ing, and engineering viewpoints. 


H. R. SROUFE has been named 
purchasing agent for the West- 
inghouse Electric Supply Co., 
Seattle, succeeding J. R. WELLS, 
who becomes manager of the 
company’s new _ branch in 
Tacoma. 


ROBERT J. BARKER has been 
appointed purchasing agent of 
the John P. Squire Co., Boston, 
which includes the New Eng- 
land packing houses and 
branches of Swift & Co. He suc- 
ceeds the late Charles W. Mc- 
Intosh. Mr. Barker has been 
with the company 29 years, and 
has been assistant purchasing 
agent since 1921. 
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Self-Examination in Purchasing 


N a recent address before 

the Metropolitan Purchasers’ 
Assistants Club of New York 
City, Benedict Van Voorhis, 
Division Purchasing Agent of 
E. I. duPont de Nemours & Co., 
Arlington, N. J., presented the 
following outline or check list of 
questions on purchasing knowl- 
edge and performance: 


TECHNIQUE OF PURCHASING 


a. Do we keep satisfactory rec- 
ords of prices, sources of sup- 
ply, specifications, use of 
materials we buy, yearly 
quantity used, quotations? 

b. Do we combine purchases in 
order to obtain greater buy- 
ing power? 

1. Materials used in common 
by different units of our 
company. 

2. Similar materials which 
could be purchased from 
one source. 


c. Do we continually study each 
commodity to see if contract 
or open buying is best? 

d. Do we very carefully deter- 
mine the most economical size 
of order and frequency of 
ordering for each com- 
modity ? 

e. Do we avoid having only one 
source of supply for any item 
and also avoid spreading our 
business amongst too many 
sources? 


f. Do we watch our sources of 
supply for reliability of de- 
livery, keeping up to date on 
methods, etc., and financial 
responsibility ? 

g. Do we make sure the operat- 
ing unit which uses the mate- 
rial is familiar with prices 
paid and other facts of inter- 
est such as substitute mate- 
rials, chances of improving 
quality, and any of our own 
specifications which are un- 
usual and cause an increase 
in price? 

h. Do we _ understand what 
makes prices, and do we 
know the relations between 
raw material markets and 
some of the manufactured 
materials we buy? 

i. Do we watch inventories and 
regulate purchasing accord- 

ingly, as for example, having 

supplier carry inventory; fol- 
lowing up orders to get quick 
delivery ; cutting our obsolete 
items? 


KNOWLEDGE OF PURCHASING 


a. Do we read trade papers, 
magazines, and books on pur- 
chasing? 

b. Do we ask salesmen intelli- 
gent questions? 

ce. Do we keep and study statis- 
tics? 

d. Do we keep and use catalogs? 

e. Do we understand discounts 
and terms? 

f. Do we know what business 
practices are ethical in our | 
relations with salesmen? | 

g. Do we understand the posi- 
tion of the purchasing de- | 
partment with relation to the | 

other units of our company? | 


KNOWLEDGE OF OUR COMPANY 


a. Do we know the names of the | 
executives of our company? 

b. Are we familiar with the | 
products we manufacture? 

c. Are we familiar with the gen- | 





eral organization of our | 
company? 


Changes in N. Y. State 
Purchasing Department 


In a reorganization of the New 
York State Purchasing Department 
at Albany, Joseph V. O’Leary, re- 
cently appointed Superintendent of 
Standards and Purchase, has named 
Austin M. Wolf as acting deputy 
superintendent and John T Higgins 
as acting assistant deputy 
tendent. Mr. Wolf, formerly director 
of standards, will have supervision of 
drawing up specifications for all com- 
modities and the responsibility of fix- 
ing standards. Mr. Higgins, formerly 
assistant director of stores, is placed 
in sole charge of all purchases. The 
division annually buys more than 


thirty million dollars worth of com- | 


modities for the state, and its serv- 
ices have recently been extended on 
a voluntary basis to school districts 
and municipalities within the state. 


Hargrove is Feted 


MARION C, HARGROVE. who retires 


this month as purchasing agent for | 
the District of Columbia, after more | 


superin- | 


than fifty years in District service. | 


was guest of honor at a testimonial 
dinner at the Mayflower Hotel, Wash- 


ington, November 18th, attended by | 


more than 200 District officials and 


employees. 


Purchasing is Discussed 


Cooperative purchasing was one of | 
the topics discussed at the Twentieth | 


Anniversary Convention of the Amer- 
ican Farm Bureau Federation at Chi- 
cago, December 4-7. Leading this 
phase of the meeting were L. R. Mar- 
chant, W. B. Peterson and George 


Scheef of the service division of the | 


Illinois District. 
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| — and that’s only the 
_ beginning of what people 
are saying about 


EZERASE 
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BOND AND ONION SKIN 
THE NEW MIRACLE PAPER 


It’s a fine rag-content paper 
made for letterheads and im 
portant forms—less expensive 
than many Bond papers. More 
efficient because of its special 
surface. An ordinary lead pen 
cil eraser makes errors disap 
pear like magic—leaves no un 
sightly abrasion marks! Made 
in 13, 16, 20, 24 Ib., 
only, boxed or in flat sheets 


white 


TO PURCHASING 
AGENTS ONLY! 


{ } Generous size ‘Prov 

\ ; 

\ It’ Kit. Spring this 
*“*new one’’ on your 


Secretary or Typist and 


watch her eyes sparkle 







Gentlemen: Kindly send 8 
your “Prove It’’ Kit to: & 
£ . 
' IN eck <:éie eevee i 
a a 
! See ee i 
1 8 

& 
* MILLERS FALLS PAPER CO. , 
1 Millers Falls, Massachusetts ' 
a ] 


























SEND FOR YOUR COPY OF THIS BOOK 


important phases of 
informative Labeling 


NEW lations "and Inter: 
mative Labeling 

REVISED e Data desired on 

EDITION informative Labels 

e Standards, Grades 

Just off and _ informative 


Labels 


Outstanding Infer- 
mative Labels 


the Press! 


Designing the Itn- 
formative Label 


Choice of Paper 
Pac eee pase 

abels and many 
A HANDBOOK OF YA other features, 


INFORMATIVE LABELING... 





<_ 
The idea that the label is mere trademark identification has passed. Today's idea is that 
the Informative Label presents the facts upon which the purehase depends. It sells . . . 
informs .. . educates! Just how informative Labels accomplish these jobs, comply with 
Federal Trade Commission rulings, and meet the demands of consumer movements tor 
definite product information . . . 1s ably told in this new booklet. Send 50c in stamps 
or coins to cover handling and mailing costs, for your copy. 


McLAURIN-JONES CO. 


BROOKFIELD, MASSACHUSETTS 
NEW YORK « CHICACO « LOS ANCELES 
Makers of McLaurin-Jones Guaranteed Flat Gummed Papers—Ware Foils—Ware Coated Papers 





Forest City Foundries Co. has two efficient, modern foundries — both 


equipped to turn out quality precision castings on schedule and as specified 
for your job. 


During forty-eight years of meeting the rigid requirements of many varied 
customers, Forest City Foundries casting specialists have kept pace with the 
demands of modern industry. If your production line “eats up” gray iron, 
high test semi-steel or alloy semi-steel castings, ask us to send a representa- 
tive. You'll both find interesting production points to discuss. 


FOREST CITY FOUNDRIES CO. 





2500 WEST 27th ST. + Phone PRospect 5040 + CLEVELAND, OHIO 


For additional products see Buyer's Directory 
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PURCHASING 
Personals 


W. T. STEELE, JR., Purchas- 
ing Agent of the Cooperative 
Fertilizer Service, Norfolk, Va., 
was one of the speakers at a con- 
ference of North Carolina farm- 
ers’ cooperatives at Raleigh, 
N. C., last month. 


C. A. CRONE has been appoint- 
ed purchasing agent of Pressure 
Castings, Inc., Cleveland, suc- 
ceeding JOHN REIN, who has 
gone into sales work. 


F. R. SCHWARTZ has been ap- 
pointed purchasing agent and 
storekeeper for the Coast Lines 
of the Santa Fe Railroad, with 
headquarters at San Bernardino, 
Cal. D. E. CONSIDINE succeeds 
Mr. Schwartz as_ purchasing 
agent at Los Angeles, and L. F. 
CLARK becomes purchasing 
agent at San Francisco, succeed- 
ing A. MORETON, who has re- 
tired after 38 years of service 
with the railroad. 


ARTHUR G. MELDRIM has re- 
signed as purchasing agent for 
Kings County, California, to en- 
ter private business. He has 
been 17 years in the county serv- 
ice, seven years as assistant pur- 
chasing agent, and the past ten 
years as head of the department. 


HAROLD HOLLISTER, Purchas- 
ing Agent for the Ingersoll Rand 
Co. at Painted Post, N. Y., has 
been elected a director of the 
Corning Kiwanis Club. 


H. E. KIEFER, JR., Purchasing 
Agent for the Ware Shoals (S. 
C.) Mfg. Co., has been elected 
president of the Piedmont Sec- 
tion of the American Associa- 
tion of Textile Chemists and 
Colorists. 


FLoyp L. PACKER, Purchasing 
Agent for the University of 
Idaho since 1935, has resigned 
from that position to enter pri- 
vate business at Corvallis, 
Oregon. 


WALTER DIENER, JR., has been 
appointed purchasing agent for 
the T. T. Word Supply Co., 
Houston, succeeding J. T. SHAW, 
who becomes South Texas man- 
ager for the company, with 
headquarters at Alice, Texas. 


JOHN W. OEHLER has been 
appointed purchasing agent for 
the Pittsburgh Gear & Machine 
Co., succeeding HENRY E. REA. 
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Purchasing Reports 
(Continued from page 40) 


it was previously done, we don’t re- 
port it; we proceed to the next 
item. This purchasing work is 
very interesting, and half the fun 
is the satisfaction in knowing prog- 
ress has been made over the previ- 
ous experience.” 
Tire Manufacturer: “At the 
present time we are making only 
one regular report, and that is our 
annual report. From time to time 
as the necessity arises, we do get 
out a monthly report, but have not 
done this in some little time. The 
items covered in the monthly re- 
port are as follows, the information 
being condensed on a single sheet. 
Number of requisitions handled 
Number of purchase orders 
Number of change notices 
Closing prices, spot cotton and Egyp- 
tian Uppers types 
Average market price, carded cord 
fabric, hose and belting duck 

Price of scrap tires, end of month 

Price of tire bead wire 

Trend of chemical markets 

Number of bales cotton bought or 
covered 

Number of bales 
bought and sold 

Number pounds tire fabric, hose and 
belting duck bought on open market 

Number tons scrap rubber purchased 

Expenditures for chemicals; engineer- 
ing construction, equipment and 
supplies; coal and freight, office 
supplies and printing; restaurant 
supplies; scrap rubber; factory 
supplies; retail stores. 

Breakdown of purchases of cotton 
and fabric 


cotton futures 


Total purchases, all classifications 

“In making up our annual report 
we follow more or less a set outline, 
which also can be adapted to other 
types of businesses by substituting 
the appropriate major material 
items. 


Section 1. An outline of the expendi- 
tures for the various classifications 
(see above) 

Section 2. A review of the operations 
of the department. 

Number of employees on payroll 
at beginning and end of year 

Total cost of operating the de- 
partment 

Number of callers interviewed by 
purchasing department 

Number of requisitions and 
change notices handled 

Statement of the budget for the 
year, showing actual expenses as a 
percentage greater or less than the 
appropriation 

Section 3. Detailed breakdown of cot- 
ton expenditures and position 

Section 4. Detailed breakdown of fab- 
ric position, including a comparison 
of the inventory position with that 
at the close of the two previous 
years 

Section 5. Miscellaneous notes. As in- 
dicative of the extent to which our 
inventories of raw materials were 
controlled, we present the following 
figures: By dividing ‘the average 
first of the month inventory in 
dollars by the average withdrawals 


































































for the month in dollars, we obtain 

the average requirements in the 

unit of months carried in inventory 
during the year.” 

Medium Size New England Man- 
ufacturer: “Our purchasing de- 
partment makes the following re- 
ports to the management: 

Daily: Number of orders placed; pur- 
chases of raw materials in dollars; 
purchases of expense items in 
dollars. 

Quarterly: Detailed statement of all 
commitments for raw materials, 
priced at cost and market. 

Annually: Complete summary report 1. 
of all purchases in dollars, by com- 
modities and sources of supply. This 
is called a ‘Distribution of Pur- 
chases’ renvort. 

Other information which is kept 

and is available to management is 

the number of salesmen who eall 


daily, and annual inventory 
over record. No effort is mad 
evaluate the work of the 
ment on a dollar basis or a pe 
age of purchases. No p1! 
forms for these reports are 


Neglected Opportunities 


NALYSIS of the su 

matter of the reports 
the uses for which they are 
piled, shows that three 
purposes are served: 
The classification of 
mation of a statistical o 
counting nature, togethe 
broad market analysis, for 
guidance of management. 

2. A summary of depa 

mental activities, useful bot 


.. Mantaning § 
HIGH 
PRODUCTION 


-.... and Keeping Costs Low 


—that’s why users of 
production milling 





machines depend on 
Brown & Sharpe Cutters 
. .. both Stock and Special 


IBS Write for Catalog 33 se age ‘aa 
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Asa 
PURCHASING 
AGENT 


you should be 
familiar with 
Seymour 

Bright Nickel 





SEYMOUR Bright Nickel produces tions are needed, and no wetting out 
brilliant deposits direct from the agent is required. The deposit is in- 
rinse without coloring or buffing. It herently bright, ductile, non-passive, 
is an organic type process, free from and highly corrosion resistant. Any 
promoter metal, stable, easy to con- standard 99% + nickel anode may be 
trol, and of excellent throwing power. used, but we recommend our new 

It utilizes the hot Watts bath. Op- special-grain “Seycast” Nickel Anode. 
erating conditions are wide, pH 2.0 Send for full technical data for your 
to 4.5. Only two replenishment solu- file. 


SEYMOUR 


BRIGHT NICKEL PLATING PROCESS 


Eliminates Buffing or Coloring 
THE SEYMOUR MFG. CO., 55 Franklin St., Seymour, Conn. 



























BUSINESS RECORDS STEAM 
BE KEPT? 


How can you store records econom- 


ically, safely, and keep them AND PROCESS PIPING 


readily available ? 

















NEW-FREE _ SYSTEMS FABRICATED 
BOOKLETS 
HELP ANSWER THESE QUESTIONS AND FRECTED 


SE onvai of Record- 


Storage Practice” tabulates 
results of nation-wide sur- 







vey on accepted storage 


periods for 71 types of Creased Bends 


records: Outlines index- 


\ ing and reference meth- and 


ods followed by lead- 
ing business firms. 


* 
_ Super-Flexible 
Gi odernizes Record 
Storage” Illustrates and C d 
rine es ean aaa, orrugate 


nomical and efficient 


\ equipment for storing Tangents 
and filing various 
kinds of business 


cones PITTSBURGH PIPING 
SENT FREE! A request on your letterhead 

* will bring these booklets to & EQU | p M F N T C 0 
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management and for the pur- 
chasing department itself. As 
pointed out by a number of the 
replies, not the least beneficial 
effect of having such a picture is 
in building up the morale of the 
departmental personnel by visu- 
alizing accomplishment and pro- 
viding a basis for personal inter- 
est and satisfaction in the job. 

3. A presentation of the de- 
partment’s specific contributions 
to company profits or profit pos- 
sibilities, in actual purchases, 
favorable turnover of stocks, 
and constructive matters of 
policy. 

General practice is weakest in 
respect to the third phase, which 
may be attributable to modesty, 
the difficulty of compiling speci- 
fic data (or the absence of such 
data in inefficient departments), 
or to the strictly realistic atti- 
tude characteristic of purchas- 
ing men, which includes the as- 
sumption that the figures will 
speak for themselves. 

It appears, however, that the 
department which fails to take 
this feature into account is not 
only missing an opportunity for 
strengthening its own position, 
but is remiss in its duty to man- 
agement by failing to indicate 
the very real part which good 
purchasing contributes to the 
general program. For a recog- 
nition of the importance of pur- 
chasing is just as essential to 
the development ofa well 
rounded program of manage- 
ment as is aggressive sales ef- 
fort and efficient operation. 

From the very nature of the 
functions, sales accomplishment 
and production records do speak 
for themselves and come to the 
attention of the management, 
whereas from the nature of pur- 
chasing, its contribution is ab- 
sorbed in accounting records 
and loses its individual identity. 
Yet both sales and production 
accomplishments are in large 
measure dependent upon effec- 
tive procurement, and to an even 
greater extent the profits accru- 
ing from those accomplishments 
are determined by an efficient 
service of supply, both as to raw 
materials and operating sup- 
plies. Moreover, a considerable 
proportion of purchase econ- 
omies are not confined to the 
single transaction, but are re- 
curring and cumulative, so that 
their real significance is far in 
excess of an isolated figure on 
the balance sheet for any given 
period. To call attention to 
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these accomplishments of pur- 
chasing is not a matter of self- 
aggrandizement, but is essential 
to a proper understanding of the 
company’s operations as a 
whole, and may point the way to 
a better balance and progressive 
policies in management. 

Governmental purchasing of- 
ficials, who almost universally 
issue annual reports on their ac- 
tivities, consistently stress the 
savings accruing from efficient 
and businesslike conduct of 
their offices. By this means, 
more effectively than by theo- 
retical argument, they have over 
the years created a public ap- 
preciation of their office that has 
resulted in greater prestige, of- 
ficial support, a marked advance 
in the acceptance of centralized 
purchasing, better government, 
and the conscientious handling 
of public funds. 

It may be true that the pur- 
chasing agent in private indus- 
try is under less compulsion to 
defend his position, but in com- 
mon with every business activity 
this is only a matter of degree. 
Several of the letters cited above 
indicate that the purchasing de- 
partment enjoys the confidence 
of management. Reports are not 
asked for, and management is 
apparently satisfied. Yet it is at 
least open to question whether 
such departments have attained 
the full potential measure of 
standing within their respective 
organizations, and certainly an 
overall survey of American busi- 
ness shows that purchasing has 
still a long way to go. Even in 
established and successfully op- 
erating departments there is 
frequently a question of au- 
thority and prerogatives. Grant- 
ing that such prerogatives must 
be earned by performance, and 
are not necessarily inherent in a 
title, it is logical to believe that 
if management in any particu- 
lar case were really aware of 
the performance, the preroga- 
tive would not only be conceded, 
but management would insist on 
the widest possible scope for the 
purchasing executive in effect- 
ing his contributions to the com- 
pany’s profitable operation. 

It is not necessary to devise a 
formula for measuring effi- 
ciency. Purchasing is made up 
of thousands of individual trans- 
actions over the course of the 
year, and each one of them has 
the potentiality of showing some 
favorable result in the way of 
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lower costs, progressive policy, 
or economical method of han- 
dling. One purchasing depart- 
ment, for the purposes of the 
annual resume, lists eighteen 
separate classifications of sav- 
ings. And this list does not in- 
clude all the sources of savings 
which have been recognized in 
other types of analysis. A gen- 
eral summary might include the 
following general headings: 

Competition. Revision of 
specifications to permit wider 
competition; locating new sup- 
pliers; establishing a more com- 
petitive basis among existing 
sources of supply. 

Character of Materials. In- 
troducing new materials; sub- 
stitution of a less expensive 
product; adapting manufactur- 
ing processes to permit use of 
less expensive products; substi- 
tution of standard items for spe- 
cial products; manufacture in 
own plant instead of purchase; 
purchase instead of manufac- 
ture in own plant. 

Inventories. Increasing turn- 
over; standardization to reduce 
number of sizes and grades re- 
quired; application of inactive 
or obsolete stocks; return of ob- 
solete material to supplier; dis- 
posal of scrap, surplus and ob- 
solete material. 

Market Analysis. Anticipa- 
tion of price changes; getting 
shop to accept delivery at dates 
other than specified; establish- 
ing more economical ordering 
quantities; contract buying. 

Negotiation. Obtaining new 
price classifications; purchases 
under open market quotations; 
reduction of transportation ex- 
pense; getting price increases 
set aside; adjustment of over- 
charges and shortages of mate- 
rial. 

Methods. Handling of small 
orders, local and emergency pur- 
chases; reducing the number of 
invoices and back orders; facili- 
tating cash discounts. 

Every item on this list, which 
is by no means exhaustive, rep- 
resents a distinct contribution of 
purchasing to the efficient con- 
duct of the business. Most of 
them would entirely escape the 
attention of management if com- 
plete reliance is placed on con- 
ventional records and general 
familiarity of the officers with 
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what is going on. The favorable 
results from such policies and 
transaction can legitimately be 
claimed for credit to the pur- 
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powerful engines roar up to the building. Hose lines and 
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chasing department, and it is a 
eal service to management to 
allocate that credit properly. 


A Successful Procedure 


A SYSTEM which covers 
more adequately than most 
the basic purposes of depart- 
mental reports, to the mutual 
benefit of management and the 
department itself, is that em- 
ployed by an electrical manu- 
facturing concern maintaining 
four plants—two in the east, one 
in the middle west, and one on 
the Pacific Coast. The plan has 
been evolved over a period of 
about four years, being modified 
and revised whenever the oppor- 
tunity for improvement was 
seen. It is not considered as a 
final answer to the question of 
reports, in its present state, but 
it has very definitely accom- 
plished a good deal and is re- 
garded by the company as an 
important method of presenting 
essential information. 

It starts with the individual 
buyers and assistant buyers at 
each of the works. During the 
first week of each month, they 
make a written report to the di- 
vision purchi — agent on the 
experie ~~ of the month just 
past. The heading lists the prod- 
ucts handled by the buyer, and 
to which the remarks pertain. 
There follows a statement on 
each of seven topics, which are 
standard throughout the organi- 

tion and are always treated in 
the same order so that reference 
is easy for any one familiar with 
the use of the report. 

1. Marke ts. General condi- 
tions of deliveries and sources 
of supply available for the com- 
pany’s requirements. On any 
specific items where deliveries 
now require considerable time 
after the order is placed, ap- 
proximate delivery period is re- 
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ported, also any comment as to 
how the situation is being han- 
dled. 


2 


we 


Prices. General statement 
of the price trend; the effect of 
domestic or foreign commercial 
or political situations, or both; 
comment on any notable price 
changes during the month. 

3. Labor. Status of the labor 
situation in vendor companies, 
such as increases in pay, unset- 
tled conditions resulting in sit- 
down strikes or shut-outs, and 
mention of any such situations 
that have occurred during the 
past month. 

4. Activity. Increase or de- 
crease of purchasing depart- 
ment activity, and such explana- 
tion as is possible regarding the 
volume of business or current 
activity during the month in de- 
partments supported by  pur- 
chasing department activities. 

5. Personnel. Numerical 
statement of personnel; expla- 
nation of any change since the 
previous report; comment as to 
performance or increase in effi- 
ciency. 

6. General. Mention of any 
manufacturing programs or 
other activity that is specifically 
before the department for ac- 
complishment, that may have 
had effect on any of the above 
items, and a general statement 
as to the performance of the 
purchasing department in its 
particular function therewith. 

7. Budget Performance. 
Comparison of actual expense 
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tigures to the budget for the cur- 
rent month and for the year to 
date. Reasons for failure to 
make the budget, or perform- 
ance better than the budget, 
should be explained. Also com- 
ments on performance for the 
following month. Reports of 
savings made through purchas- 
ing, itemized, whether recurring 
or non-recurring, and with esti- 
mated amount of saving; in the 
case of recurring savings, the 
estimate should be projected to 
an annual basis. 

Before the 10th of the month, 
the Division Purchasing Agent 
submits to the Vice-President in 
Charge of Purchases a similar 
“Activity Report,” drawn up in 
the same manner, consolidating 
the detailed information from 
the buyers’ reports and express- 
ing his own comments under the 
various topic headings. This is 
accompanied by a copy of the 
buyers’ reports and by a sheet 
compiled by the Order Service 
Section of the Division Purchas- 
ing Office, tabulating under each 
buyer’s name the number of in- 
terviews, number of purchase 
orders, and number of purchase 
order items. This information is 
shown for the current month 
(with percentage ratio of the 
current period to the previous 
period), the previous month, the 
corresponding period a year ago, 
the year to date, and year to 
date for the three preceding 
years. Besides sending this re- 
in to the general purchasing 
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office, complete copies are inter- 
changed among the Division 
Purchasing Agents, and are 
bound by months in manila fold- 
ers, so that each department 
has a current picture of pur- 
chasing conditions and activity 
through the entire organization 
and can see what the others are 
doing and how they are doing it. 

Before the middle of the 
month, the Vice-President in 
Charge of Purchases prepares 
his report to the President, 
which is a further consolidation 
of the material coming from 
each division office, with his own 
commentary and interpretation. 
This report follows the same 
topical outline. It is accom- 
panied by a statistical sheet 
based on the record described in 
the previous paragraph, show- 
ing number of salesmen’s calls, 
purchase orders and purchase 
order items issued, invoices ap- 
proved for payment, value of 
these invoices, and number of 
employees. This data is not 
broken down according to indi- 
vidual buyers for the purpose of 
the consolidated report, but ac- 
cording to the four divisional] of- 
fices, and in total. There is also 
prepared a monthly recapitula- 
tion of purchase savings. This 
does not necessarily include 
everything that the individual 
buyers have claimed or reported, 
but it does include the majority 
of those which can be definitely 
established and which are of 
particular interest and signifi- 
cance because of the material in- 
volved, the amount of the sav- 
ing, or the method of its accom- 
plishment. They are divided into 
the two major classifications— 
recurring and non-recurring— 
with projected annual amounts 
and direct savings noted respec- 
tively; and within each classifi- 
cation there is a breakdown un- 
der a half-dozen headings ac- 
cording to the way in which the 
saving was achieved. As further 
data on the specific transactions 
is received, the amount of sav- 
ing recorded is revised so as to 
present an accurate figure which 
can be justified from the rec- 
ords. 

The Vice-President’s report, 
made to the President, is pre- 
sented at the monthly meeting 
of the Board of Directors. 
Copies are also furnished to the 
Division Purchasing Agents for 
inclusion with their file of 
reports, so that this 
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current data is brought to the 
attention of officials in charge 
of general management and 
other departments, as well as 
throughout the purchasing de- 
partment itself, and is available 
throughout the organization for 
reference purposes as required. 
The annual report is an am- 
plification of the monthly re- 
ports, following the same gen- 
eral outline and summarizing 
the work of the year and condi- 
tions at the close of the year. 
The preparation of this report, 
instead of being a chore, concen- 
trated in a few weeks, is cumu- 
lative throughout the year, and 
it has added value in that 
month-to-month comparisons 
and a general indication of pro- 
gressive developments are avail- 
able at all times. Particularly 
interesting is the standard out- 
line, which results in a docu- 
ment readily referred to and 
capable of a unified interpreta- 
tion, covering the subject com- 
prehensively, yet retaining a 
large degree of flexibility, since 
the subject headings can be 
modified, or amplified, or chang- 
ed, any time that conditions or 
executive judgment indicate 
such a change to be desirable. 
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Obituary Harry R. KEEVER, 57, purchasing bank for 20 years, the grea 


FRANK B. SWEET, 49, purchasing 
agent for the Swedish Crucible Steel 
Co., Detroit, died of a heart attack, 
November Ist. 


FRED M. ANDERSON, 56, formerly 
purchasing agent for the MacAndrews 
& Forbes Co., Camden, N. J., up to the 
time of his retirement on account of 
ill health two years ago, died at his 
home in that city, November 2nd. 


JOSEPH H. SCOBELL, 67, formerly 
purchasing agent for the City of 
Cleveland, under Mayor R. T. Miller’s 
administration, died at the Woman’s 
llospital in that city, November 3rd, 
following an operation. 


agent for the Commonwealth Brass 
Co., Detroit, died November 4th, of a 
heart attack. Mr. Keever was a char- 
ter member of the Detroit Association. 


FRANK W. HOLT, 56, purchasing 
agent of the Erie Railroad Co. at 
Cleveland, died November 12th. Mr. 
Holt had been with the railroad for 
more than a quarter century, and 
was assistant purchasing agent until 
last July, when he was appointed pur- 
chasing agent upon the retirement of 
F. E. Driscoll. 


CLARE E. BurtTIs, 55, general pur- 
chasing agent of the Corn Exchange 
Bank Trust Co., New York City, died 
at the Flower-Fifth Avenue Hospital, 
November 12th, following an opera- 
tion. He had been associated with the 


of his service being in the p 
department. 


GILMORE L. JOHNSON, 47, « 
chasing agent of H. P. Wass 
Indianapolis, died at his hom 
city, November 23rd, after 
of several months. 


PHILLIP J. BRENNAN, 52, 
past 20 years purchasing ag 
the Austin Co., Cleveland, dit 
home in Cleveland Heights, N 
25th, after an illness of mor: 
year. 


J. W. GLasscock, 47, purcha 
agent for the American Well & ] 
pecting Co., died at his home 
sicana, Texas, November 26t1 
heart attack. 
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RUBBER MATTING 


ANEW rubber matting, known as Ezykleen, is being in- 
troduced by The B. F. Goodrich Co., Akron, Ohio. It 
is designed with broad, rounded ribs, shown at the left of 
the illustration, in contrast to the ordinary fine, sharp cor- 
rugations shown at the right. With this feature, the mat- 
ting does not accumulate dirt and germs readily, and can 
also be quickly and easily cleaned. It is less subject to 
footprinting due to the fact that the soles of the shoes 
touch only the top of the ribs. It will stay fresh and 
bright for long periods, and can be cleaned with a swipe 
of the mop. Designed for both commercial and household 
use, it is available in a range of six colors adapted to all 
applications—black, white, brown, red, buff, and green. It 
is made in two thicknesses, 4% and 3/16 inches. The heav- 
ier matting comes in 36-inch width, while the lighter mat- 
ting comes in 24- or 36-inch width. 


MMM 


FLOOR 
SANDER 


, ESIGNED for 
\ greater operating 





flexibility and econo- 
my in floor refinishing 
and maintenance 
work, the new No. 44 
“Red Devil” Leader 
Model floor sander of 
Landon P. Smith, Inc., 
Irvington, N. J., is 
built in the popular 8- 
: ee. inch size, powered 

with a 1 h.p. motor, 

i and with a cutting 
) speed of 1,550 r.p.m. 
Sturdy and foolproof 

L i to stand up under 
constant use without 

mechanical trouble, it weighs only 120 pounds, is easily 
carried without fatigue, and operated with finger control. 





7 
i, 


(2 




















PURCHASING 


A centrifugal fan automatically gathers all dust into the 
dust bag. An adjustable floor contact pressure feature 
permits a “feather touch” in refinishing inlaid floors, and 
its deep-cutting pressure will remove as much as six coats 
of paint from old floors without the aid of chemicals. 


ROLLING 
DOOR 


FFERING a sim- 

ple and_ thor- 
oughly practical 
adaptation of the 
rolling steel shutter, 
the Coildor manufac- 
tured by J. G. Wil- 
son Corp., 1841 
Broadway, New 
York, N. Y., is de- 
signed to. replace 
hazardous and cum- 
bersome hinged panels on delivery wagons, trailers, 
trucks, and all sorts of conveyances. It affords a secure 
and tight-fitting enclosure, protecting contents of vehicle 
from rain, dirt, pilferage and loss; speeds up delivery, load- 
ing and unloading, also lessening the hazards to life and 
property when loading or unloading in congested streets; 
increases the capacity of loading platforms. It does not ex- 
tend beyond the body of truck in any position, stays open 
or closed without locking, and has no projecting parts sub- 
ject to damage in normal usage. It is likewise adaptable to 
other uses such as storage spaces, wardrobes and lockers, 
counters, windows, vaults, etc. 








BENCH 
GRINDER 


HE new No. 119 

portable bench 
grinder announced 
by Speedway Mfg. 
Co., 1877 S. 52nd 
Ave., Cicero, IIl., sits 
firmly on four rub- 
ber feet, and is a versatile and efficient tool for workshop 
or garage, for sharpening or miscellaneous grinding. The 
dimensions are 10% x 614 x 6% inches, net weight 834 
pounds, complete with 110 volt a.c. motor and two 43% x ¥% 
grinding wheels. It is fully guarded, and modern in design 
with streamlined cast housing finished in blue crackel and 
lacquered white metal. 





Ask a Pure Oil Engineer to help 


OIL co. 


GmivtAco U.S.A. 
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UTILITY 
TRUCK 


ue Lyon Utility Truck, 
product of Lyon Iron 
Works, Greene, N. Y., is ex- 
ceptionally easy to load and 
unload due to its tilting fea- 
ture, the nose which can be 
pushed under a load, and the rolls on the platform itself, 
which eliminate lifting and rehandling. Particularly adapted 
for handling baskets, tote boxes of small parts, crates and 
boxes that are difficult to handle on other types of hand 
trucks. Standard size of platform is 22 x 321% inches (36 
inches to end of nose); height of platform, 5 inches; height 
of handle, 30 inches above floor, designed low to enable 
operator to reach over handle if desired while loading. 
Furnished with two 4” stationary casters and one 3” swivel 
caster, all wheels with roller bearings and Alemite lubri- 
cation. Semi-steel or rubber tired wheels are optional. 
Weight, 100 pounds. The construction is electric arc 
welded throughout except that the handle is attached by 
bolting, to facilitate shipping. 





TRANS- 
MISSION 
BELT 


EVELOPED 

through three 
years of research and 
experiment to meet 
the demand for a 
belting that will 
withstand the de- 
structive action of 
mineral oils on the 
rubber friction com- 
pounds, Hewitt Rub- 
ber Corp., Buffalo, 
N. Y., is now manu- 
facturing an all-Neo- 
prene friction surface 
transmission belt, 
offering increased 
service in machine 
shops and manufacturing plants where oil accumulates on 
the belt or cutting fluid splashes onto it. The Duroil Hew- 
prene belt contains no natural rubber, the friction and skim 
compounds being of Neoprene synthetic oil-proof material. 
Besides the better wearing qualities, the new treatment 
provides high flexing life over high speed pulleys, and the 
cotton duck is protected against ply separation and soft- 
ening from oil at high temperatures. Maintenance costs 
are also reduced, since the oil-proof quality reduces belt 
stretch and there is less take-up required. Wire fasteners 
are held exceptionally well under the severest working con- 
ditions. 





PIPE PULLER 


LIMINATING 
the necessity for 
digging complete 
trenches when re- 
moving underground 
pipe for replacement, 
the new Simplex No. 
5950 surface pipe 
puller of Templeton 
Kenly & Co., 1020 S. 
Central Ave., Chi- 
cago, IIl., saves time 
and labor. A short 
length of trench is 
dug, exposing a sec- 
tion of the pipe, and the operator stands in an upright po- 
sition as shown. The puller consists of a gripping mem- 
ber with wedge clamp that holds without injuring the pipe, 
a ratchet operated screw jack to break the pipe loose from 
the ground, and a lever jack to draw the pipe into the sec- 
tion of trench that has been dug. The jack will handle 1 
to 1% inch pipe. 
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Serves Your Requirements 


Every fabricator of cold rolled strip steel is limited 
by definite production costs on each job and mus 
deliver certain prescribed qualities in his finishe 
products. 


Dictated by these requirements, the specifications 
for his individual steels must be written. By speci 
fying Thomastrip he can be sure that the steels will! 
be ‘this steels’’—match the details of his order and 


perform dependably in his shop practice. 


Thomastrip has a wide reputation for being faith 
ful to exacting requirements. Produced in a highly 
modernized mill with many exclusive Thomas Meth 
ods, it is processed under scientific control to meet 


the wide variations in manufacturers’ needs. 


This organization will capably supply you with 
the particular cold rolled strip steels that will best 
serve your plant and your customers. 


THE THOMAS STEEL CO. 


Specialized Producers of Cold Rolled Strip Steel | } f 4 
WARREN, OHIO stiebhic. fe 


f 


Bright Finish Uncoated, and Electro Coated in 
Nickel, Brass, Copper, Bronze, Zinc, and Tin 
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THIS FOLDER 


shows how to 


PROTECT 
WORKERS 
HANDLING 
ACIDS and 

CHEMICALS 


If your plant uses acids, chemi- 
cals or caustics, you will want 
this folder of specialized pro- 
tective equipment. It will sug- 
gest many ways to prevent 
serious accidents in this hazard- 





SAFE HANDLING 


ACIDS amo CHE MICALS 








IMustrates and describes 


ACID-PROOF GLOVES 
AND SLEEVES 


ACID APRONS 
FUME RESPIRATORS 
ACID GOGGLES 
ACID HOODS 

SKIN PROTECTIVES 
CARBOY TRUCK 
CARBOY TILTER 
CARBOY SIPHON 
ACID-PROOF PAILS 


and DIPPERS 
SAFETY EQUIP. 


P U L M 0 S A N CORPORATION 


Dept. P, 176 Johnson St., Brooklyn, N. Y. 


ous work. 


®@ WRITE TODAY 
for your copy. 
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MODERN PRODUCTION 





PRODUCT can be 

no more up-to- 
date than the plant 
that turns it out. 
Truly modern produc- 
tion means the manu- 
facture of a high 
quality product to cur- 
rent standards of 
strength and accuracy, 
backed by a service 
that meets today’s 
demands for on-time 
deliveries. 


The position of R B & W as one of the world’s largest and oldest 
manufacturers of bolts, nuts and rivets is built on this basis. The best 
of raw materials are purchased to individual specifications, the most 
advanced manufacturing methods are employed, large and complete 
stocks are carried and all orders are filled with utmost promptness. 
These are the factors which have established R B & W as the 
leader in truly modern production of the finest industrial fastenings— 
that have made the name EMPIRE known the world over. 
Leadership has made EMPIRE Bolts, Nuts and Rivets the standards 
by which industrial fastenings are judged the world over. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 


SALES OFFICES: CHICAGO: DETROIT: PHILADELPHIA 
DENVER - SAN FRANCISCO -LOS ANGELES * SEATTLE * PORTLAND 


& 9192 


| 
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WORM- ' 
GEARED 
LADLES 


OR efficient 

handling of mol- 
ten steel and other 
metals, and ranging 
in capacities from 2 
to 5 tons, this new 
line of worm-geared 
ladles has been de- 
veloped by the 
Treadwell Construc- 
tion Co., 676 So. 
12th St., Midland, 
Penna. Salient con- 
struction features in- 
clude a stopper rig 
for drawing pure 
slag-free metal from 
the bottom of the 
ladle, and a geared 
turning device so de- 
signed as to prevent 
any movement of the , 
ladle due to the weight of molten metal. The stopper rod 
extends down through the metal in a sleeve of fire clay or 
heat resistant terra cotta, with graphite plug on the bottom. 
When the plug is raised, the metal is discharged through 
the bottom of the ladle, and the slag, which floats on top, 
is prevented from getting into the ingot mold or casting. 
The self-locking turning mechanism consists of a worm 
wheel mounted on the ladle trunnion and integral with the 
bail. The worm is operated by a hand wheel on a cross 
shaft. Roller type bearings are used, and the entire 
mechanism is mounted in an oil-tight case so that all gears 
operate in an oil bath. 





METAL 

TABLE 
OUNTED on 
rubber tired 


casters for easy por- 
tability, and suitable 
for use in connection 
with filing, book- 
keeping, typing, or 
as a utility table for 
holding catalogs, 
tools, or office sup- 
plies, is this new 
table manufactured 
by Gaylo Mfg. Co., 
827 N. Michigan 
Ave., Chicago, IIl. 
The table top is of 
plain metal or cov- 
ered with leatherette, 
14x18 inches, and 26 inches above the floor. There is a 
sliding shelf, 12'4x14 inches. The legs are sturdily braced 
and fitted with a foot rest. 





PORTABLE 
COMPRESSOR 


HE new Pressure 

King developed by 
Empire . Compressor 
Mfg. Co., Benson St. 
& Penna. R. R., Read- 
ing, Penna., is a four- 
cylinder portable 
model, powered with a 
1/3 h.p. motor, and 
capable of delivering 
4 cubic feet of air per 
minute at 60 pounds pressure. Being of this piston type it 
produces an even flow of air, free of pulsations, and with 
steady pressure which is adjustable from 0 to 80 pounds. 
It can also be driven with a % h.p. gasoline engine if elec- 
tric power is not available. It is cooled by fan blade 
type of flywheel ard extra-deep fins in block and head. 
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Air cleaning chambers filter the air and remove water, oil 
and other impurities. Valves are of stainless steel, easily 
removable, and intakes are protected with special filters to 
prevent breathing in of mist, so that it is not necessary to 
clean valves after each job. Adapted to use in factories, 
foundries, garages, utilities, creameries, beer dispensaries, 
and for spray painting or tree spraying. 


POWER 
SCOOP 


HIS power op- 

erated scoop is 
mounted on an in- 
dustrial truck, with 
separate motor pow- 
er applied to the 
scooping mechanism, 
the elevating and 
traveling operations. 
The scoop is of % 
to 1 yard capacity, and can be rotated more than 100°. The 
power plant is optional electric or gas-electric, and operat- 
ing power is furnished through three separate standardized 
motors which respectively propel the truck, elevate and 
lower the scoop and load, and operate the crowding and 
rotating mechanism of the scoop. All motors are provided 
with slip clutches and limit switches which protect the 
operating mechanism and eliminate the need for fuses in 
power lines. The new truck will handle loose materials, 
whether in friable condition or in sizes suitable for ready 
handling. Stoker coal, featilizer ingredients, sulphur, ni- 
trates, and salts, are typical of the loads that can be loaded, 
transported, elevated and dumped by truck and a “one- 
man crew.” The scoop truck is a product of The Elwell- 
Parker Electric Co., Cleveland, Ohio. 


STAMP FOR 
HOT METALS 


HIS new tan- 

dem axe-type 
holder, manufac- 
tured by The Pitts- 
burgh Stencil and 
Tool Co., 741 Crafts 
Bldg., Pittsburgh, 
Penna., is particu- 
larly valuable for 
stamping intensely 
hot metals. The 
double line ar- 
rangement, with 
three pieces of type 
in eaciu line, has been found to imprint more satisfactorily 
than when the six numbers are all in one line. The only 
moving part is a sturdy pin in each line of type, which 
carries its own spring. It can be locked or unlocked with 
a single quick motion. The Markwell holder employs a 
special alloy which is practically unbreakable and makes for 
safe and economical stamping. Made in sizes for 1/16” 
type to 1” or larger. 





REDUCTION 
CRUSHER 


T HE new Type 
“KR gyratory 
crusher announced 
by  Allis-Chalmers 
Mfg. Co., Milwaukee, 
Wis., is designed to 
handle fine reduction 
jobs where close set- 
tings are needed. 
Among the special 
features is a built-in 
oil-filled hydraulic 
jack supporting the 
thrust bearing which 
; holds the shaft and 
mantle in crushing position. The head and shaft can be 
raised or lowered by injection or release of oil, permitting 













HATEVER you make — whatever you 

ship — check the many advantages of 
Fibreen for better wrapping, packaging o1 
bagging. Low-cost Fibreen seals your ship 
ments against moisture and condensation 
—keeps out dust and dirt—prevents con 
cealed damage—has clean, kraft surfaces 

. is easy to apply. 
Furthermore, Fibreen is quickly available 


involves no price troubles or uncertain 
deliveries. 


Send for a liberal sample of 
Fibreen for any trial or testing 
in any use you have in mind. 


The SISALKRAFT Co. 


205 W. WACKER DRIVE ¢ CHICAGO, ILLINOIS 
New York San Francisco London Sydney 


Serving Industry and Building with Re= 


enforced Papers, Metals, etc., for Multiple 
Uses and as Part of Finished Products 
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Quality counts. Orange Core is made of No. 1 
Kraft paper and gummed with specially pre- 
pared animal glue. It moistens quickly, sets 
speedily, and holds tenaciously. As a result 
Orange Core cuts down waste, reduces losses, 
and saves you money. Yet it actually costs no 
more than ordinary tapes. Order Orange Core 
today from your paper merchant. Write for 
free folder on best sealing methods. 


‘yy 


Moore & Thompson « Division Hudson Pulp & Paper Corp., 220 £. 42nd St., New York City 











TOM THUMB 
* PROVES HIMSELF 


Here's “Tom Thumb” doing a neat 
piece of internal grinding on a 
famous Hardinge bench lathe. 





Where accuracy is a “command’’—trust a “Tom ‘Thumb". . . the new 
Dumore No. 14 Precision Grinder . . . to deliver the goods. In the photo 
above, “Tom” is working on a Hardinge bench lathe at the Frankford 
Arsenal ... grinding a mirror-like finish, internally, on a fuse plate gage 
° to am accuracy of .0001”. Weighing but 6' Ibs., with a 
universal 1/14 H.P. motor and a top spindle speed of 19,000 R.P.M., 
Tom Thumb’s the answer to the shopman’s prayer for a small, internal- 
external precision grind- 
er. Ask your industrial 
distributor for a demon- 
stration; no obligation. 


PRECISION GRINDERS sncasnu ene, wie: 
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PURCHASING 


quick adjustment to obtain desired size of product and to 
compensate for wear. Should foreign material such as 
tramp iron get into the crushing chamber, a relief valve is 
opened, lowering the head sufficiently to pass the foreign 
substance. The discharge opening can be promptly re- 
stored without stopping the crusher. With discharge open- 
ing at %4”, and graded feed with maximum size of 214”, 
the machine has an hourly capacity of 27 tons on small 
throw eccentric fine crushing, or 36 tons on large throw ec- 
centric coarse crushing. 


AIR-LINE 
OILER 


ESIGNED to 

provide prop- 
er lubrication for 
rock drills and 
other air operated tools while in use, the Oil-IR air-line 
lubricator produced by Ingersoll Rand Co., Phillipsburg, 
N. J., will operate in any position, and adjustment of the 
oil feed can be made without taking the pressure off 
the chamber and without interrupting the work. The lubri- 
cator will not “siphon back” or leak when air pressure is 
released. It can be filled in either the vertical or horizontal 
position. 





STORAGE 
CABINET 


LLUSTRATED is 

the table model 
of a newly designed 
assembly of small 
hinged bins. useful 
for a wide variety 
of shop and store- 
room _ applications. 
The entire assembly 
can be turned to 
bring any given tier 
of bins into the front 
position for ready 
access. The bins are 
of cold rolled steel, with a similar frame, in spot welded 
assembly. Each bin closes when loaded, but can be locked 
open at an angle or to a horizontal position. Other models 
include a floor stand, and a bracket unit for wall attach- 
ment. It is known as Spin-a-bin, and is a product of Noggle 
Products Co., Ann Arbor, Mich. 








PIPE 
CLEANER 


NEW type of 

cutting tool de- 
veloped for use with 
the Model A electri- 
cally driven pipe 
cleaning machine of 
Pittsburgh Pipe 
Cleaner Co., 247 
Oliver Bldg., Pittsburgh, Pa., greatly extends the appli- 
cation of that machine. It is now possible to open and 
clean clogged water lines and fittings as small as 14-inch 
in diameter, passing through 90 degree ells and either 
direction in tees. The operation consists in fitting the 
required length of flexible coiled cable and cutting tool 
into the pipe, and rotating the cable at a speed of 1,100 
r.p.m., feeding additional cable into the line until the 
obstruction is cleared. Industrial applications of the machine 
include the cleaning of superheat lines, oil and gas lines, 
heating and cooling coils, as well as domestic waste lines. 
The model shown takes cable from % to % inch, for 
clearing 114 to % inch lines. The equipment weighs only 
45 pounds, and has an overall length of 17% inches. A 
larger model, on the same principle, takes 1 inch cable and 
clears lines as large as 6 inches. 
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MOVABLE 
PARTITION 


NEW _ilow-cost 

movable  parti- 
tion, known as Tran- 
site Walls-Universal 
Type, has been an- 
nounced by Johns- 
Manville Co., 22 E. 
40th St., New York, 
N. Y. Adapted for 
subdividing offices or 
factory departments, 
it is economical, and 
easy to erect, dis- 
mantle and re-locate. 
The panels are 13% 
inches thick, consist- 
ing of a sealed light-weight core faced on both sides with 
Transite, a fireproof, permanent asbestos-cement material, 
with flush surfaces in a soft gray finish which may be 
waxed, or painted on the job to blend with other color 
schemes. The material has a high degree of sound resis- 
tance, equivalent to a 3” wall of conventional partition 
construction. The partitions are furnished in large, light- 
weight panels which are firmly anchored to steel floor 
channels concealed in the partition. Ceiling-height and 
free-standing types are available, with or without bor- 
rowed lights, and with a complete line of all necessary 
accessories, including hardware, metal light frames, and 
doors. 





War Department Purchasing 

(Continued from page 32) 
and economical operations. That instructions shal] 
at all times be sufficiently comprehensive to in- 
spire the confidence of contracting officers and 
suppliers alike, is of no greater importance than 
the assurance that only that which is effective. 
pertinent and timely, is included in such instruc- 
tions. To this end, the Procurement Control Sec- 
tion constantly directs its efforts to furnish in- 
structions as complete and clear as practicable, 
yet as few as possible to effectively accomplish 
their purpose, and finally to make such instruc- 
tions as permanent as possible, and to avoid 
all unnecessary and confusing changes, amend- 
ments and repetitions. 

Purchasing procedures in governmental agen- 
cies are governed by certain basic laws, some of 
which are applicable to all agencies and some lim- 
ited in application to certain specific departments 
or agencies, but alike in their relative permanence. 

The 5 series of Army Regulations are based 
directly upon and identified with these basic laws. 
There are, however, laws enacted from time to 
time which are of temporary application and lim- 
ited in scope to specific things or conditions. Typi- 
cal of such laws are current Appropriation Acts: 
the Bituminous Coal Act; the Joint Resolution 
regulating traffic in arms and ammunition; the 
Bacon-Davis and Walsh-Healy acts relating to 
labor on public works; the Eight Hour law; the 
so-called “Kickback” law and many more. In 
addition there are executive orders and regula- 
tions designed to interpret and implement those 
laws, opinions of the Judge Advocate General 
and the Attorney General, and rulings of the 
Comptroller General, all of which have to a great- 
er or lesser extent, the effect of law. 

Instructions relating to procurement, based on 
these current laws and regulations are prepared 
and distributed as soon as practicable after their 
initial promulgation, in the form of War De- 
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WEIGHT 
SAVED! 





Stanley Strapping permits lightenin 
your container with safety. Reinf 
container with strong steel ba 
Stanley Colorgraph Strapping ca 
your name, trade mark or sales 
sage in brilliant colors. 


TIME 
SAVED! 


Light, fast, the New 
Stanley “Ace” Strapping Too! 
pletes the strapping job in a few sex 
onds! Two easy, natural arm motions 
and the job is done .. . one lever te 
sions strapping, other cuts strapping 
feeds seal, crimps seal in one motion 
Precision built to close tolerance 
throughout, “Ace” is light, easy 
handle — weighs only 10 Ibs 
Spring fed, it operates in any position 





HANDLING 
SAVED! 


New Stanley “Ace” Ax 
cessories position container, tool and 
strapping in shipping room or “take 
them as they come” on roller convey 
or. Regular Stanley Accessories, or a 
combination, will handle most strap 
ping jobs. For special problems 
Stanley Engineers will consult wit! 
you and design new ones or adapt 
regular accessories. 


Get these three big savings in your shipping - 
room! Write today for folder, ““Twice As Fast.” ( STANLEY ] 
The Stanley Works, Steel Strapping Division, TRADE MARK 
New Britain, Connecticut. 


STANLEY STRAPPING SYSTEM 
















me VUSTRITE 


p nOTECT j 


and MEN * 


EARN US 
LOWER 
INSURANCE 
RATES, TOO!’ 


JUSTRITE 
SAFETY CANS 


(right) are accepted as the safe, economical way to 
handle and store explosive and flammable liquids. 
They’re built for endurance—for efficient, trouble- 
free service—for prevention of leakage and evapo- 
ration. What’s more—labeled by the Underwriters’ 
Laboratories, approved by the Associated Factories 
Mutual Fire Insurance Companies—Justrite Safety 
Cans will reduce your insurance costs! Seven sizes, 
1 pint to 5 gallons. 


JUSTRITE OILY WASTE CANS 


(left) in 6, 8, 10 and 14-gallon sizes, are also lab- 
eled by the Underwriters’ Laboratories. They open 
by foot pressure, close automatically and, by help- 
ing to end the hazards of oily waste in your plant, 
will cut your rates on fire insurance. 





You can see 
these Justrite 
Safety Products 
at all leading 
hardware and 
mill supply dis- 
tributors. Write 
us for your 
FREE copy of 
a little booklet 
of big facts— 
“Save on Fire 

Insurance” — 


TODAY! 











JUSTRITE Minuracturing co, 
have dome device / 








These Kropp repre- J. McElligott 





sentatives are David C. Babcock 
































Houston, Tex. 





Let your Kropp 





























and capacity of the R. E. Deutsche 

















Forging Shop and J. F. Hallowell 





























Bleckley & Walsh 











































treated. 








World's Largest Job Forging Shop 














ae Guy H. Rumpf 
representative tell Railway Ex. Bldg.. 
you about the ex- R. J. Gentles 


KROPP FORGE COMPANY 


737 Bankers Bldg.. Milwaukee, Wis. 


ready, willing and 863 Southfield Rd., Birmingham, Mich. 
James E. Sweeney 
able to serve when 3957 Ruckle St., Indianapolis, Ind. 


you are in need of Industrial Sales & Engineering Co.: 
L. B. Holt 

hammer, drop or Tulsa Loan Bidg., Tulsa. Okla. 

upset forgings. W. R. Davis and J. H. Drapier 


501 Citizen's State Bank Bldg. 


St. Louis, Mo. 


2 2 3735 Henderson St., Wheatridge, Colo. 
perience, facilities Geo. M. Meriwether 
805 Farley Bidg., Birmingham, Ala. 
World's Largest Job 765 Hampden Ave., St. Paul, Minn. 


705 Columbia Bldg., Pittsburgh, Pa. 


how this organiza- D. W. Glanzer 

A . 252 Rockefeller Bidg., Cleveland, O. 

tion has built a repu- ere, eee 
Wm. J. Lynd 

tation for Service. 812 Tacoma Ave., Buffalo, N. Y. 


* 401 Volunteer Bidg., Atlanta, Ga. 
All types of forgings—any Eric Heilo 
metal, size, shape, quantity Beaver Bldg., Cedar Rapids, Ia. 
—rough finished, fully ma- Cecil H. Bacon 
chined, as forged or heat- 815 E. Prospect St., Seattle, Wash. 


J]. R. Brennan, New Orleans, La. 


nny 5315 W. Roosevelt Road, Chicago quem 
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partment Procurement Circulars. Specific instruc- 
tions included in such circulars are identified as 
changes to existing Army Regulations, thereby 
directly connecting them with the basic laws they 
modify. If it appears that such instructions are or 
may become permanent they are later incorpo- 
rated into printed Army Regulations and the 
Procurement Circular rescinded. 


Purchase Information 


Since the entire mission of the procurement 
Control Section is essentially informative, its 
work in collecting information from supply arms 
and services is significant only in relation to the 
uses made of the information collected. 

Information regularly furnished by purchasing 
agencies is designed to serve three general pur- 
poses: first, it must provide the factual basis for 
all measures calculated to direct and control pur- 
chasing operations by decentralized agencies; 
second, it must furnish an effective means for edu- 
cating contracting officers of the Army and the 
business community in current War Department 
purchasing procedure; and third, it must bring to 
light violations of, and deviations from the pro- 
cedures established by law and regulations there- 
by providing a means of measuring efficiency of 
performance in current procurement. 

Accordingly, the kind of procurement informa- 
tion which is regularly required to be furnished 
by chiefs of supply arms and services is, subject 
to the limitations of judgment, that which will 
satisfy the peace time requirements for control, 
and regulate the transition of procurement from 
a peace to a war footing with a minimum of 
confusion and delay, in a form which permits the 
presentation of facts graphically or in summation, 
if such be required for the use of the Assistant 
Secretary of War. 


Key To System Is Monthly Report 


The monthly report of Procurement Operations, 
is in effect the key to the whole system of pro- 
curement control. It provides a check by which 
the Control Section may be assured that every in- 
vitation for and abstract of bids originated by the 
War Department is received. It provides quanti- 
tative information on the volume of purchasing 
by Arms and Services, by Corps Areas and by 
Geographic sub-divisions. It provides complete in- 
formation on all purchases involving decisions be- 


| tween foreign and domestic materials. It reports 


purchases made without formal advertising in 
sufficient detail to permit effective examination 
of such purchases to determine whether or not 
there was a necessity for resorting to informal 
purchasing methods and that such necessary pur- 
chases were made in conformity with the laws 
and regulations governing them. Finally this re- 
port is the vehicle by which comments, criticisms, 
advice and instructions relating to particular 
cases are conveyed to contracting officers. 






Why Procurement Control? 





Section 5A of the National Defense Act, as 
amended by the Act of June 4, 1920, includes the 
following provision: 
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WIPERS—GEARED FOR THE J0B: 





Just as gears, to be efficient, must mesh per- 
fectly, so a good wiper should be geared fo 
the job. Institute Labelled Specification 
wipers meet this test because they can be 
torn to a size fitted to the need. Of cours: 
they are Sterilized—safe to use. Demand 
the Institute Label on every Bale! 


The Sanitary Institute of America 


sists of forty-seven members 
twenty-one of the United States ar 
Canada. This advertisement is spor 
sored by the following members: 


Brooklyn, N. Y. 
AMERICAN SANITARY ane COMPAN 
600 Degraw Stre 
DELIA WASTE PRODUCTS c ‘ORPOR ATION 
1557 Dean Street 
Chicago, Illinois 
AMERICAN SANITARY RAG COMPANY) 
1001 W. North Avenue 
CHICAGO SANITARY RAG COMPANY) 
2137 S. Loomis Street 
Cleveland, Ohio 
MANSCO CORPORATION 
3524 East 74th Street 
Pittsburgh, Pa. 
ARMs't RONG SANITARY WIPERS (COM 
PANY 
1233 Spring Garden Avenue, N. S. 
SCHEINMAN-NEAMAN COMPANY 
1024 Vickroy Street 
St. Louis, Mo. 
WIPING “=o ee INCORPORATED 
2000 N. Main St. 


For prices and samples write any above member. For Institute specifications write any 
member or The Sanitary Institute of America, 105 West Monroe Street, Chicago, Illinois. 





“Hereafter, in addition to such other duties as 
may be assigned him by the Secretary of War, the 
Assistant Secretary of War, under the direction 
of the Secretary of War, shall be charged with 
supervision of the procurement of all military 
supplies and other business of the War Depart- 
ment pertaining thereto...... 

“Under the direction of the Secretary of War, 
Chiefs of Branches of the Army shall report di- 
rect to the Assistant Secretary of War regarding 
all matters of procurement....... 

For any individual to undertake to personally 
supervise the “procurement of all military sup- 
plies” would be a manifest impossibility if for no 
other reason than the fact that the Supply Arms 
and Services of the Army make, in a single year 
more than 1,100,000 separate purchases. Super- 
vision, as a function, may however be rendered 
semi-automatic in its operation. The exercise of 
supervision over any given operation implies 
two things: first, direction, and second, control. 
Direction is achieved by the enunciation of oper- 
ating principles and procedure, and control is 
effectuated by organization and reporting routines 
which will draw prompt attention to any and all 
deviations from such prescribed operating pro- 
cedures. 

Supervision thus becomes largely automatic; 
most contracting officers meticulously observe the 


laws and regulations which govern their opera- | 


tions, hence their reports require and receive only 
routine approving action. 
which the Procurement Control Section operates 
focuses attention upon all exceptional cases and 


The system under | 


i 
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PUTS -» 


GOOD 
IDEAS ing improved maintenance with 
less time and effort, many pur 


TO chasing executives in one East 


ern city consult Oakite Service 
WORK 


Whether their cleaning prot 
lem involves securing faster pr: 
duction at lower cost or obtain 


Representative because they fi 
his recommendations practica 
helpful, workable. 

Due to his six years’ special 
ized knowledge and experience 
he puts good ideas to work ef 
fecting the production econ 
oo mies or maintenance improve 

ments these concerns want. 

Write and have your Oakite 
Service Man call and get his 
money-saving ideas on your 
cleaning problems. 


OAKITE PRODUCTS, INC., 54 Thames St., NEW YORK 


Representatives in All Principal Cities of the U. S. 

















This Signode-braced car doorway is a reminder of the 
opportunity open to the P. A. to save money for his 
firm—and prove those savings to a cost-conscious 
management. Signode Anchor Strapping applied 
across car doorways, has reduced material costs as 
much as 40% a car. It brings about substantial savings 
in material and labor. It promotes valuable customers’ 
good-will through better protection of goods from 
doorway damage and easier, quicker unloading. 


Your local Signode representative will gladly explain 
these advantages —give you facts and figures to sup- 
port them. ‘Phone him today. Or, write for complete 
information, mentioning the products you ship. 


SIG N } D f STEEL STRAPPING CO. 
2602 N. Western Ave., Chicago, Ill. 
371 Furman St. 454 Bryant St. 
Brooklyn, N.Y. San Francisco 
40 Offices Throughout United States and Canada 
MUCH 


oveRTIM 


in YOUR 




















RED STREAK 
SEALING TAPE 


Are you plagued by too much overtime in shipping out boxes and 
packages? You'd be surprised how much a fast sealing tape can 
speed up production . . . and save you money, too. Red Streak Sealing 
Tape is made of No. | Kraft with an ample coating of quick setting 
glue, insuring speedy, permanent adhesion. The price? Red Streak 
costs no more than ordinary sealing tape. Let a trial in your shipping 
room prove it can save you valuable time, too. 


THE BROWN-BRIDGE MILLS 








WRITE FOR 
SAMPLES 


TRY IT . . then 
you'll know why Red 
Streak Sealing Tape 
is a better sealing 
tape for all purposes. 





SALINE TAPES 
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assures prompt and authoritative corrective ac- 
tion thereon directly applied and vigorously fol- 
lowed through. 

The question “Why Procurement Control?” is 
not fully answered by a statement of the authority 
for its existence, or a discussion of its objectives 
and mechanisms. To fully answer “why” the 
whole procurement control setup must submit to 
the ultimate pragmatic tests—does it work? To 
answer that question we must look at the measura- 
ble results achieved. Looking thus, what may we 
observe? First, we observe that purchasing offi- 
cers in the field are actually doing a better job 
of purchasing than they did ten years ago, or 
five or even one year ago. Second, we observe 
an increasingly intelligent and cooperative inter- 
est on the part of Post and Corps Area Command- 
ers in the selection of officers for purchasing duty 
and in purchasing procedure. We see the training 
of purchasing officers develop into a live subject 
throughout the entire Army Educational System. 
Finally, we see a steady improvement in the rela- 
tions between the War Department and Industry. 
Representatives of industry dealing with the war 
department display an increasingly sympathetic 
understanding of public purchasing procedures, 
bidding is more intelligent and evidence of in- 
creasing confidence in Army specifications and 
willingness to exert an honest effort to satisfy 
them is more and more apparent. These things 
point to but one thing—more efficient purchasing, 
and to the extent to which that result has become 
clearly visible—the system is working most ef- 


fectively. 
Power Equipment 
(Continued from page 46) 
the driver to stop and hold the body at any angle 


up to the usual 50-deg. limit, as well as to raise 


it, and to return it to the normal horizontal 
position. 

For trailers or semi-trailers, the take-off and 
pump with their control mechanism may be 


mounted on the tractor, and the hoist cylinders 
on the trailer. As shown in an accompanying 
illustration, the pump and oil supply tank are be- 
tween the chassis-frame members, to the rear of 
the cab. From this pump, two lines of hose (the 
other two are brake lines) lead to the hoists on 
the trailer. These lines are looped to prevent 
undue tangling. 

In another type of trailer installation, a power 
fifth wheel serves to eliminate the connecting 
hose. Here the drive is from the tractor take-off 
to a gearbox mounted under lower fifth wheel, 
or to the part mounted on the tractor. From the 
gearbox, power is transmitted through a shaft in 
the hollow king pin, thence through another gear- 
box on the top or upper half of the fifth wheel to 
the pump mounted at the rear of the trailer near 
the hoist cylinders. Control lever for the hoist 
is placed on the trailer, and is operated from the 
side thereof. With this arrangement, the tractor 
and trailer can be separated when necessary. 

The flexibility and ease of control of hydraulic 
hoists has resulted in successful applications, not 
only on many types of dump trucks, but also in 
other fields. For snow-fighting installations, the 
oil from the hoist pump may be diverted to lift 
a nose plow, the same control system being used. 


Buyer’s Directory, pag 




















DECEMBER 1939 


When the hydraulic lift must be used continu- 
ously, or separate jacks are required for the nose 
and wing plows, the manufacturer recommends 
an entirely separate hoist system. Hydraulic 
hoists are common practice in fire-equipment 
construction, to lift the aerial ladders used in the 
larger cities. They are also widely applied for 
lifting work on bodies designed for the collection 
of garbage, refuse and trash. 


Pneumatic (Compressed Air) Transmission 


When the S. A. E. power take-off mounting was 
standardized, some twenty years ago, one of its 
main purposes was to provide for mounting a 
small compressor, to furnish air for the truck 
pneumatic tires, then comparatively new. With 
the improvement in such tires, such installations 
have long disappeared, of course. 

But with the introduction of the heavier trucks 
and buses, compressed air found a place for itself, 
in the actuation of brakes, and more recently, 
in the control of clutches, gearshifts, steering 
gear, and other vehicle parts. In addition the 
compressed air thus furnished is being used for 
the control or operation of truck or bus doors, 
flusher valves, sanders to provide traction on slip- 
pery roads, and for other purposes. The compres- 
sor is mounted on the engine and driven directly 
from its crankshaft or from an auxiliary shaft. 
Units are available with capacities up to 12 cubic 
feet of free air per minute, and a pressure of 100 
pounds per square inch gage, at 1,250 revolutions 
per minute. 

For heavier work, such as providing air for 
pavement breakers, rock hammers and other air 
tools required in the field, the compressor is 
mounted in the vehicle body, and driven through 
a multiple V-belt from a propeller-shaft take-off. 
These units are available for truck installation, 
in capacities up to 210 cubic feet, at 850 R. P. M. 
engine speed. 


Transmission by Electricity 


Still another means of applying energy from 
the vehicle engine consists of the use of a portable 
generator, driven either from the side of the 
transmission (S. A. E. take-off), or from the 
main shaft at the rear of the transmission. The 
S. A. E. take-off is best adapted, it is said, to gen- 
erators of 10 kilowatt or less capacity. 

Larger electrical units may be driven from a 


BY Y-f ORY UU, 


AND GET THESE FEATURES 


At The Lowest Price Ever Made on a 
_ Quality Drill of this Size 


@ High Torque Speedway Drill Motor 

@ Streamlined Air Cooled Die Cast Case 

e — Grip Direct Thrust Breast Plate 
andle 


THIS GENUINE 
SPEEDWAY 


@ Removable Side Handle for Close Quarters 

@ Self Aligning Oilless Bearings 

@ 500 R.P.M. Operating Speed 

@ Smooth Sliding Thumb Switch 

@ Permanently Beautiful 2-Tone Finish 

Complete with hand operated 3-jaw %” chuck 

rubber covered cord, unbreakable plug. 

This SpeedWay No. 89 Drill is the result of 
years of specialization in the manufacture 

of portable tools. 


— for Cove. SpeedWay 


lars and name of 
nearest dealer. 





Manufacturing Company 


1877 S. 52nd Ave. 
Cicero, Ill. 
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Barrett Nifty-Lifters 
STOP “STAGNATION” 


in Shipping and Stock Rooms! 


Inexpensive Nifty-Lifters end confu 
sion and congestion in shipping and 
storerooms by facilitating and speed 
ing up distribution of materials. A 
single Nifty-Lifter and four to fifteen 
skids cut needless handling as much 
as 61%. Flat deck, staked, rack and 
shelf type skids in all sizes. Rugged 
construction throughout to resist ex 
cessive conditions. 





Turn chaos into order and efficiency 
at a surprisingly 
low cost—send for 
Bulletin 602 and 
get our free tria 
offer. 


BARRETT 


BARRETT-CRAVENS CO. 
3280 West 30th Street © Chicago, Illinois 


Representatives Everywhere 
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to keep records, but it is 
necessary to know when and 
how to use, properly, each of 
the following— 


Visible Records 

Ring Binders 

Prong Binders 

Sectional Post Binders 
Loose Leaf Binders 
Forms of all Types 
Accounting Requirements 
Etc. 


Why not let us show you 
some of the many new uses 
for these articles? 


The Cesco Line is a compre- 
hensive assortment of Loose 
Leaf Equipment for all needs. 


A request on your business 
stationery will bring litera 
ture and full information on 
up-to-the-minute bookkeeping 
methods. 


E. SHEPPARD CO. 


Long Island City, N. Y 





THE C. 


44-05—2Ist Street 









































DIES 


ELS 

MOTORS 
PUMPS 

SCALES 





4 Major Lines...ONE Responsibility 


Diesel Engines for stationary or marine service, 
10 to 1400 horsepower... 

Pumps with capacities from 114 g.p.m. to 
150,000 g.p.m. .. 

Motors from % to 10,000 horsepower... 

Scales that record weights from .002 oz. to 
1,000,000 Ibs. ... 

—All backed by the one, century-proved 
responsibility of Fairbanks-Morse and serviced 
by a nationwide organization of 36 branches. 


7513-EOPSA40.8 


FAIRBANKS, MORSE & CO. 


Mandiiiitarers 
(CR 28. B20 o. 6 Oe OD 2 we 8 On OF 


Fa 24 
600 South Michigan Avenue, Chicago, III. 





WITH 


Gdjurtable 


CENTERS 


Sets 1 or 2 
rivets at a time 























No obligation for assembly 
analysis. Send sample or 
blueprint with inquiry. 


RIVET & MACHINE COMPANY 


TUBULAR AND SPLIT RIVETS IN ALL RIVET METALS 


1851 SO. 54th AVE. (Cicero P.0.) CHICAGO, ILLINOIS 
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propeller-shaft take-off or an armature with a 
hollow shaft may be mounted at the rear of the 
transmission, the vehicle propeller-shaft being 
carried through it. Either the truck or the gen- 
erator can then be operated. Close control of the 
electrical output is secured by a voltage regulator 
on the generator, and a governor on the engine. 
Ordinarily 110 volts direct current is used, except 
for special applications. Arc-welding sets rated 
at 400 amperes at 40 volts are operated through 
a main-shaft drive. 

The electric current may also be used for 
motor-driven machine tools, for hand tools, for 
hoisting ladders on fire equipment; and in the 
lighting field, for searchlight trucks, photo studios 
and motion-picture projectors. 

Electrical equipment to transfer containers on 
and off the truck or trailer is represented in the 
accompanying illustration. A loaded milk tank of 
4,000 gallons capacity can be handled, it is said, 
or a container of 25 tons gross weight loaded 
with general merchandise. The design shown is 
for sidewise transfer, but it can also be arranged 
for lengthwise movement. As illustrated, this 
equipment was demonstrated at the Railroad Ex- 
hibit during the recent New York World’s Fair. 

Transfer is accomplished by endless conveyor 
chains, through which the container is pulled on 
or pushed off the trailer frame. These chains are 
geared to a 3-horsepower electric motor. The gen- 
erator furnishing electricity is driven through an 
S. A. E. power take-off on the tractor engine. 

Control of the movement is also accomplished 
electrically, by push buttons at the end of the 
cable held by the operator shown at the rear of 
the trailer. A forward or reverse button governs 
the direction of movement. Should the operator 
remove his finger from either button, the engine 
drops down to idling speed, so that the other parts 
in motion (generator, motor, chains and contain- 
er), immediately come to rest. This electrical con- 
trol is effected by connecting the cable to a sole- 
noid which in turn controls the carburetor-valve 
opening and therefore the engine speed. 

In closing attention should be called to the fact 
that while most of the power-transmission equip- 
ment referred to in this article is designed for or 
adapted to service on motor trucks, its manufac- 
turers furnish similar equipment for stationary 
applications. Thus the buyer of such equipment 
has the advantage, not only of the specialized ex- 
perience gained in making truck applications, but 
also of that secured in dealing with the much 
breader industrial field. 





Buying for a Bank 
(Continued from page 49) 


must be given to the type of paper incorporated. 
Basing our problem on the life of the records 
required we worked out, through reference and 
actual test, the breakdown and analysis of paper 
standards shown in Table I. This chart has been 
accepted by us as final as far as papers are con- 
cerned. There are other considerations such as 
folding tests; with and against the grain; mullen 
test, and tests pertaining to writing surfaces. 
These, however, are secondary and there are very 
few cases where such tests are necessary. 
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ABRASIVES 

American Abrasive Co., West- 
field, Mass. 

Chicago Wheel G Mfg. Co., 
Chicago, Ill. 


Norton Co., Worcester, Mass. 

Simonds-Worden-White Co., 
Dayton, Ohio 

ADHESIVES 


National Starch Products, New 
York, WN. Y. 

Stein Hall Mfg. Co., Chicago, 
Ht. 


ANODES, NICKEL 

Seymour Manufacturing Co., 
Seymour, Conn. 

ASBESTOS PRODUCTS 

Keasbey G _ Mattison 
Ambler, Pa. 


BELT LACING EQUIPMENT 

Armstrong-Bray & Co., 
cago, Ill. 

Clipper Belt Lacer Co., Grand 
Rapids, Mich. 

BELTING 


B. F. Goodrich Co., Mechanical 
Goods Div., Akron, Ohio 


BINDERS, LOOSE LEAF 


Sheppard Co., C. E., 
Island City, N. Y. 


BOLTS, NUTS, etc. 


Co:, 


Chi- 


Long 


American Screw Co., Provi- 
dence, R. |. 

Cleveland Cap Screw Co, 
Cleveland, Ohio 

Continental Screw Co., New 


Bedford, Mass. 


~— Co., H. M., Chicago, 
I. 


Republic Steel Corp., Cleveland, 
Ohio 

Russell, Burdsall G Ward Bolt 
G Nut Co., Port Chester, 
N. '¥. 

BOXES, CORRUGATED 


Brunt G&G Company, 
Hl. 


BRASS MILL PRODUCTS 


Scovill Mfg. Co., Waterbury, 
Conn. 


BRONZE, PHOSPHOR 

Seymour Manufacturing Co., 
Seymour, Conn. 

BUTTONS, METAL 

Scovill Mfg. Co., 
Conn. 

CABINETS, STORAGE FILING 


Steel Storage File Co., Cleve- 
land, Ohio 


CANS, OILY WASTE 
Justrite Mfg. Co., Chicago, Ill. 


CARBON PAPER 


Columbia Ribbon & Carbon 
Mfg. Co., Inc., Glen Cove, 
L. 1 Me. Y. 


Chicago, 


Waterbury, 








as Ut 


SOURCES OF SUPPLY 












CHICAGO 


performance. 

CARTONS, SHIPPING 
Brunt & Company, Chicago, 

Hl. 
CASTINGS 
American Chain & Cable Co., 

Inc., Bridgeport, Conn. 
Forest City Foundries Co., 

Cleveland, Ohio 
CHAIN 


American Chain & Cable Co., 
Inc., Bridgeport, Conn. 

CHUCKS 

Apex Machine & Tool 
Dayton, Ohio 

Brown G& Sharpe 
Providence, R. I. 

CLEANING COMPOUNDS 

Oakite Products, 
York, N. Y. 

COAL 

Pittsburgh Coal Co., 
Pa. 

COMMODITY SERVICE 


McGill Commodity Service, 
Inc., Auburndale, Mass. 


COOLANTS 


Co., 
Mfg. Co., 


Inc., New 


cleans, 
Pittsburgh, 










MOUNTED 
WHTEDLS OF 





V/T SUPER BOND. F 
Greatest Forward Step in 30 Years 


V/T Super Bond is one of the most important 
developments in mounted wheels. 
compares with it in long life, stamina and 





UNDER THE 
SUN 


Nothing 


150% LONGER LIF 


Chicago Mounted Wheels of 
V/T Super Bond have 150 
to 300% longer life, according 
to tests in many plants on 
snagging and exacting opera 
tions. Will not ridge on weld 
sharp corners, sinking dies 
barbering, etc. Theres 
shape and size to hand! 
every grinding job faster, bet 
ter, at lower cost. Let 
send you a trial wheel 

us the kind of job, type of 


equipment used and size wheel you prefer. 
FREE MOUNTED WHEEL [ 
reference in the shop. A Wall Chart 22 x 15" showing act 

size and shape of every standard Chicago Mounted ¥ hee! 


CHART—Ideal 


for ready 


Handee Tool of 1001 Uses 


etc. 


A small “power house” that can be used wherever 
there is an electric outlet. 
cuts, routs, carves, sands, saws, sharpens, engraves, 


Uses 


Weighs 12 oz. 25,000 r.p.m. $18.50 
postpaid with 6 Accessories. 


Send for catalog of complete line. ‘4 


CHICAGO WHEEL & MFG. CO. 


Offices in principal industrial centers 
118 S. Aberdeen St. 






Grinds, drills, polishes, 
300 


accessories. 


Chicago, III. a Free T 





Oakite Products, 
York, N. Y. 


CORDAGE 


Plymouth Cordage Co., 
Plymouth, Mass. 


CUTTERS 


Brown G Sharpe 
Providence, R. lI. 


DIAMONDS 


Ge;. kb. 
York, N. Y. 


DIES, WIRE DRAWING | 


Inc., New 


North 
Mfg 


Co... 


Mayers Se <. 





McKenna Metals Co., Latrobe, 
Pa. 


DIESEL ENGINES 


Fairbanks, Morse & Co., Chi- 
cago, Ill. 

DRILL POINTS 

— Co., H. M., Chicago, | 
Il. 

DRILLS 


Dunmore Co., Racine, Wis. 


DUPLICATING MACHINES & 
SUPPLIES 


Columbia Ribbon G& Carbon 
Mfg. Co., Inc., Glen Cove, 
iL. LN. Y. 

ELECTRICAL PRODUCTS 

Graybar Electric Co., New 
York, N. Y. 


ELEVATORS, PORTABLE 


Barrett-Cravens Co., 
Wl. 


ENVELOPES 


Outlook Envelope Co., Chicago, | 
Hl. 


iS 


Chicago, 


oO 


‘ 


.¢ 
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SAFETEX 





GUMMED 
TAPE 


Pull-tab opener in every roll. 
e \ 
| Processed to make it pliable 
} and non-curling. 
* 

Grooved glue surface for 
better moisture distribution. 
* 

No. 1 Northern Kraft only. 
. 

Highest grade glues for Fast 


and permanent sealing. 


CENTRAL PAPER @. 


MENASHA, WISCONSIN 
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The Pright Spot 
OF STEEL PARTS 


ERT. 


KENNAMETAL hh@us 


Increases Production of Your Lathes and Boring Mills 


Unequaled in the machining of forgings, bar stock or 
or stainless steels, also Monel metal and malleable 
times faster than high speed steel @ Requires less down time for re-grindir 
and re-setting tools @ Roughs and finishe in one cut @ Takes interrupted 
cuts without breakage @ Machines unannealed stock heat-treated up to 550 
Brinell. 


castings of carbon, alloy 


@ Cuts two to six 


iron 


The initial cost of KENNAMETAL-tipped tools is quickly absorbed by their 
superior performance and longer tool life. Compared with high-speed steel, 
they give ten times more service for every dollar spent. If your purchases 
are based on greatest value for your money—investigate KENNAMETAL today. 
Write for free catalog. 


PENNSYLVANIA, 


U.S.A. 
















There’s a good Barnes Blade for every 





cutting job. Ask your supply dealer. 
W. O. BARNES CO., INC. 






Detroit, Mich. 





















CEL: U-DEX 
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PROTECTORS 


PAT. PENDING 











* TRANSPARENT + FLEXIBLE 
* REINFORCED EYELETS 
* WATER PROOF 







Uses: Salesmen’s Kits, Advertising and Sales Presentation. 
Catalogs, Stamp Collections, Photos—Albums, Records. 
KEEP SHEETS SsPGOTLGss t.¥ 


Send for Samples and give name of your Stationer 















FASTENINGS, SPECIAL 


Cleveland Cap Screw Co., 
Cleveland, Ohio 

Continental Screw Co., New 
Bedford, Mass. 

Parker-Kalon Corp., New York, 


N. Y. 
Russell Burdsall G Ward Bolt & 
Nut Co., Port Chester, N. Y 


FENCE, INDUSTRIAL 
American Chain & Cable C 
Inc., Bridgeport, Conn 


FILES, STORAGE 
Bankers Box Co., Chicago, | 


Steel Storage File C Cleve- 
land, Ohio 

FITTINGS, PIPE 

American Chain & Cable C 


Inc., Bridgeport, Conn 
Crane Co., Chicago, |! 
Pittsburgh Piping G&G Equipment 

Co., Pittsburgh, Pa 


FLOORING, NON-SLIP 
Norton Co., Worcester 


FORGINGS 
Kropp Forge Co., 


FORMS, PRINTED 
Sheppard Co., C. E 
Island City, N. Y 


Mass 


Chicago, | 


GAGES 
Starrett 
Mass. 


GAUGE GLASSES 
Jenkins Bros., New York, N. Y 


GIFT & PREMIUM 

MERCHANDISE 

Hagn Co., Joseph, Chicago, || 

Mayers Co., L. G C 
York, N. Y. 


Co , L S 


New 


GLUES 


National Starch 
York, N. Y. 


GOGGLES 
Pulmosan Safety Equipment 
Corp., Brooklyn, N. Y 


GRINDERS & GRINDING 


Pro aucts 


ia 
NEW 


MACHINES 
Dumore Co., Racine, Wi: 
Norton Co., Worcester, Mass 


GRINDING WHEELS 


Chicago Wheel G&G 
Chicago, Ill. 
Norton Co., Worcester, Mass 
Simonds-Worden-White Co., 

Dayton, Ohio 


| HOISTS 
|American Chain & Cable Co., 
| Inc., Bridgeport, Conn 


| HOSE 


Goodrich Co., B. F., Mechanical 
Goods Div., Akron, Ohio 


Mfg Co., 


INDEX TABS 
CLEAN Cel-U-Dex 
N. Y. 


Corp., Brooklyn, 


Buyers Di 


OURCES OF SUPPLY p 





PURCHASING 


INSULATION, MAGNESIA 


Keasbey G&G Mattison Co., 
Ambler, Pa. 

JEWELRY 

Hagn Co., Joseph, Chicago, III 

Mayers Co., L. & New 
York, N. Y 

LABELS 

St. Louis Sticker Co., St. Louis, 
Mo. 

LAMPS, CARBIDE MINERS’ 

Justrite Mfg. Co., Chicago, Ill 


LANTERNS, ELECTRIC HAND 
Justrite Mfg. Co., Chicago, III 


LEATHER GOODS 

Hagn Co., Joseph, Chicago, Ill. 

Mayers Co, L. & C., New 
York. N. Y. 


LIGHTING FIXTURES 
Graybar Electric Co. 


York, N. Y. 


New 


LUBRICANTS 
Pure Oil Co., Chicago, Ill 


LUBRICATORS 
Speedway Mfg. Co., 


MACHINES, NIBBLING 
American Chain & Cable C 
Inc., Bridgeport, Conn 


Cicero, || 


MACHINES, RIVET SETTING 
Ch cago Rivet & Machine C 
Chicago, Ill 


MOTORS 
Dumore Co., Racine, Wis 


Fairbanks, Morse & Co., Ch 
cago, Ill 

Graybar Electric Co, New 
York, N. Y 

Speedway Mfg. Co., Cicero, III 

OIL 

Pure Oil Co., Chicago, II 

PACKING 

B. F. Goodrich Co., Mechanical 


Goods Div., Akron, Ohio 


PAILS, SANITARY 
Justrite Mfg. Co., Chicago, II! 


PAPER, BOND 

Millers Falls Paper Co., Millers 
Falls, Mass 

Valley Paper Co., Holyoke, 
Mass 


PAPER, GUMMED 
Brown-Bridge Mills, Troy, Ohic 


Central Paper Co., Menasha, 
Wis. 

McLaurin-Jones Co., Brookfield, 
Mass 


Moore G Thompson Paper Co., 
New York, N. Y. 


PAPER, LEDGER 
Valley Paper 
Mass. 


PAPER, ONION SKIN 

Millers Falls Paper Co., Millers 
Falls, Mass. 

Valley Paper 
Mass 


Co., Holyoke, 


Co., Holyoke, 
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Buy SOURCES OF SUPPLY 


PAPER, WRAPPING 
The Sisalkraft Co., Chicago, III. 


PAPER MILL DIRECTORY 


L. D. Post, Inc., New York, 
N. Y. 

PIPE 

Crane Co., Chicago, III. 


Pittsburgh Piping & Equipment 
Co., Pittsburgh, Pa. 

Youngstown Sheet & Tube Co., 
Youngstown, Ohio 


PUMPS 

Brown G Sharpe Mfg. Co., 
Providence, R. lI. 

Fairbanks, Morse & Co., Chi- 
cago, Ill. 

RACKS, DRUM & BARREL 

Barrett-Cravens Co., Chicago, 
HI. 

REFRACTORIES 

Norton Co., Worcester, Mass. 

RESPIRATORS 

Pulmosan Safety Equipment 
Corp., Brooklyn, N. Y. 

RIBBONS, INKED 

Columbia Ribbon G Carbon 
Mfg. Co., Inc., Glen Cove, 
L. 1, BW. ¥. 

RIVETS 

Chicago Rivet & Machine Co., 
Chicago, Ill. 

Continental Screw Co., New 


Bedford, Mass. 


Russell, Burdsall & Ward Bolt 
G Nut Co., Port Chester, 
N. Y. 

ROPE 


Plymouth Cordage Co., North 


Plymouth, Mass. 


RUBBER GOODS, MECHANICAL 
Goodrich Co., B. F., Mechanical 


Goods Div., Akron, Ohio. 

SAFETY EQUIPMENT 

Pulmosan Safety Equipment 
Corp., Brooklyn, 'N. Y. 

SAWS, BAND 

Barnes Co., Inc., W. O., De- 
troit, Mich. 

SAWS, HACK 

Armstrong-Blum Mfg Co., 
Chicago, Ill. 

Barnes Co., Inc., W. O., De- 
troit, Mich. 

SCALES 

Fairbanks, Morse & Co., Chi- 
cago, Ill. 

Kron Co., Bridgeport, Conn. 


Triner Sales Co., 


SCREENS, WIRE 
Ludlow-Saylor 
Louis, Mo. 


SCREW DRIVERS 
Apex Machine & Tool Co., 
Dayton, Ohio 


Chicago, Ill. 


Wire .Co., St. 


SCREWS 
American Screw Co., Provi- 
dence, R. |. 


Cleveland Cap Screw Co., 


Cleveland, Ohio 


Continental Screw Co., New 
Bedford, Mass. 

Corbin Screw Corp., New 
Britain, Conn. 

Lamson & Sessions Co., Cleve- 
land, Ohio 

National Screw G Mfg. Co., 


Cleveland, Ohio 
Parker-Kalon Corp., New York, 
N. Y. 


Pheoll Mfg. Co., Chicago, Ill. 

Russell, Bursdall G Ward Bolt 
& Nut Co., Port Chester 
N.Y. 

Scovill Mfg. Co., Waterbury, 
Conn. 

Shakeproof Lock Washer C 
Chicago, Ill. 

SCREW MACHINE PRODUCTS 

Scovill Mfg. Co., Waterbur, 
Conn. 

SHAFTING 


Republic Steel Corp., Cleveland, 
Ohio 


SIGNALS, ELECTRIC 
Graybar Electric Co., 
York, N. Y. 


SILVER, NICKEL 
Seymour Manufacturing Co., 
Seymour, Conn. 


SILVERWARE 

Hagn Co., 
Hl. 

Mayers Co., 
York, N. Y. 


SKIDS 
Barrett-Cravens Co., 
Hl. 


SPRINGS 
Barnes Co., 
Conn. 
Yost Superior Co., 

Conn. 


STAPLES & STAPLING 

MACHINES 

Ace Fastener 
Hl. 


New 


Joseph, Chicago, 


je o& G. 


New 


Chicago, 


Wallace, Bristol, 


Springfield, 


Corp., Chicago, 


STARCHES 

National Starch Products, New 
York, N. Y. 

Stein Hall Mfg. Co., Chicago, 
Hf. 

STEEL 

Barnes Co., Wallace, Bristol, 
Conn. 

Frasse & Co., Inc., Peter A., 


New York, N. Y. 
Republic Steel Corp., Cleveland, 
Ohio 


Ryerson & Son, Inc., Joseph T., 
Chicago, Ill. 

Scully Steel Products Co., 
Chicago, Ill. 

Thomas Steel Co., Warren, 
Ohio 

Union Drawn Steel Co., Massil- 
lon, Ohio 


Youngstown Sheet & Tube Co., 
Youngstown, Ohio 






GEARED 


to meet th 


re 
ONE SOURCE OF SUPPLY FOR MANY PRO 
<YEFFICIENT PLANNING FOR GREATEST ECON 


Controlled quality from steel to fin 





Barnes’ answer to the dav’s demand for pr 
{ modern steel 
<<. operated by Barnes is capable of producing s 


any requirement, every day, 


< still more production. 


Large amounts 


my kis yr quick conversion into the kind of spri 


The W iin e aaa Company . sristoL, connectY’ 


DIVISION OF ASSOCIATED SPRING CORPORATIO 


SPRINGMAKERS FOR MORE THAN THREE 





QUARTERS OF A CI 





+ Here is the only UNBREAKABLE High-Speed-Edge hack | 
ade. 
@ This blade has a patented construction; a tough alloy ste¢ 
with High Speed Steel cutting edge electrically welded 
@ Because of this composite construction MARVEL High-Sp¢ 


Edge Blades are positively unbreakable—out-last and out 
other blades. 


@ Therefore you can use MARVEL High-Speed-Edge 
full capacity on any sawing machine—any speed, 
blade tension. 


@ Standardize on MARVEL High-Speed-Edge Hack Saw B 
there is no better way to cut blade costs. 


ARMSTRONG -BLUM MFG. CO. 


“The Hack Saw People’’ 
5760 Bloomingdale Ave. Chicago, U. S. A 
Eastern Warehouse and Sales: 199 Lafayette St.. New York 


KROREN 


DIAL SCALES 
for industry's every need 
~KRORN © 


BRIDGEPORT CONN. 


B || 
any te ; 
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NEW 


1940 
THOMAS’ REGISTER 


Published This Month 





Send Your Order Now 
For Early Delivery 


Your continued use of 
Thomas’ Register has en- 
abled us to make it one of 
the outstanding successes 
in the Industrial Publishing 
Field and we desire to thank 
you. 


We still maintain that you 
must do business through 
Purchasing Agents if you 
desire to do business with 
America’s leading organiza- 
tions. 


THOMAS 
PUBLISHING COMPANY 
473 Eighth Ave., New York, N. Y. 











"STICKERS 
| St. Louis Sticker Co., St. Louis, 


Mo. 


STRAPPING, STEEL 


Signode Steel Strapping Co., 
Chicago, Ill. 

Stanley Works, New Britain 
Conn. 


STUDS, MILLED 


Cleveland Cap Screw Co 
Cleveland, Ohio 


TAPE, GUMMED 


Brown-Bridge Mills, Troy, Ohi 

Central Paper Co., 
Wis. 

McLaurin-Jones Co., Brookfield 
Mass 

Moore & Thompson Paper Cc 
New York, N. Y 


TAPES, STEEL 
Starrett Co., L. S., Athol, Mass 


TOOL HOLDERS 
Armstrong Bros. Tool Co., Ch 
cago, Ill 


TOOLS, FLEXIBLE SHAFT 
Dumore Co., Racine, Wis 


TOOLS, LATHE 

Armstrong Bros. Tool Co., Chi 
cago, Ill. 

McKenna Metals Cc 
Pa. 


TOOLS, MACHINE 
Brown G Sharpe Mfg. Co 
Providence, R. | 


Menasha 


Latrobe 


TOOLS, MACHINISTS 


Brown G&G Sharpe Mfg 
Providence, R. | 
Starrett Co., L. S., Athol, Mass 


2) 


TOOLS, PIPE THREADING 
Armstrong Bros. Tool Co., Chi- 
cago, Ill. 


TOOLS, PORTABLE ELECTRIC 


Speedway Mfg. Co., Cicero, Ill. 
Stanley Works, New Britain, 
Conn. 


TOOLS, UTILITY 
Dumore Co., Racine, Wis 


TOWELS, PAPER 


The Brown Co., 
Maine 


Portland 


| TRANSPORTATION SERVICE 





Railway Express Agency, New 
York, N. Y. 


TRUCKS, LIFT G WAREHOUSE 


Barrett-Cravens Co., Chicago, 
Wl. 


TUBES, BOILER 
Scully Steel Products Co., Chi- 
cago, Ill. 


25 Ut 


OURCES OF SUPPLY. § ° 





PURCHASING 







TUBING, BRASS & COPPER 
Scovill Mfg. Co., Waterbury, 


Conn 


TWINES, TYING 


Plymouth Cordage Co., North 
Plymouth, Mass 


TYPEWRITERS 


Smith G Corona Typewriters, L. 
C., Syracuse, N. Y 


VALVES 


American Chain & Cable Co., 
Inc., Bridgeport, Conn. 

Crane Co., Chicago, Ill. 

Jenkins Bros., New York, N. Y 

Pittsburgh Piping G Equipment 
Co., Pittsburgh, Pa. 


VISES 
Armstrong-Blum Mfg. Co., 
Chicago, Ill. 


VISIBLE RECORDS 


Sheppard Co., C. E., Long Is 
land City, N. Y. 


WIPERS, SANITARY 

American Sanitary Rag C 
Brooklyn, N. Y. 

American Sanitary Rag C 
Chicago, III 

Armstrong Sanitary Wipers C 
Pittsburgh, Pa. 

Chicago Sanitary Rag 
Chicago, III 

Delia Waste Products Corp 
Brooklyn, N. Y 

Mansco Corp., Cleveland, Ohi 

Scheinman-Neaman Co., Pitts 
burgh, Pa. 

Wiping Materials, tnc., 53t 
Louis, Mo 


~ 


WIRE 


American Chain & Cable Co., 
Inc., Bridgeport, Conn 


WIRE FORMS 


Yost Superior Co., Springfield, 
Ohio 


WIRE ROPE 


American Chain & Cable Co., 
Inc., Bridgeport, Conn. 


WIRE CLOTH & SCREENS 


Ludlow-Saylor Wire Co., St. 
Louis, Mo. 


WIRING SUPPLIES 


Graybar Electric Co., New 
York, N. Y. 


WRAPPING MATERIALS 
The Sisalkraft Co., Chicago, III. 


WRENCHES 

Apex Machine & Tool Co., Day- 
ton, Ohio 

Armstrong Bros. Tool Co., Chi- 

cago, Ill. 
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A Keg or a Carload ... your order 


eo ’ 99 
receives cully Service 





ALLOYS 


en Tee 
















ANGLES, HOT ROLLED coLD sc 5 
ROLLED -™ ULLY ST. LOUIS. 
“HES (C . 

ARCHES (CORRUGATED WAREHOUSE 


BANDS and HOOPS 
BARS, HOT ROLLED 
ALLOYS ( HR and CF 
COLD FINISHED 
ELECTRIC HIGH CARBON STEEL 
REINFORCING 
BEAMS and C. B. SECTIONS 
BEEF RAIL 
BOLTS, NUTS, WASHERS, ALL KINDS 
BORING and TURNING BARS and 
GRINDERS 
BRACES, BOILER 
CHAIN, ALL KINDS 
CHANNELS 
CHISELS 
CHUCKS, STAYBOLT 
CLAMPS, BOILERMAKERS 
CLIPS, PATTERSON 
CLEANERS, FLUE 
CONDUCTOR PIPE 


| “Last Saturday we received a wire 
| from the oil fields requesting imme- 
diate shipment of two kegs of Bolts 
for a break-down job and we made 
shipment that day.” 


| SCULLY NEWARK 
| WAREHOUSE 





COPPER and BRASS s 
COUPLINGS, HOSE “Order for carload of C Beams re- . 
CRAYONS, SOAPSTONE - ’ r rag 
CUTTERS ceived at 2 0’clock for use on rail- : 
AR TR nd MACHINE BOLT . 

a = , road bridge damaged by flood — 


EAVE TROUGH and FITTINGS 
EXPANDERS, FLUE 
FERARULES, COPPER 
FLANGES, BOILER and TANK 
FLOOR PLATES 
GALVANIZED SHEETS, BARS, BANDS, 
ETC 
HANDLES, HAMMER 
HEADS, TANK and FLANGE 
HOISTS, HAND and POWER 
IRON, STAYBOLT 
LUGS, BOILER, TANK and SILO 
MACHINERY, HAND and POWER 
MANHEAD PLATES and FITTINGS 
NAILS 
PACKING 
PAINT STICKS 
PLATE STEEL, STANDARD QUALITIES 
ABRASION RESISTING 
COR-TEN and MAN-TEN 
PLUGS, FLUE 
RAILS and FITTINGS 
REAMERS 
SHAFTING 
SHEETS 
ABRASION RESISTING 
ELECTRICAL 
COR-TEN and MAN-TEN 
HOT ROLLED and UNIFORM BLUE 
WELLSVILLE POLISHED 
COLD ROLLED 
STAINLESS STEEL 
GALVANIZED and GALVANNEALED 
LONG TERNE 
CORRUGATED 
US'S COPPER STEEL 
SPRING STEEL BARS and SHEETS 
STAINLESS STEEL 
STRIP STEEL. CR and HR 
TEES 
TIRE, ROUND EDGE 
TOOLS, HAND and POWER 
for BOILER and IRON WORK 
TROLLEYS 
TUBES, BOILER 
TURNBUCKLES 
VALVES, BLOW-OFF 
WELDING ROD and WELDERS 
ZEES 


shipped same day at 4 o’clock.” 


wr 


ge 
















































IG or little, your order always principle... and our customers know 

gets the same prompt attention _ that it pays to call Scully. 
from Scully. The Scully business and Phone, write or wire the Scully 
our famous reputation for quick, Warehouse nearest you the next time 
friendly, reliable service have been you need steel, steel products, copper 
built by recognizing the simple fact and brass. Each carries large stocks 
that every order is equally important available for immediate shipment. 
to our customers. All eight Scully And ask for a copy of our Stock List 
Warehouses operate on the same _ and Reference Book—it’s free. ' 































*SCULLY STEEL PRODUCTS COMPANY 


Distributors of Steel, Steel Products, Copper and Brass 






CHICAGO ° NEWARK, N. J. ° ST. LOUIS ° BOSTON ° ST. PAUL—MINNEAPOLIS 
CLEVELAND - PITTSBURGH : BALTIMORE 





For additional products see Buyer's Directory, pag: 
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rrTeryT rere ryt tt he 
aegeacscccseas SCREEN AWARDS FOR 1939 dace 
nec ; eac 
asgensacaseces We are proud to announce that in eae 
asaqcaeasacesas 1939 the screen-using industries of cace 
aeadaquneacacas America and the World awarded us , eea 
acqedneguacaens a larger share of their purchases of loge 
qcacacacnequns Industrial Wire Cloth and Woven | | naa 
asecacsescqeas Wire Screens than in any previous be 
eqeqeqeqdaqcade i 
Pht tthe beet bt year of our 83 years of business aaa 
SERRE oxperience. aeasss 
e TT ' 
asasscesssssess To thousands of faithful old friends, | i.) os : 
sasssssesssscess and to hundreds newly entered on 4 gues 
sasssosssssscsss our books in 1939, we offer sincerest ! | ae : 
mecasgssssssssss thanks for many favors, and best wai qe * 
~ Sagsgsasess wishes for a busy and prosperous | cee 
t. mr eeeqease New Year. 
ar Tae a dane 
sae a ee NX aee 
er ne ee oetsccsscsssssesseccaee 499399394943: 
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©6200068488424. 
cqqnagnageqeasas | 
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Wire Cloths and Woven Wire 

Screens of Super-Loy. Steel. 

Galvanized Steel. Stainless 

Steel, Brass, Phosphor Bronze, 

Copper, Monel. Nickel, Alumi- 
- pum — any special meta! for | 
. ony sort of service. Fe 
: - ~8@@eQei 
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with service-proved construction 
at these 10 vital points 





1—Liberally - Threaded, Stain- 
less Steel Spindle* 


2—Firm-Grip, Hand Wheel 

3—Full Length, Bronze Yoke 
Nut 

4—Husky, Nickel Alloy Pack- 
ing Gland 

5—Long-Life, Asbestos 
Gasket? 

6—Handy, Cooling Chambe 
Plug - 


7—Bevel-Faced, 
Stainless 
Steel Disc* 
8—Renewable, Stain- 
less Steel Seat Ring* 
9—Husky, Cast Carbon Steel 
Body? 
10—Five Convenient Bosses 








tCorrugated Steel Gasket on Series 40 and 60. 
*Trim also available in bronze, monel or steel 


TBody, Bonnet and Yoke also available in chrome 
molybdenum steel. 


JENKINS Cast Steel Gate, Globe and Swing Check 
and Automatic Equalizing Stop and Check 
Valves are made in Series 15, 30, 40 and 60. Get 
complete details from your local distributor or 
direct from Jenkins Engineering Advisory Service. 
JENKINS BROS., 80 White St., New York, N.Y.; Bridge- 


port, Conn.; Boston; Chicago; Philadelphia; Atlanta; 
Houston. JENKINS BROS., Ltd., Montreal; London, Eng. 











FIG. 1042, Series 30, Carbon Steel Globe Valve, Stainless 
Stee! trim, for 300 Ibs. steam, maximum temperature 
150°F 600 Ibs. non-shock Oil, Water, Gas at 100°F. 
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“Curv-Flex are comfortable be- 
cause they are shaped to fit the 
natural contour of the hand.” 


Yr 


“The greater flexibility of 
Curv-Flex reduces hand fa- 
tigue, too.” 


““You can’t beat Curv-Flex 


Gloves for tear and snag- 
resistance.” 


ve 


Here’s an important addition to the famous 


Miller line of Anode Latex Electrician’s Gloves. 
It’s the new Curv-Flex—not just another curved 
finger glove but one that is scientifically de- 
signed in fingers, wrist and cuff to afford greater 


freedom and comfort. 


Use of Curv-Flex likewise assures greatest 
safety and economy because, like all Miller 
Electrician’s Gloves, they are made by the 
Anode process. Anode Latex gloves offer high 
resistance to current leakage; will withstand 


repeated electric tests over long periods. They 


LABORATORY 


“Curv-Flex are always uni- 
form in size, gauge and 
shape.’’ 


“Curv-Flex offer high resist- 
ance to current leakage, even 
after water soaking.” 


_ “Curv-Flex have proven their 
_ ability to stand repeated elec- 
| tric tests over long periods.” 


“Curv-Flex’ Electrician's Gloves Combine Greater 
Comfort with Proven Safety and Economy 


have greater tensile strength with which 
resist tearing and snagging; possess lon 
aging qualities; are highly flexible and m 


uniform in thickness. 


With all these added advantages, Curv-! 
Gloves cost no more than those of equal sp: 
fications. They are available in 14’ length v 
rolled bead cuff in sizes 10, 10/2 and 11. 


For prices and complete information on eith 
the new Miller Curv-Flex or straight fing: 


Anode Latex Electrician’s Gloves, write - 


MILLER RUBBER COMPANY, INC., AKRON, OHIO e“Engineers in Rubber’ 


ANODE 
LAIEX 


ELECTRICIAN’S GLOVES 


For additional products see Buyer's Directory, page 108 

















































42nd St.. 


® New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


ON REQUEST 


l1 POPULAR PRICED DUPLI- 

CATOR. Full details of a sturdy, 
light weight duplicator for departmental 
use, or in the medium sized office and fac- 
tory, are given in a new leaflet issued by 
Columbia Ribbon & Carbon Mfg. Co., 
Inc. It embodies all the fundamentals 
of a large gelatine roll machine, is ready 
for use at all times, and has no gelatine 
films to change. Equipped with Columbia 
patented “all season” rolls, producing 
bright copies and giving long and satis- 
factory service. 


2. GEARS. Catalog No. 39 of the IIli- 

nois Gear & Machine Co. gives price 
lists on all popular types of cut gears, 
also complete engineering data on the 
design and computing of power transmis- 
sion of gearing. 


3. STEEL. The new Certified Stock 

List of Peter A. Frasse & Co. con- 
tains 160 pages of stock listing and tech- 
nical data on cold finished, alloy, stain- 
less and tool steels, seamless and welded 
tubing; hardness, weight, gauge, decimal 
and SAE tables. Distribution of this book 
is limited to New York, New Jersey, Con- 
necticut, Maryland, Delaware, Virginia 
and eastern Pennsylvania. 


4. CUTTING SPEEDS. A convenient 

conversion table showing the r.p.m. 
required for turning bar stock at surface 
speeds of 90 to 550 feet per minute, with 
Kennametal steel-cutting carbide tools, 
has just been made available by McKenna 
Metals Co., and will be found useful to 
time study men, tool designers and ma- 
chinists by permitting a quick determina- 
tion of the nearest spindle speed to the 
best cutting speed for turning various di- 
ameters of work. The table is printed on 
both sides of heavy paper. 


“4 ¥ Panny 
“ P ‘ a 


New York. N. Y. 


ollowing literature: 
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5. PAINT PRODUCTS. Designed 

throughout for utmost convenience in 
reference is the “Quiz Book” issued by 
The Reardon Co. Pocket size, 105 pages, 
with colored thumb-tab index to thirteen 
sections giving full details on recom- 
mended uses, preparation of surfaces, 
methods of application, etc., for a series 
of special exterior and interior finishes 
for all types of construction. A tabular 
presentation of recommended applications 
aids in quick reference. 


6. INSULATING MATERIALS. Ex- 

ceptionally complete, informative and 
attractive is the new Thermal Insulation 
Manual now being distributed by Ehret 
Magnesia Mfg. Co. More than 125 data 
sheets are assembled in a _ serviceable 
post-type binder, arranged in ten main 
sections: Technical Information, Heat 
Insulation, Cold Insulation, Insulation 
Accessories and Fireproofing Materials, 
Pre-Sealed Pipe, Insulation Recommen- 
dations and Specification Forms, Refrac- 
tory Cements, Packings, Building Insula- 
tion and Materials, Asbestos Fibres and 
Textiles. Handsomely printed, illustrated 
with photographs, diagrams and tables 
embodying all essential information in 
each field. 


7. MERCURY ARC RECTIFIERS. 
Allis-Chalmers Mfg. Co. announces 
Bulletin No. B-6064, devoted to mercury 
arc rectifiers for economical power con- 
version. It describes and illustrates the 
standard multi-anode rectifiers, also on 
the new Excitron single-anode rectifiers 
that are particularly suited for the lower 
voltage applications, from 250 to 300 
volts. 40 pages, printed in two colors, it 
includes many _ shop and installation 
views, sections, and performance data. 


8. METAL FURNITURE. Royal- 

chrome metal furniture for reception 
rooms and offices, tables, and specialized 
furniture for professional use, are shown 
in the new 1940 catalog of the Royal 
Metal Mfg. Co., a handsome 84-page 
book, featuring natural color. illustrations 
ind showing the furniture in its actual 
settings, from photographs of recent in- 
stallations. Many new designs, fabrics, 
colors and finishes are included. 


9. MOUNTED GRINDING WHEELS. 

A wall chart, 16x22 inches, prepared 
by the Chicago Wheel & Mfg. Co., will be 
found useful in the preparation of requisi- 
tions from tool and die rooms. It illus- 
trates standard shapes of mounted wheels 
in actual size, showing exactly what is 
offered, and gives all necessary data and 
sizes at a glance. 


10. PRINTING PAPER. Printers, 
lithographers and advertising men 
will be specially interested in the new 
DeVinne Opaque sample book offered by 
Crocker-McElwain Co. It shows smooth, 
English, and vellum finishes in the va- 
rious weights, and demonstrates the 
opacity, folding endurance, perfect print- 
ing surface on both sides of the sheet, 
and the brilliant neutral white color. 


ll. CLAMPING TOOLS. Catalog No. 

4 of Knu-Vise, Inc., presents a line 
of toggle action clamps in various designs 
for holding metal parts and assemblies 
in position during welding, bench oper- 
ations, and the like. A series of excellent 
photographs shows the tools in use in 
automobile assembly, indicating the wide 
range of effective application. 
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THE exclusive, patented type of 
serrated tooth construction of a 
Nicholson double-cut file is a 
microscopic thing. But when you 
get right down to it, it becomes a tremendous thing 
in the results it achieves. 

“It’s got bite!” Its irregular tooth serrations not 
only provide a sharp original cutting edge, but 
they bring up fresh cutting edges as their prede- 
cessors wear down. 

Result: Faster filing; longer, efficient file life — 
more effective strokes per file—more work per 
workman—more filing production at less filing cost. 
But there is still more to Nicholson superiority: 






Ordin 


te“ 


.-»-A WORKMAN FEELS THE DIFFERENCE 





For additional products see Buyer's Directory, page 108 


High quality so uniformly maintained —t! 
rigid control and inspection at every stage 
duction—that Nicholson can safely 
“Twelve perfect files in every dozen.” 
NICHOLSON FILE COMPANY 
PROVIDENCE, R. I., U.S.A. 


Canadian Plant, Port Hope, Ont. 


NICHOLSON ous, 
FILES «= 


FOR EVERY PURPOSE 













® New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 













































































ON REQUEST 


12. 

letin 74 of the Despatch Oven Co. 
describes essential features of design of 
air heaters for baking ovens, space heat- 
ing, dryers and dehydrators, cutting ovens 
and kilns. A simple rearrangement of 
heater baffles permits the output temper- 
ature to be varied to suit the various 
processes, maintaining temperatures up 
to 600 degrees F. The equipment is ad- 
aptable to present or new ovens and dry- 
ers. 


13. ADHESIVES. National Adhesives 

Division of National Starch Prod- 
ucts, Inc., is distributing a revised edition 
of the informative booklet, “How to Pre- 
pare and Use Glues, Pastes and Gums.” 
This useful pocket size manual covers the 
storage and care of glue, the gluing equip- 
ment, thinning prepared glues and pastes, 
specific suggestions for properly using 
various types of adhesives, and a clarifi- 
cation of some of the terms used in the 
industry. 


14. PENCILS. Reliance Pencil Co. is 

offering to purchasing agents a test 
selection of lead pencils, including sample 
of a new black lead degree identified as 
No. 154—a medium soft black, between 
the No. 1 and 2 firmness—produced in 
response to a definite demand on the 
part of executives, stenographers, office 
and factory workers. 


15. THIN PAPERS. Samples and 

printed specimens of light weight 
papers are available from Esleeck Mfg. 
Co., demonstrating their adaptability for 
air mail, branch office, and foreign cor- 
respondence; letterheads, copies, records, 
forms, and advertising literature. Re- 
duced costs of typing, mailing and filing 
are made possible by their use. 


w York. N. Y. 
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16. GAS CUTTING MACHINE. A 
new 4-page bulletin of the Air Re- 
duction Sales Co. describes the new Air- 
co No. 10 Planograph, gas-operated, for 
cutting straight lines, circles or irregular 
shapes from ferrous metal of any thick- 
ness within the practical limits of the 
cutting torch. The bulletin contains a 
complete pictorial presentation of the 
planograph, operating details and specifi- 
cations, and a listing of special features 
such as its wide cutting range, single or 
two-torch operation, centralized location 
of electrical controls and central gas con- 
trol unit and interchangeable devices for 
manual tracing or magnetic and template 
tracing. 
17. RECORDING PYROMETERS. 
The Foxboro Co. has just issued a 
new 15-page booklet on ‘“Potentiometer 
Recording Pyrometers,” providing com- 
plete data on these instruments for use 
in recording industrial temperatures. A 
cut-away view gives a concise picture of 
the simplicity of design and accessibility 
of the instrument. Similar views, to- 
gether with descriptive text, set forth spe- 
cial features of construction and opera- 
tion. A table of potentiometer chart 
ranges is also included. 


18. POLISHING AND BUFFING. An 

interesting 8-page bulletin, illus- 
trated with photographs of actual use, 
shows various types of round, out-of- 
round, flat, tapered, tubular and irregu- 
lar contoured work being polished and 
buffed by the new semi-automatic polish- 
ing and buffing heads for use with double 
spindle lathes, developed by the Con- 
tinental Roll & Steel Foundry Co. Also 
described are a composition applicator 
for semi-automatic equipment, tube bur- 
ring and bending machines, and tube mills 
which fabricate welded tubing from cold 


rolled strip. 
19. STOCK BIN ILLUMINATION. 
A new lighting fixture, uniquely and 
scientifically designed for efficient illumi- 
nation of stockroom aisles and bins, is 
designed and illustrated in Bulletin No. 
91 of the Goodrich Electric Co. The re- 
flector is shaped so as to utilize the full 
intensity of the lamp without waste of 
light, illuminating the shelves and bins 
correctly from top to bottom, and elimi- 
nating harsh glare in the aisles. Correct 
lighting facilitates speed and accuracy in 
the handling of stock, without eye fatigue 
or strain. 


20. PACKING MATERIAL. A new 
file folder of the Kimberly - Clark 
Corp. contains samples of twelve differ- 
ent types of Kimpak crepe wadding, a 
material of many industrial uses: for pro- 
tection against shipping damage, absorb- 
ing leakage in shipments of liquids, in- 
sulation against cold and heat, and im- 
proving the eye appeal of packages with 
its clean white color and soft resilience. 
Available in rolls, pads and sheets. 


21. TANKS. An attractive 12-page 
bulletin of the Graver Tank & Mfg. 
Co. graphically demonstrates the com- 


pany’s specialized facilities and expe- 
rience in the design, construction and 
erection of steel tanks for gases, fluids, 
and granular materials; for use in power 
production and transmission; for the 
mechanical and chemical process indus- 
tries; for water softening, liquid clarifica- 
tion, and the like; and for special require- 
ments to meet individual conditions and 
in relation to other units of equipment. 





























Now...The Benefits of Fluorescent Lighting for 
EVERY DEPARTMENT with this New 


BENJAMIN STREAM-LITER 


Now you can use the new Fluorescent Lighting for and comfortable. It greatly improves seeing condi- 
both general illumination and localized lighting in tions; increases visual efficiency and reduces eye 
both plant and office. For the new Benjamin strain. It is especially adapted for the lighting of 
STREAM-LITER, utilizing the latest developments industrial establishments, offices, work shops and 
in Fluorescent lamps and auxiliary equipment, other industrial and commercial interiors. 


enables you to economically and efficiently provide 


‘ e : Ask your local Benjamin electrical contractor to 
Fluorescent Lighting in every department. 


arrange a demonstration of this new lighting fix- 


With this new Benjamin unit you secure a new type ture. He will give you complete information about 
of lighting utilizing the color quality and high lumen this Benjamin STREAM-LITER and other new Ben- 
output advantages of the Mazda Fluorescent DAY- jamin Fluorescent Lighting Units. Benjamin Elec- 
LIGHT or WHITE lamps. This new lighting is restful tric Mfg. Co., Des Plaines, Illinois. 


1 Conforms to the new RLM speciti- § Additional shielding and increase Q Equipped with starter switch 


cation and has RLM Label. in light output efficiency by closed renewable type located in new typ« 
2 Highly efficient and durable porce- ends. socket and easily accessible. 

lain enameled reflector, 78% reflec- 6 Well diffused quality of illumina- 10 Easy to install—special hinged hook 

tion factor. tion with soft luminous shadows , ene vans 

d if dletsiieet f ligh arrangement simplifies wiring and 

3 Lamp adequately shielded from Se inspection. 

direct view by reflector with cut-off 7 New type two-lamp auxiliary — 4 y ; 

of 721, degrees. power factor 95 to 99%. 11 Easy to clean and maintain 
4 Totallight outputefficiencyofunit @ Flicker reduced to minimum. 12 Has Underwriters’ Label of Ap 

78%. proval. 


eee ee eae eS eS Se eS 6 





Benjamin Elec. Mfg. Co., 
Des Plaines, Illinois. 


Please send me complete catalog data and specifications on the 
new Benjamin RLM STREAM-LITER and other new Benjamin | 


Fluorescent Lighting Units. 
i 
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© New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 








































ON REQUEST 


22. SHIELDED-ARC ELECTRODES. 
The tentative specifications for iron 
and steel arc-welding electrodes, ap- 
proved by both the American Welding 
Society and the A.S.T.M., are offered 
along with other useful material in a new 
24-page catalog, No. E-16, of The Mc- 
Kay Co. Advice as to proper discrimina- 
tion among different mild-steel electrodes, 
according to the nature and conditions 
of the work, is given in helpful compara- 
tive charts. 


23. SPRAY PAINTING EQUIP- 
MENT. The new 1940 catalog and 
data book of Binks Mfg. Co., relating to 
spray painting and finishing equipment, 
is now available. Consisting of 104 fact- 
ual and profusely illustrated pages, it is 
organized for ready reference use, giving 
the answers to many everyday finishing 
problems, reporting new developments in 
the field, and providing engineering and 
performance data on all types of spray 
guns, spray booths, air compressors, ex- 
tractors, respirators and hose. 


24. CONVEYOR EQUIPMENT. Bul- 
letin 109 of the Robins Conveying 
Belt Co., just off the press, presents a 
condensed summary of the complete line 
of Robins manufacture, with photographs 
and brief text description of belt con- 
veyors, idlers, pulleys, screens, elevators, 
buckets, feeders, trippers, skip _ hoists, 
gates, and other related equipment. 


25. BALOPTICONS. Catalog E-11 of 
the Bausch & Lomb Optical Co. 
illustrates and gives complete data on 
Balopticon projectors and accessories for 
instructional use and visual presentations 
under various conditions, for slides or 
films or opaque objects, for micro-pro- 
jection, dissolving view and stereoscopic 
presentations, etc. 
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26. CARDING VIA STAPLECRAFT, 

a new folder of the Acme Staple 
Co., introducing newly developed equip- 
ment for attaching merchandise to dis- 
play cards. It is so designed and con- 
structed that only slight changes in the 
actual contact operating mechanism are 
necessary to fit the machines for various 
types of merchandise, sizes of card, and 
positions. 


27. FLUORESCENT LIGHT UNIT. 

“Daylight When and Where You 
Want It” is the descriptive title of a 
folder from the Hygrade Sylvania Corp., 
describing a self-contained unit, ready to 
plug in, permitting increased light output 
of exceptional quality without costly re- 
wiring, offering a practical solution to 
the problem of getting more light in cases 
where existing supply lines are becoming 
inadequate. 


28. BRASS & COPPER PRODUCTS. 

The Downs-Smith Brass & Copper 
Co., Inc., New York, is distributing its 
first complete catalog, an attractive 68- 
page illustrated book with plastic spiral 
binding, listing a comprehensive line of 
brass and copper sheet, tube, pipe, wire 
and rod, pipe fittings, roofing products, 
angle and corner beading, door saddles, 
extruded and drawn shapes, perforated 


sheets, washers and screw products. 
29. SHIPPING BOX CHECK 
CHART. Any user of corrugated 
boxes, by simply sending a sample of his 
package to the packaging laboratory of 
the Hinde & Dauch Paper Co., Sandusky, 
Ohio, can secure a rating and analysis of 
the package on the company’s recently 
perfected check chart. The analysis con- 
siders ten basic elements: Information, 
fitness, design, simplicity, impression, at- 
tention, color, display, merchandising, 
and engineering, the composite rating of 
these factors giving a clear picture of the 
package’s effectiveness. A paragraph of 
expert recommendations completes the 
analysis. 


30. MACHINE POSTING LEDGER 

PAPER. A new sample folder is- 
sued by the Byron Weston Co. presents 
specimen sheets and forms using Machine 
Posting Ledger, a 50% rag content paper 
specially made for machine bookkeeping 
work. It has the extra strength and 
toughness to stand the abuse of constant 
handling and to keep the records in good 
condition. It resists tearing, creasing, and 
dog-earing, and has a decided one-way 
grain direction that makes forms stand 
straight in the tray or binder and lie flat 
in the machine. 


31. FIRE EXTINGUISHERS. A new 

folder entitled, “What You Should 
Know About Fire Extinguishers,” com- 
piled by the Pyrene Mfg. Co., is aptly 
described as a short course in first-aid 
fire protection. It concisely describes and 
illustrates various approved types of hand 
and wheeled fire extinguishers, and con- 
tains an educational and _ buying - guide 
chart outlining the essential characteris- 
tics of each, their advantages and limita- 
tions. 


32. SOLDERING & TINNING. The 

Glaser Lead Co. is distributing an 
informative leaflet entitled “Short Cuts 
and Better Methods of Soldering and 
Tinning.” In text and tabular form it 
summarizes the behavior and proper use 
of various solders, and contains interest- 
ing practical suggestions for saving labor 
and material when applying body solder. 
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It may be sood business 
for you to write us.. 


Reading-Pratt & Cady produced this valve 
for feed water and steam service on oil field 
boilers—to stop seat cutting, resist corrosion 
and stand rough handling. 


You may not be drilling an oil well, but the 
fact that it is our habit to find the best way 
to cut down delays due to valve maintenance 
and replacement, may suggest that it is good 
business for you to write us about your valve 
problem. 


61 years of intimate contact with the 
valve problems of plant men and En- 
gineers have brought Reading-Pratt & 
Cady a wealth of experience that is 
at your service—just for asking. 


|: ADI G:PRATITA 


CADY DIVISION “BRIDGEPORT: CONN ec 


READING-PRATT & C cur 


AMERICAN CHAIN & CABLE COMPANY, Inc. 





For additional products see Buyer's Directory, page 108 
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to reduce Typing, Mail- 
ing and Filing ex- 
penses. They should be 
used for Letterheads, 
Copies, Records, Forms 
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THIN PAPERS 
Fidelity Onion Skin 


J Heeler Obabloyatts) aba! 
Clearcopy Onion Skin 
Superior Manifold 


Ideal for Air Mail, Branch 
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SEND FOR SAMPLES 


ESLEECK 
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Turners Falls, Mass. 


For additional products see Buyer's Directory, pa 
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F. 0. B. 


(Filosofy of Buying) 


RESEARCH project of the 

W.P.A. in Philadelphia, re- 
cently completed, surveyed the 
prices paid by the city’s Depart- 
ment of Supplies and Purchases 
over the period 1934-1938, and 
reports a saving of $236,468 
during 1938 alone, as compared 
with the going market prices, 
which would appear to the lay- 
man to constitute a pretty re- 
spectable record of performance 
and a highly commendable bit of 
public service. But the W.P.A., 
acting in the capacity of effi- 
ciency expert (of all things!), 
unearthed some additional com- 
modity lows which the buyers 
had missed, and sternly points 
out that additional savings of 
$883,872, or an average of 
$176,775 per year, might have 
been realized if contracts has 
been made at these lowest price 
points. The report makes the 
sage recommendation that the 
department improve its records 
of prices as a guide to economi- 
cal buying. It’s a good trick if 
you can do it, contracting for all 
materials at the year’s low. It’s 
considerably easier, of course, 
when you look back over a five- 
year price chart and see the ups 
and downs, just as the Monday 
morning quarterbacks can al- 
ways devise a winning strategy 
too late to be of any use in last 
Saturday’s game. Moreover, 
there’s a very strong possibility 
that it might not have been the 
best purchasing. There are such 
things as budgets and revolving 
funds, costs of moving and out 
of storage, fluctuating require- 
ments and emergency requisi- 
tions. In the everyday conduct 
of a business, or a city, there 
are times when a truck just has 
to have gasoline or a new steer- 
ing knuckle, when hospitals need 
eggs and milk, when workmen 
need shovels on the job. But it 
is also popularly accepted that 
W.P.A. has little concern for 
such details. We still believe that 
$236,468 a year is_ serious 
money 


The salesman who flashes a fra- 
ternal emblem in the purchas- 
ing office of the City of Phila- 
delphia, or who inserts the grip 


and password into his sales 
presentation, is not likely to 
find himself very much ahead 
of his competitor. For Charles 
H. Grakelow, named Director 
of Supplies and Purchases in 
Mayor-elect Lamberton’s cabi- 
net, is the city’s No. 1 joiner. 
According to his own recollec- 
tion and estimate, he is a mem- 
ber of no less than 107 fraternal 
and business organizations “in 
America and the Old World.” 


USINESS does move in 

cycles, even down to the 
alibis and accusations that are 
trotted out by disgruntled busi- 
nessmen. It has been some little 
while since purchasing men 
were credited with responsibility 
for all the ills of “profitless 
prosperity.” But apparently the 
cycle has again run its course, 
for an editorial in Black Dia- 
mond for December 16th, cap- 
tioned ‘“‘Bearing the Market,” 
declares: 


“The National Association of 
Purchasing Agents is evidently 
up to its old game of trying to 
break down not only the prices 
on coal but on all commodities 
The anti-trust laws at the 
time they were passed were un- 
fortunately not designed to deal 
with large buyers’ working 
closely with numerous other 
buyers and discussing and fixing 
the price they would pay on 
‘coal, lumber and other raw 
commodities from the independ- 
ent producers. . . . The anti- 
trust laws should be amended 
and made to apply with equal 
force to combinations of buyers 
who combine together in pur- 
chasing raw commodities, play- 
ing one seller against another 
until eventually they are able to 
make their purchases below the 
cost of production. The coal 
mine operator or the manufac- 
turer cannot successfully cope 
with united buying as has been 
fully demonstrated by the power 
exercised by the National Asso- 
ciation of Purchasing Agents in 
periods when the supply of coal 
and other products was greater 
than the market could absorb. 
If Congress ever starts to 
amend the anti-trust laws we 
favor a provision making it an 
offense to combine for the pur- 
pose of depressing prices.” 


All of which is a spirited display 
of indignation, but it could 
hardly be called righteous indig- 
nation because it is based upon 
an utterly erroneous conception 
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MORE FOR YOUR WRENCH DOLLAR 








@ Williams offer you more for your wrench dollar Williams’ “Superior” Wrenches of improved carbon 
.-. more in design, more in utility, more in strength steel are approximately twice as strong as old-tash- 
and performance! And that goes whether you need ioned wrenches of this type, yet they cost no mor« 
Open-End Wrenches, Adjustable Wrenches, Revers- They are, in fact, practically as strong, size for size. 
ible Ratchet Wrenches, or Detachable Socket as the strongest alloy steel wrenches costing almost 
Wrenches. The reason is that Williams have been double their price. 


; a + Tw > . 7 y » « Ps PN. - . 
meng arin “ neh s for more than half a cen If you want more value for your wrench 
, > op-forging experience is equalle : oes 
tury. 1eir droy orging it ri . is igi d by dollar, you can get it by specifying 
ler wrene i acture > ¢o . ews: . « , : 
oe 4 ‘ oe ” “ . “7 _ . pon Williams”. Sold by industrial and 
is’ research, design and production facilities . i 

— omait <i pr eee peecer n fa _ automotive distributors everywhere. 
are everything that you would expect of the one ; } _ ; 
f; t z 1 ye tl ld’ let An interesting and informative booklet . . . 

a > 7 " Z . » > ee . - > ee ‘. 

manufacturer producing the world’s most complete ons ty See ani Gs Gees” . .. ts 


line of wrenches. yours for the asking. Write for it. 














J. H. WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST.. NEW YORK 
“C” CLAMPS PIPE VISES PIPE TONGS 
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7 of the purposes and activities of 
“a the National Association of Pur- 
Ze A new reedo chasing Agents so far from the 
Mm fact that it is merely silly. We 

; have long followed the affairs of 
the National Association, and 


for S o have attended scores of its meet- 
CCretaries | 






















ings, both national and local. We 

have yet to note a single instance 

in which its members “‘combine 

W together in purchasing raw com- 
ELCOME NEWS TO EXECU- modities Aside rien’ the gen- 
TIVES ...and more welcome news to eral analysis of market trends 
those hard-working girls who carry which is the common interest of 
the burden of office work! A new free- al] business men, and essential 
dom... from end-of-day fatigue. Long to the intelligent planning of a 
jobs made shorter, hard jobs made buying, selling or production 





easier, by the easy action and speed of program, discussion and inter- 
. | 4) | this new L C Smith. New typing aids: | change of specific price informa- 
KY New Automatic Margin Set actually tion 1S tabu. The plaint “in pe- 
” pr gt —_ ane Sone) onic sets riods when the supply is greater 
; i weit Beg seg or tesa than the market can absorb” 
seven positive adjustments. New Card should be directed against eco- 
Holder...New Linespace Mechanism. nomic law, which business and 
New in appearance...modern, smart... government have long been try- 
truly the finest typewriter ever to bear ing to amend, but without spec- 
the famous L C SMITH name. Any  tacular success. 
LCSmith branch or dealer will gladly e e 
demonstrate it, without obligation. 
Send for free copy of new edition of F.O.B. terms have a very vital 
our helpful booklet “Tips to Typists.” significance under the “cash 
and carry” program of war ma- 
L C Smith & Corona Typewriters Inc terial purchases. Metropolitan 
Desk 1, 189 Almond St., Syracuse, New York ——e awe Soe — 
pressive photographs of 18% 
million dollars worth of trucks, 
IMPORTANT NOTE TO BUYERS: bombers, corned beef and trench 
Used typewriters accepted by us as part | ng ge bn esd hag pe 
payment will be credited at 1939 sched- Now York Fa ig = oT rad o 7 on 
ule values until close of business Jan. 315%. | e on ee f ge which 
Tell us make, model and serial number | shin — od a 01 2 ng = 
of your old machine. Then right in your | ships to carry them across the 
office, let us demonstrate the new 1940 Atlantic. Artillery field officers 
L C Smith. Phone any branch or dealer. | in the war zone would have their 








problems greatly simplified if 
they could requisition projec- 
tiles delivered at the ultimate 
objective. 


N the year-end evaluation of 
purchasing in the public 
service, bouquets outnumber the 
brickbats by an impressive mar- 
gin, evidence that the job is be- 
ing better done and that its im- 
portance is more generally ap- 
preciated than ever before. Per- 
haps the most gratifying com- 
mentary was the spontaneous 
approbation expressed by Mass- 
achusetts newspapers and prom- 
inent industrialists when Gover- 
nor Saltonstall announced the 
reappointment of Major George 

THE NEW inper rpeed J. Cronin as State Purchasing 
Agent for another term. Cronin 


has been in that post since 1924, 


and has been doing a competent 
job with a minimum of publicity 
and ballyhoo. He was well 
equipped for the job, having 
: : : . ‘eviously served as a buyer for 
...the finest typewriter in our history | the Fore River shipyards 


the Fore River shipyards of the 


For additional products see Buver’s Directory. page 108 
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Both Are Important In Your Shipping Box 





Better check up today. If your shipping box doesn’t 
have STRENGTH, the resilient, cushioning strength of 
good corrugated board, plus effective SHOWMANSHIP, 


better see H & D. The Packaging Laboratory combines 





practical research and top notch creative skill into a 











service that tells you not only what’s wrong with your 
shipping box but also what to do about it. You can 
get this service for your own shipping box by calling 


an H & D representative. Write or phone today. 





a merchandising 
plans. Send for 
your copy today. 


REARS 


HINDE & DAUCH e Factories in Principal Cities, Executive Offices, SANDUSKY, OH!O. 


Canadian Address: Toronto, Ont. 








AUTHORITY 
ON PACKAGING 
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Bethlehem Shipbuilding Corp., 
purchasing agent for the 
Charlestown Navy Yard, and in 
the supply department of the 
City of Boston. A democrat in 
political faith, he was appointed 
to the newly created office of 
State Purchasing Agent by re- 
publican Governor Alvin T. Ful- 
ler, and has continued in office 
under six governors, represent- 
ing both parties. His record dem- 
onstrates what can be accom- 
plished when political considera- 
tions are subordinated to experi- 
ence and integrity in selecting 
the men charged with spending 
the public funds. 


Recognition of meritorious serv- 
ice also came the way of Doug- 
las County (Neb.) Purchasing 
Agent Rudolph Robertson. The 
citation, from Finance Chair- 
man Bergman, stated: 
“Through good business meth- 
ods and efficient purchasing, 
tobertson has saved the county 
a hundred thousand _ dollars 
since he took office last Febru- 
ary.” The practical side of that 
remark is that it accompanied 
a resolution upping the P.A.’s 


salary. 
.-) * 


T isn’t often that we run 

across actual statistics con- 
cerning the prevalence of identi- 
cal bids, but the procurement 
division of the U. S. Treasury 
Department, representing forty- 
five federal buying agencies, 
tallied up the results of twelve 
months’ bidding, with the inter- 
esting disclosure that in 76,705 
bid openings in that period, or 


| 24.1% of the total transactions, 


For additional products see Buyer's Directory, 


identical quotations were re- 
ceived. Furthermore, purchases 
of more than 87 million dollars, 
or 10.1% of the total expended, 
had to be made under such cir- 
cumstances. Not convinced that 
business is quite that much of an 
exact science, the procurement 
division has turned the file over 


| to T.N.E.C. in the hope of find- 


ing some solution to a problem 
which has long bothered indus- 
trial as well as governmental 
buyers. 


We like the yarn about the for- 
mer salesman who landed a job 
on the police force. “What I 
like best about this work,” he 
remarked, as he waved the P. A. 
over to the curb and pulled out 
his pad of tickets with a regular 
sales flourish, “is that the cus- 
tomer is always wrong.” 
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APE 


POWER BITS 


for Phillips 
Artsy 4 * Slotted 
crews 


can take it— 


And they do take a lot of punish- 
ment before it is necessary to recon- 
dition them. 








One reason is the special shock-re- 
sisting steel that is heat-treated for 
hardness, toughness and wear resist- 
ance. Another is that the blades are 
accurately finished to fit the recessed 
of the Phillips screw for greater 
holding power and faster driving. 


The beauty part of it is that Apex 
Phillips Power Bits can be recondi- 
tioned at a substantial saving. What's 
more, the quality of the reconditioned 
bit is equal to the original, only pos- 
sible because of the high grade of 
steel used. The Bit is shortened ap- 
proximately sg” each time — the 
longer shanked Bits can be recondi- 
tioned time after time before dis- 
carding. 


Apex-Phillips Power Bits cover the 
full range of Phillips screws and for 
nearly all makes of electric, air and 
spiral drivers. 


For Slotted Head Screws 


Apex Power Bits for Slotted Head 
screws are equal in quality to the 
Apex-Phillips Bits and cover the 
range from No. 4 to No. 16 screws 
for most makes of electric, air and 
spiral drivers. 


Mr. Purchasing Agent: when you get 
a requisition for Power Bits, order 
APEX. You'll be satisfied with your 
purchase; ihe shop men will be satis- 
fied with their performance and, of 
course, the Management will be 
satisfied with the savings. 


Apex Catalog and Manual 


No. 11 sent free on request 


Phillips License No. 2 
Patents Nos. 2046837-38-40 


The APEX MACHINE & TOOL CO. 
Dayton, Ohio 
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Masters of Metal .. and Many Metals 





Many a widely divergent industry is represented by the parts illus- 
trated above, but all have one common contact, for all of the parts 
shown are made toorder byScovill’s contract manufacturing divisions. 

Illustrated are screw machine products, cold headed parts, a com- 
plete radiator valve, forgings.and numerous stamped and drawn parts. 

Contract manufacturing as handled by Scovill means the making 
to order in quantity of those metal parts or products required by 
other manufacturers or distributors. 





rhe metals used in the parts illustrated above include aluminum, 4 WELL-KNOWN manufacturer of finely finished 
M - Ml . “4 f * atomizers and droppers uses etal terrules it 
brass, nickel-silver, and bronze, but Scovill also manufactures from pcenih ies Diesen sale eeeaiiane Sie-cast on thaw 
steel, copper, zinc, and other base metals. The parts may involve only he wisely turned to Scovill. 
° ° ° ° ae . ' Because of the line's high standards, the quality and | 
a simple sand-casting operation, or they may require a series of opera- pearance of the parts could not be sacrificed to ec« | 
M . : f } l: ki F ] | a " ] } ° a a Scovill solved the problem successfully! By usi 
tions ranging from blanking and drawing, through intricate plereing fencaik eeshand Ob imealaetwen. secur down: th 
of the ferrules without lowering quality, improve 


and forming operations, to 


appearance, and saved over 40°/ tor the customer 





lacquering, enameling, and 


lcci: x i is 4 
finishing; but in the wide 


istinnaeta range of facilities which 




















= makes possible its diversity of production, Scovill customers have f 
the answer to their source of supply problems. 
COV Whether the parts or products are for a gasoline pump, a vacuum bott 
or an oil filter for an airplane motor, the manufacturing problems have | 


same common ground. Scovill has successfully served many other compani 
MANUFACTURING COMPANY by producing for them the metal parts they purchase may we help 

WATERBURY, CONN. An illustrated booklet, “Masters of Metal”, tells this story in furthe: 
= _J tail. Send for it. 42 Mill Street, Waterbury, Connecticut. 














Boston, Providence, New York, Philadelphia, Syracuse, Pittsburgh, Detroit, Chicago, Cincinnati, San Francisco, Los Angeles 
IN CANADA: 334 King St., East, Toronto, Ontario 
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WOCKRAN WILK NSANSARD 


SIMONDS 


“RED TANG” 


Files with teeth that 
cut like a Metal Saw. 
Remove more metal. 
Stay sharp longer. 
Any style or length. 
First grade only. 


Best sellers—Best cutters 


Write for book ‘File Facts.”’ 


SIMONDS SAW AND STEEL C0. 


FITCHBURG, MASS. 








Bond Paper Classification 
To the Editor: 
May I call your attention to an 


item which may mislead. It occurs 
on page 49 of the December issue, 
in the table of Bond Paper Classi- 
fication, and comes as a surprise 
from one of the fellows up there 
in the paper country. The rag con- 
tents given in this classification do 
not correspond to the papers avail- 
able on the market today. I list be- 
low the actual differences. 


BONDS 
Yours Mills’ 
Rag content ..... 100% 100% 
* lee 80% 15% 
by ee atin 70% 65% 
™ —ir 60% 50% 
- ror 45% 25% 
. eo 35% ? 
Sulphite content 100% 100% 
- o . 90% ? 
LEDGERS 
Rag content ..... 100°, 100% 
. il ? 85% 
sa we Cewthaene 15% 15% 
“i wc 65% t 
9 nm one 45% 50% 
os Tk pret Went Se 25% 25% 
Sulphite content 100% 100% 


I believe the sulphites vary in 
percentage of sulphate (bleached) 
and other pulps according to the 
mill producing the papers. There 
are at least three grades available. 

Personally, I feel that the fold 
test should not be classed as 
ondary” in judging permanence. | 
think it is the prime test, next to 
actual life test which we cannot 
get so easily. 

Do not feel that these comments 
come from anything more than a 
desire to keep “the record” clear. 
I am all for any attempts to clarify 
the life expectancy of record 
papers. 


~ $eC- 


H. E. ANDERSON 
Evanston, Illinois 
December 30, 1939 





Manufacturers Are Agreed 
on Price Policy 


Supplementing the statements 
published in the December issue, 
in which several leading manufac- 
turers went on record as discount- 
ing the threat of price inflation 
and unanimously declaring a policy 
of refusing to take advantage of 
the war situation and opposing 
price increases beyond those im- 
posed by increased costs, a number 
of additional statements have been 
received. They are presented here 
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as an important documentation of 
business leadership under existing 
conditions. 


“T am glad to state that since the 
outbreak of war we have made prac- 
tically no price changes on our prod- 
ucts. We want to be sure that no 
price is upped without complete jus- 
tification. For that matter, in an era 
of keen competition, unjustified price 
increases would merely result in loss 
of business as well as good will. 

“This is one of the great reasons 
why there need be no political inter- 
ference. In the food business there 
are over 40,000 manufacturers com- 
peting for the consumer’s preference, 
and the manufacturer offering the 
greatest quality and value tends to 
get the business. 

“We do not see any signs of any 
‘war boom’ in the near future, so far 
as most products are concerned.” 

C. M. CHESTER 
Chairman of the Board 
General Foods Corporation 
New York, N. Y. 
December 7, 1939 


“Our policy is definitely opposed to 
undue price increases. Control of 
prices must originate with executive 
management, but if prices are to be 
held moderate, labor must cooperate. 
We see no immediate danger of run- 
away prices at the present time.” 

CHARLES E, BRINLEY 
President 
Baldwin Locomotive Company 
Philadelphia, Pa. 
December 5, 1939 


“I really believe, and do not think 
you will differ materially, that the 
aggressive position taken quite gen- 
erally by industry in this matter of 
prices, has been an important influ- 
ence in preventing what otherwise 
might have happened. By this I mean, 
rapid rise of an unreasonable amount 
of enthusiasm and general increase in 
the price level as well. 

“T think industry has put across 
very well the fact that synthetic re- 
covery, promoted by war psychology, 
is not profitable to any one. In other 
words, I believe that quite generally 
an excellent job has been done.” 

ALFRED P. SLOAN, JR. 
Chairman 
General Motors Corporation 
New York, N. Y. 


December 6, 1939 


“Mr. Grace has stated price policy 
as follows: Prices must be reasonable 
and fair at all times. They must have 
relation to costs that will insure a 
fair, and only a fair, profit. The pub- 
lic must be convinced that the value 
of goods fairly represents the price 
paid. Prices should not be forced up 
so as to cause an inflated situation 
from which disastrous consequences 
will occur through the bursting of 
the bubble. It is gratifying that our 
products are going largely into con- 
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youR FACTS UP-T0-Dare 
“ ANNUAL SCALE CHECK-UP ~ 
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| 
| CHECK | 
USES TYPES OF SCALES HOW THEY SERVE HERE | 
1. Receiving Floor Scales, Portables, Counting Accurate scales here tell you whether 
Scales, Hopper Scales, etc. you get all you pay for! 
2. Counting Bench, Portable or Floor Type Speed and accuracy replace tedious 


Double-Ratio Counting Scales. 


hand-counts of parts. 








Batching and 
Proportioning 


Hopper Scales, Tank Scales and Con- 
veyor Scales with or without auto- 
matic controls. 


Here both costs and product uni- 
formity depend on accurate weights. 





Check-Weighing 
and Packing 


Scales of over-under indicator type 
usually used here. 


Small errors per unit or package mean 
big losses on total production. 





General Factory 
Weighing 


Floor, Bench, Track and Portable 
Scales; Counting Scales. 


Accounting records and often piece- 
work pay depend on good scales 
throughout production. 





Truck Scales 


Big 7-Lever Scales of dial or beam 
type for motor trucks; built-in Floor 
Scales for factory trucks. 


Bigger trucks, heavier loads increase 
demands on accuracy, speed and de- 
pendability of heavy-duty scales. 





Small Capacity 
Precision Weighing 


Automatic Laboratory Scales in either 
avoirdupois or metric systems. 


Combine extreme sensitivity with 
automatic indication for laboratory 
work, compounding, etc. 











Mailing and 
Parcel Post 


Variety of sizes for Air Mail, 1st 
Class, Parcel Post and Express. 


Excess postage is waste; too little 
means delay and customer ill-will. 





Warehouse and 
Shipping Scales 


Floor Scales, Portables, Bench Scales, 
Counting Scales, etc. 


First-time accuracy demanded here— 
as once a shipment has left the plant 
there’s seldom chance for rechecking. 








10. 


SEND NOW FOR COMPLETE FILING REFERENCE / 
J 


Often triflingly small savings along the line are re- 
flected in greatly increased profits on the balance 












Special Weighing 
Applications 





Devices for checking strength and 
balance of parts; checking uniformity 
of materials in production, etc. 





Accuracy and constancy of modern 
scale performance provides depend- 
able, quality control medium. 








sheet. In 45,000 ways Toledo Weight Control helps to 
guard profits. Whatever your problem in weight con- 
trol, Toledo’s broad experience and years of engineer- 


the right for more complete information. 





TOLEDO SCALE COMPANY, Toledo, Ohio. 





Without obligation please send additional information on the 


items checked. 





Pilzi3tastlelzriets wf 











ing research are always at your call. Check your scale pon 
equipment needs...then send the coupon shown at Address 
City. State. 
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How can | 


cut down rejects ? 








“TRY G-E LIGHT-CONDITIONING ! “ 


says Belmont Radio Corporation... 
and proves it with increased production 








OES better light actually increase 

production? 
The Belmont Radio people were skep- 
tical .. . until they had a trial fixture 
demonstration. Now, with 55 foot- 
candles of light on assembly work, 
they report a definite decrease in re- 
jects per unit production. 
How is the lighting in your plant? 
Have employees enough light so that 
no unnecessary time is lost... so that 
no mistakes are made that could be 
avoided through better seeing con- 
ditions? 
Your local electric company will meas- 
ure your lighting free of charge. But 
whatever your problem, you'll get 
more light for your money if you use 
G-E MAZDA lamps. They’re more ef- 
ficient than ever this year—and they 
stay brighter longer! 


G-E MAZDA LAMPS 
GENERAL & ELECTRIC 





MORE LIGHT FOR 
YOUR MONEY 
because 


THEY STAY 
BRIGHTER LONGER 








Belmont Radio Corporation, 1257 Fullerton Ave- i 
nue, Chicago, finds production up, rejects down | 
after light-conditioning. Employees now have 55 
footcandles of light on assembly work. 
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sumption and not into inflated inven- 
tories, and that the buying movement 
does not represent important demand 
from the warring countries. We want 
peace and the kind of business that 
goes with peace.” 
JOHN C. LONG 
Manager of Publications 
Bethlehem Steel Company 
Bethlehem, Pa. 
December 6, 1939 


“We approve and are using our in- 
fluence in support of policy opposing 
undue price increases, as voiced by 
American industry through the Na- 
tional Association of Manufacturers. 
Runaway prices can be _ restrained, 
and will continue to be restrained 
without government interference, 
through the cooperative effort of 
manufacturing industry. I see no 
immediate danger of excessive price 
increases in lines other than our 
own.” 

CHARLES R. HOOK 
The American Rolling Mill Co. 
New York, N. Y. 


December 6, 1939 


Centralized Buying for 
Sioux Falls 


A centralized municipal pur- 
chasing department for Sioux 
Falls, S. D., authorized last Sep- 
tember when the 1940 budget 
was drawn up, was put into 
operation at the first of the 
vear. The new department is 
organized as a division of the 
city auditor’s office. It is charged 
with making all purchases up to 
a value of $500, for all depart- 
ments of the city government. 
Heretofore such purchases have 
been handled by the individual 
departments. State law requires 
that purchases of $500 or more 
in value must be let on contract 
following the receipt of com- 
petitive bids. A “commissary” 
or storeroom has been estab- 
lished for such staple items as 
office supplies, and $2,000 has 
been appropriated by the com- 
missioners as a revolving fund 
for financing the purchase of 
general supplies. 


Fox is Transferred 
to Cleveland 

CLARENCE G. Fox, formerly 
associated with the Marvel- 
Schebler Carburetor division of 
the Borg-Warner Corp., at Flint, 
Mich., has been appointed pur- 
chasing agent for the Pump En- 
gineering Service Corp. division 
of Borg-Warner, with offices at 
Cleveland, Ohio. 


Stratford Appointed 
ALFRED E. STRATFORD has been ap- 
pointed purchasing agent for the City 
of Ogden, Utah, succeeding FRANK J. 
V AUSE. 


: 
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Promotions at Chevrolet 


RUSSELL G. FORD has_ been 
named general purchasing agent 
for the Chevrolet Motor Co., at 
the Central Office in Detroit. He 
has been with the company 18 
years, starting in the Central 
Office standards department. As- 
signed to the purchasing depart- 
ment in 1928 as a buyer, he sub- 
sequently became general pur- 
chasing agent for the commer- 
cial body plant at Indianapolis, 
returning to the Central Office 
in 1934, 

HOWARD DINGLER, formerly 
materials supervisor, is assistant 
to Mr. Ford. JAMES CARNEY 
succeeds Mr. Dingler as material 
supervisor, with WILLIAM WIL- 
SON, formerly of the St. Louis 
office, as assistant. 


Williams Appointed 


CHARLES G. WILLIAMS, for- 
merly vice president in charge 
of purchasing and manufactur- 
ing operations at the fifteen 
plants of the American Chain & 
Cable Co., has been appointed 
general manager of the John A. 
Roebling’s Sons Co. 


Kelley Addresses Students 


ROBERT C. KELLEY, Purchas- 
ing Agent for the Converse Rub- 
ber Co., recently addressed stu- 
dent groups at Massachusetts 
Institute of Technology and at 
the New England Business 
Schools, on the topic, “Buying 
for a Rubber Company.” 


Headquarters Moved 


The purchasing office of New 
England Industries, Inc., has 
been moved from Boston, Mass., 
to the mill at Augusta, Maine. 
J. C. ANDREWS is purchasing 
agent. 


Ordinance Drafted 


The Central Purchasing Com- 
mittee for the City of Spring- 
field, Mass., is studying repre- 
sentative municipal purchasing 
systems with a view to incorpo- 
rating the most suitable features 
for the proposed centralization 
of purchases in that city. The 
plan has been approved in prin- 
ciple, and now awaits the formal 
submission of the covering ordi- 
nance to the City Council. It 
will cover purchases for all 
municipal departments, includ- 
ing the schools and the water 
department, which now have 
separate buying officers. 









Don’t trust 
to stop 


YOUR profit leaks 2 


INDUSTRIAL PRODUCTS 


There is no magic wand that can locate and stop the leaks 
that are cutting into the dividends of industry. Reducing 
waste and maintenance are matters of hard facts .. . of 
using proven materials and methods that modern research 
has placed at your command. 

Carey has developed products of Asphalt, Asbestos and 
Magnesia that are of first importance to industry in adding 
to profits through waste elimination and reduction of 
overhead expense. 

Some of these products, such as Carey Heat Insulations, 
cut waste so drastically that the savings from their use 
may easily return annual dividends of 400 to 1,000%% on 
the investment. 

To help you check your profit leaks, we have prepared a 
book that will be mailed upon request. 


BUILT-UP and PREPARED ASPHALT ROOFINGS 
ROOF PAINTS, COATINGS, CEMENTS 
HEAT INSULATIONS 
ASBESTOS-CEMENT PRODUCTS 
CORRUGATED SIDING & ROOFING 
INDUSTRIAL FLOORING @ BUILDING INSULATION 
EXPANSION JOINTS @ WATERPROOFING MATERIALS 

To make these money-saving products readily available, a nation 
wide service and distribution organization is at your command 


Its experienced personnel will assist you in solving your mainté« 
nance problems. A nearby representative will call at your request 








THIS BOOK TELLS HOW 
pre TO REDUCE PROFIT LEAKS 
D PROFITS 


Guides you in making a complete check of your plar 
roof to basement... tells where to look for waste i: 
Check these vital neints 






production and in building maintenance... how to sto} 
waste. This book should be on the desk of every factory ex 
ecutive. It is yours for the asking. Send for your copy t 















The Philip Carey Company, Dept. 68 = _ 
Lockland, Cincinnati, Ohio 
Please mail ‘‘Check’’ Book to 

NAME em 

FIRM - 


e Bk T ADDRESS 
THE PHILIP CAREY COMPANY :_ Lockland, Cincinnati, Ohio 


Dependable Products Since 1873 
BRANCHES IN PRINCIPAL :CITIES 


ASPHALT, ASBESTOS AND MAGNESIA PRODUCTS FOR INDUSTRY 























hara peal _ are 
fre equently disc od by 
Industrial Rcewei 
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Corrugated boxes fabricated by The Stein-Hall Starch Com- 
bining Process are more durable. Recent impartial tumble tests 
made in a revolving drum prove this. To be specific: In the 
case of normal adhesive applications they were 50% more 
durable. If you’d like a copy of the report of these tests, together 
with a complete list of leading corrugated box manufacturers 
who can supply you with more durable boxes made by 


this Process, write to any one of the companies named below. 


THE STEIN-HALL PROCESS 


CORN PRODUCTS REFINING CO. CLINTON COMPANY PENICK & FORD, LTD., INC. 


17 Battery Place, New York City Clinton, lowa 420 Lexington Ave., New York City 
STEIN, HALL MFG. CO. A. E. STALEY MFG. CO. STEIN, HALL & CO., INC. 
2841S. Ashland Ave., Chicago Decatur, Illinois 


285 Madison Ave., New York City 





For additional products see Buyer's Directory, page 108 








